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North Sees Profits 
Coming Largely From 
Further Cost Cuts 


Phoenix President Believes Com- 
missions Will be Gradually Ad- 
justed Downward in Future 


HITS TAXES COMPANIES PAY 


Cites Advantages for Direct Writ- 
ers and Mutuals; Agents, Com- 
panies Need to Combine Forces 








Conceding that the American con- 
sumer buys on a price basis generally, 
and not for quality, and that while many 
people will pay more for good service, 
there are many thousands who think 
they will never need service so buy the 
cheapest available insurance produced, 
President John A. North of the Phoenix 
of Hartford Insurance Companies told 
agents this week that they must adjust 
themselves to change, including commis- 
sion adjustments downward. But he feels 
these changes will improve sales and 
profits for producers, despite direct 
writer competition, for “nothing has ever 
replaced the spoken word of a well-in- 
formed, enthusiastic salesman in a face- 
to-face meeting with a prospect.” Mr. 
Nerth is also president of the National 
Board of Fire Underwriters. 


Need to Readjust Pricing Machinery 


Addressing the annual meeting of the 
Massachusetts Association of Insurance 
Agents in Boston on October 18, Presi- 
dent North, who is well known "for his 
up-to-date views and his willingness to 
express opinions from an_ executive 
standpoint, frankly told the producers 
that “we,.need to readjust our pricing 
machinery to attract a better selection 
of risks to our account.” Higher loss 
ratios seem here to stay, he observed. 
He holds that to “obtain a more com- 
petitive price and still provide the public 
with agency service we must find some 
formula for adjusting our cost factors 
which go to make up the expense por- 
tion of our premium dollar. 

“Apparently higher loss ratios are here 
to stay,” Mr. North continued. “Further- 
more, our state regulatory authorities 
are not generally disposed to recognize 
adequacy in rates to meet both higher 
osses and a fair profit. Thus if any 
profit at all i is to be squeezed out of the 
earned premiums, both companies and 
their agents will be compelled to further 
teduce their respective expenses. Some 
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Ask M. L. CAMPS AGENCY 


about 
John Hancock's New Non-Medical Rules 


The Following Maximum Amounts Will Be Considered: 
RATEABLE AGE AT ISSUE MAXIMUM AMOUNT 








0-30 $25,000 
31-35 10,000 
36-40 5,000 


Call us for Fall Information 


FRANK McCAFPREY LARRY CAMPS MARVIN ORNSTEIN 


800 SECOND AVE. (at 42nd St.) NEW YORK 
OXford 7-2121 
















REINSURANCE SURPLUS and EXCESS LINES 


SOUTH AND WATER STREETS, BALTIMORE3 @ 
27 WILLIAM STREET. NEWYORK 5S @ 


TELEPHONE SARATOGA 7-3500 
TELEPHONE HANOVER 2-6384 
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Union Mutual Life 
Makes Policy, Rate 
Manual Revisions 


Portland, Me. Company Announces 
New Features For All Policies 
On New Rate Basis 


NEW FIELD MANUAL ISSUED 


Cash Values Increased For All 
Plans; New, Revised Small Group 
Coverages Available 


At its recent three-day manager’s 
meeting held at the home office for man- 
agers and Group managers from offices 
across the country, Union Mutual Life 
announced a number of revisions and re- 
finements in its life and Group cover- 
ages. 

William L. Barber, vice president and 
chief actuary, announced new life rates 
and values on all applications dated on 
or after September 26. 

All life policies issued on the new 
rate basis will have the following fea- 
tures: 

Rates are graded by policy size. All 
rates, except those for family policy and 
endowment at Age 85 (VIP) on male 
lives, have been changed. Generally, 
premiums for policies of $5,000 or over 
have been reduced, and in many in- 
stances, the premiums on smaller pol- 
icies have also been reduced. 

Rates have been reduced for life cov- 
erages on female lives. 

Cash values for the first 19 policy 
years have been increased for all plans 
except the family policy preferred risk, 
and endowment at age 85. Values on 
these three plans remain unchanged. 

A dividend increase averaging 10% 
was announced to be effective next Jan- 
uary. This increase applies to all pol- 
icies, both new and old. 

Twenty-year net costs, based on pre- 
miums, dividends, and cash values, have 
increased for all policies of $5,000 or 
more, and in some instances, on. - policigs 
of less than $5,000. 

Accidental death benefit premiums now 
vary by age rather than age group and 
generally have been decreased. 

All disability..waiver of prémium rates 
have been reduced. 


New minimum policy amounts are $2,- 
000 for adult plans, and $1,000 for ju- 
venile plans. 


New Life, S. & A., Field Manual 


A new life and sickness and «accident 
field underwriting manual has been pre- 
pared for the use of Union Mutual’s 
and smaller abridged 
life or sickness and accident rate books 
are also available. 

“At the same time, Robert C. Russ, vice 
Group sales, announced new 
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THE MAN 
WHO SELLS 
JOHN HANCOCK...can serve his clients better 


Here are some of the liberal features available in the John Hancock Signature 
Series — they’re strong selling points for every man who sells John Hancock: 


PREMIUM ECONOMIES — Lower premium rates per $1,000 on larger policies. 


MODERN NON-MEDICAL LIMITS — Ages 0—30 $25,000 
31—35 10,000 
36—40 ~* 5,000 


ACCIDENTAL DEATH BENEFIT — Triple Indemnity protection while a passenger on a common carrier. 


FAMILY INCOME—SINGLE PAYMENT BENEFIT— Beneficiary may take either Monthly Income, 
Single Payment or a combination of both. 


INSURANCE OF INSURABILITY — Guarantees that additional insurance may be purchased regardless 
of health; at issue ages below 25, amounts available may total $60,000. 


RETURN OF PREMIUMS — An amount equal to premiums paid will be payable upon death of the 
Insured within 10 years of issue. — 


CONVERSION ALLOWANCES — Payable on attained age exchanges:of Term Insurance for permanent 
plans and when policy owner exercises Insurance of Insurability option. 


SPECIAL PLANS FOR WOMEN — Four special plans for women with lower rates reflecting their 
longer life expectancy. 








MUTUALZ LIFE INSURANCE “COMPANY 


BOSTON, MASSACHUSETTS 
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Colonial Combination Agencies Dep't. 
Holds Annual Business Conference 


Additional Personal Accident and Health Plans Introduced 
At Business Sessions Held at Monticello, N. Y.; President 
Richard B. Evans Heads Officials on Program 


The 63rd annual business conference 
of the combination agencies department 
of Colonial Life of America was held at 
The Laurels Hotel and Country Club in 
Monticello, N. Y., recently. The confer- 
ence was preceded by a dinner at which 
Colonial’s President Richard B. Evans 
presided. Mr, Evans felicitated the lead- 
ing individual producers of the combina- 
tion agencies department at the dinner 
and singled out many of them because of 
their outstanding sales performance dur- 
ing the past year. 

Charles R. Howell, CLU, Commissioner 
of Banking and Insurance of the State 
of New Jersey, extended greetings at 
the dinner and said he was impressed 
and had high respect for the fine job 
Colonial agents were doing. 

William 'M. Rees, senior vice president 
of the Federal Insurance Co. and a Co- 


lonial director, represented Chubb & Son 
Inc. He commended the agents for the 
job they were performing in the area of 





Albert Sullender, manager of Colonial’s 
Newark branch office is presented with 
his CLU Certificate and key from Richard 
D. Nelson, executive vice president and 
secretary. 


providing additional protection for their 
clients and policyholders. 

Manager’s Seminar 

Prior to the general conférence, a sem- 

inar for managers was conducted by 
Richard 'D, Nelson, executive vice presi- 
dent and secretary, at which Colonial’s 
plans for the future were reviewed and 
discussed. 

New A. & H. Plans 


Douglas J. Mioe, second vice president, 
personal accident & health, introduced 
Colonial’s new Protector Hospital Policy 
which can be offered on an individual or 
family basis. The new Protector Plan is 
guaranteed renewable for the lifetime of 
the insured and his wife. It provides 
coverage for dependent children and is 
renewable for them to age 23 in recogni- 
tion of increased college attendance. The 
Policy includes the option of surgical 

nefits in-or-out of the hospital, or in- 
hospital medical care. The plan also con- 
tains a diagnostic benefit for treatments 
performed outside the hospital. 

Mr. Moe also introduced a new De- 
pendents Hospital and Surgical Rider 
which may be added to ‘Colonial’s present 
Income Protector Accident and Health 
Policy. Through the use of this rider, 
the head of the family can protect his 
income against disability and provide the 
family with hospital-surgical benefits. 

he entire package is guaranteed renew- 

le to the insured’s 65th birthday except 
or dependent children who are contin- 
ued to age 23. 


Mr. Moe reviewed the progress of the 


personal accident and health department 
and announced that production for Sep- 
tember topped any previous month since 
accident and health was introduced to 
Colonial agents over a year ago. 

Russell C. Ortman, director of personal 
accident and health sales, stressed the in- 
creasing personal need for disability in- 
come protection and introduced new sales 
promotional material aimed to help the 
agent on the sales line. 

John S. Thatcher, CLU, second vice 
president — underwriting, announced a 
simplification’ in company requirements 
for height and weight on weekly pre- 
mium juvenile applications. 

One of the highlights of the meeting 
was a portrayal of a so-called “parody” 
with a striking resemblance to a popular 
TV show in which members of Colonial’s 
field staff attempted to stump a panel of 
“experts” with a recitation, in question 
and answer format, of their varied sales 
experiences. Richard D. Nelson acted as 
moderator of the program. The panel of 
“experts” consisted of Kenneth L. An- 
derson, vice president and managing edi- 
tor, The R'& R Services, and Mrs. An- 
derson; Herbert L. Hodgetts, Chubb & 
Son Inc., and Mrs. Hodgetts. 


Second Day’s Session 


Robert L. Baer, second vice president, 
combination agencies department was 
chairman of the second day’s session. A 
simplified system of programming was 
introduced by Lorne S. Brown, second 
vice president, Ordinary agencies. This 
programming method makes it possible 
for an agent to quickly uncover the 
weaknesses in a prospect’s life insurance 
estate through a simple, easy-to-under- 
stand formula basis. In effect, it pin- 
points the prospect’s apparent need for 
protection and shows him how much life 
insurance he should own to fulfill his 
family needs. It is anticipated this sys- 
tem will prove popular with Colonial 
agents interested in advising clients on 
the need for an adequate amount of life 
insurance because it gives an agent free- 
dom to sell devoid of technical details 
and without resorting to multiple inter- 
views. 

Group Sales Demonstration 


Richard G, Mulholland, director of 
Group sales, reviewed the progress and 


growth of Colonial’s Group department. 
He announced that new Group produc- 
tion during the past nine months had 
already exceeded the company’s 1960 
sales goal which proved these coverages 
had become an integral sales tool for all 
‘Colonial agents. (He expressed optimism 
for 'Colonial’s Group future and congrat- 
ulated those who helped achieve this 
goal. A typical “small Group” sales train- 
ing demonstration in. interview fashion 
between a prospective client and a Co- 
fonial agent followed. The demonstra- 
tion ‘brought out the proper sales tech- 
nique, to be used, not only in making a 
presentation and meeting competition 
but in closing the sale as well. Those 
who’ participated were Edward R. Feh- 
renbach, Asbury Park branch and Co- 
lonial’s leading producer, who acted as 
the agent and Frank C. Myers, home 
office Group sales representative, who 
portrayed the part of the employer. Mrs. 
Edward R. Fehrenbach also participated 
in the demonstration and acted in the 
role of “secretary” to the employer. 

Jack ‘Stone, Asbury Park branch and 
Colonial’s leading small Group producer, 
demonstrated this own sales techniques 
which he has successfully used in pre- 
senting Group insurance programs to em- 
ployers. He said a proper approach and 
presentation were invaluable to him and 
he attributed his success to these two 
all-important factors in selling Group 
protection to business firms with a small 
number of employees. 

Tribute To Wives 

In a salute to the ladies—the wives of 

attending agents, ‘Philip Cross, Paterson, 


Goldberg On What’s Best For Industry 


Chicago—In introducing a new policy 
or service, a life insurance company 
should ask itself: “What effect will this 
have, not just on the company, but on 
the entire industry ?”—and thus would 
serve the best interests of the company 
and the industry, the ALC meeting last 
week was told by Milton J. Goldberg, 
director of research of the Agency De- 
partment of Equitable Life Assurance 
Society. 

“No company, no matter how big, is 
bigger than the industry itself,” he said. 
“What is good for the industry is good 
for the particular company.: What is bad 
for the industry is bad for the particular 
company—ultimately, at least.” 

Mr. Goldberg said that company pi- 
oneering an idea or concept can expect 
to be imitated, whether the idea is good 
or bad. He added: “If it’s good, ob- 
viously other companies will adopt it, 
and the originating company will obtain 
prestige and a time advantage. If it’s 
bad, the originating company will have 
a time advantage, but everybody, includ- 
ing the originating company, will suffer 


ultimately—so the company should for- 
get it in the first place.” 

Among the things, he said, in which 
each company must bear its share of the 
load. They are: Training agents (rather 
than proselyting them); educating the 
public; assuming the risks inherent in 
any pioneering effort. 

“The public,” he said, “ultimately will 
get what it wants and needs. It is up to 
us to try to satisfy those needs, but only 
on a sound, equitable basis. There is no 
Santa Claus in this business—the policy- 
holder gets only what he pays for. 

“We should place more emphasis on 
service, less on low costs; more empha- 
sis on premiums, less on volume; more 
emphasis on permanent insurance. less 
on term insurance—the public isn’t de- 
manding term—too manv companies are 
just over-promoting it,” Mr. Goldberg 
said. 

“We should place more emphasis on 
solid protection and security, geared to 


«the public’s needs, less on gimmicks de- 


signed to undermine the orthodox rate 
structure. of life insurance.” 





Colonial’s President, Richard B. Evans, welcomes those in attendance and 
felicitates the leading individual producers of the combination agencies department 
for their respective sales performances during the past year. 


N. }.,4branch manager and Colonial’s 
manager ofthe year, landed them for the 
important “and vital role they play in 
their husband’s success as career life 
und@ewriters. Taking as his theme, 
“Ladies, ‘You Are ‘Qntitled to Know,” 
Mr. Cross “related some of the sacrifices 
the wife of an agent makes in contrib- 
uting toward his goal of providing éco- 
nomic security to the families he is privi- 
leged to serve.” Stating that “behind 
every successful agent is a woman,” he 
said, he now knew the true significance 
of the wife’s understanding role when a 
man chooses life underwriting as a ca- 
reer. Terming an agent’s wife a coura- 
geous, self-sacrificing person, he con- 
tinued that “every Colonial agent is 
grateful for the morale and spiritual up- 
lift his wife gives him in achieving suc- 
cess and leadership in the sale of life 
insurance.” ‘Pointing out the many un- 
selfish sacrifices an agent’s wife makes, 
Mr. Cross reviewed the daily routine of 
an agent in the field which often means 
long hours, late dinners, evening appoint- 
ments and at times, broken family en- 
gagements all of which tend to make an 
agent’s wife feel like “a business widow.” 
But despite all these things, Mr. Cross 
said, “in reality the wife of a successful 
agent knows and understands the true 
mission of life insurance. She gladly 
makes these sacrifices because she is 
keenly aware her husband’s career means 
that life insurance is the only sure way 
for others to guard against the uncer- 
tainties of the future—a guaranteed in- 
come for some widow, a home free and 
clear, a college education for children and 
financial peace of mind. The wife of a 
successful agent is fully cognizant her 
husband’s work is a labor of love and she 
is happy to be able to contribute so much 
because she realizes and understands that 
in helping others, she also shares in his 
feeling of accomplishment in making the 
miracle of life insurance become a re- 
ality.” 

Premier Khrushchev’s threats before 
the U.'N. were discounted by William G. 
Hetherington, award winning foreign 
correspondent, news analyst and expert 
on United ‘Nations affairs. “Despite the 
Soviet leader’s clash with U. N. Secretary 
General Hammarskjold,” Mr. Hethering- 
ton, said, “Russia was unlikely to with- 
draw: from the United Nations at a time 
when its membership had risen from 82 
to 99 nations. On the contrary,” the 
speaker pointed out, “the addition of 15 
new African members had effected a re- 
markable revival in U. N.’s influence on 
the major East-West powers.” 

In an address in honor of ‘Colonial’s 
National Quality Award Winners, Ken- 
neth L. Anderson, vice president and 
editor, The R & R Services Inc., told his 
listeners too much emphasis cannot be 
placed on quality business and he com- 
mended those who earned this award as 
the backbone of the life insurance busi- 
ness. 
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Van Horn President 
Of American Life 


WILLIAM E. McKELL CHAIRMAN 
American Life An Affliate of American 
Surety Co., Member of Trans- 


america Insurance Group 


Paul E. Van Horn, who has been vice 
president of American Life of New York 
since 1956 and executive vice president 
since last year, was elected president 


Fatsan Bachrach 
PAUL E. VAN HORN 


this week. William E. McKell, who has 
been president since the formation of 
the affiliate of American Surety Co. in 
1955 becomes chairman of the board. He 
is also president of American Surety, a 
member of the Transamerican Insurance 
Group. 

Mr. Van Horn, who was agency di- 
rector of Guardian Life of New York 
before joining American Life, attended 
Colgate University and graduated from 
Sheffield Scientific School of Yale Uni- 
versity with a B.S. degree. He received 
the Chartered Life Underwriter Desig- 
nation in 1940. He is a former president 
of the Rochester Life Underwriters As- 
sociation and the Rochester CLU Chapter. 
He is also a member of the Holland So- 
ciety of New York and the Netherland- 
American Foundation, Inc. and the Yale 
Club of New York. 





Life Insurance Article in 


Nov. Good Housekeeping 


A two-page article on life insurance is 
in the November issue of Good House- 
keeping Magazine. Under the title, “In- 
surance for Young Marrieds: How Much 
and Which Kind,” the article discusses 
these two common questions, from the 
viewpoint of the young married couple. 

The individuality of each couple’s pro- 
gram is emphasized and the need for 
expert advice in this programming, with 
the conclusion that “the qualified under- 
writer can help you tailor an insurance 
program to meet the specifications you 
set.” 

Suggestions are made for the reader 
to help in setting these specifications, 
with a checklist of needs and resources 
outlined. It is pointed out in the article 
that the couple will probably find that 
their needs are more than can be af- 
forded at one swoop and “this is where 
planning can be effective.” 

Discussing the “kind of insurance,” 
the question of Term versus cash value 
is considered with a brief but fairly com- 
plete summary of the advantages of cash 
value protection. Term insurance is pri- 
marily presented as something, “you and 
your husband should be informed of” 
as to how it can “fit into that program 
while your meeds are great and your 
available funds limited.” 





Republic National Life 
Licensed in Vermont 


Republic National Life, Dallas, has 
received its license to do business in the 
state of Vermont, according to Theo. 
P. Beasley, president. 

This brings to 43 the number of states 
in which the company is doing business, 
plus Puerto Rico and the District of 
Columbia. Expansion into additional 
states is a planned part of the com- 
pany’s goal of achieving three billion 
of life insurance in force early in 1961. 

In the first nine months of this year, 
the company added more than $500,000,- 
000 to its total of life insurance in force. 
This means that in the nine month 
period the company gained $100,000,000 
more life insurance in force than during 
the entire year of 1959. 

In order to maintain this increasing 
record of progress, Republic National 
Life is currently planning entrance into 
additional states. 





Paul Revere Life Names 


Group Representatives 

Alan H. Packer and Lester C. Hollis, 
Jr., have been named home office Group 
representatives of The Paul Revere Life 
at Seattle and Columbus respectively. 

Mr, Packer, a graduate of the Univer- 
sity of Oregon, has been associated with 
The Travelers as a Group field repre- 
sentative in Los Angeles. In his new 
capacity Mr. Packer will be associated 
with Louis A. Wohlman, regional man- 
ager of Paul Revere’s Seattle Group 
office. 

Mr. Hollis is a graduate of Norwich 
University. His sales background has 
been with a major oil company. His 
Columbus association will be with James 
W. Grant, regional Group manager. 





ment. Replies in confidence. 





LIFE INSURANCE 


Opportunity for successful personal producer to 
manage Brokerage Dept. of Life Insurance General Agency 
located in Essex County, New Jersey. Salary plus arrange- 


Send full details to Box 2850, The Eastern Underwriter, 
93 Nassau St., New York 38, N. Y. 








NALU Committee Chairmen Named 


Chairmen of 1960-1961 standing and 
special committees of National Associa- 
tion of Life Underwriters were an- 
nounced by President William E. North, 
CLU. Mr. North, elected to head NALU 
at its recent 1960 annual convention, is 
general manager for New York Life in 
Evanston, IIl. 

Chairmen of standing committees are: 

Affairs of Veterans and Servicemen— 
Thomas R. Buchanan, New York Life, 
Washington, D. C., and C. Carney Smith, 
CLU, Mutual Benefit Life, Washington, 
D. C., (vice chairman); agents activities 
—Joseph B. Davis, CLU, Home Life, 
Detroit; associations—R. L. McMillon, 
Business Men’s Assur., Abilene; conven- 
tion program—Robert W. Frye, CLU, 
Northwestern Mutual, Denver; educa- 
tion and training—Jack A. Stewart, CLU, 
Phoenix Mutual, Cleveland; estate plan- 
ning—John Z. Schneider, Connecticut 
General, Baltimore. 

Federal Law and Legislation—David 








¢ SPLIT PREMIUM 
e KEY MAN 


call: 





NOW Increasing Insurance 
With A Most Unusual Plan Designed Especially For 


¢ DEFERRED COMPENSATION 


EXAMPLE—MALE, AGE 40 
Death Benefit equals: 
FACE AMOUNT OF POLICY 
plus 
GUARANTEED CASH VALUE (prior to age 65) 
(or 10 years ages over 55) 


plus 
CASH VALUE EQUIVALENT PURCHASED BY 
“FIFTH DIVIDEND" OPTION (prior to age 76*) 
* Based upon 1960 dividend scale and 1960 rates for term insurance option. 


WILLIAM F. 


MIDTOWN BROKERAGE AGENCY 


PHOENIX MUTUAL LIFE'S 
LEADING BROKERAGE AGENCY 


Suite 3602, Chanin Building 
122 East 42nd Street, New York 17, N. Y. 


YUkon 6-6585 


BARRY ROSENFELD & CLIFF MELDRUM - SUPERVISORS 
Home Office — Hartford 


KELLY, Mgr. 








M. Blumberg, Massachusetts Mutual, 
Knoxville; field practices—R. Edwin 
Wood, CLU, Phoenix Mutual, San Fran- 
cisco; and William H. Pryor, Connecti- 
cut Mutual, Wauwatosa, Wis. (vice 
chairman); finance—Louis J. Grayson, 
CLU, The Travelers, Washington, D. C.; 
health insturance—Clyde A. Connaughton, 
Metropolitan Life, Shreveport, La., and 
Paul C. Agee, Jefferson Standard Life, 
Roanoke, (vice chairman). 
Membership—Philip A. Hoche, CLU, 
Kansas City Life, Orlando, Fla.; past 
presidents — William S. Hendley, Jr, 
Mutual Of New York, Columbia, S. C.; 
public relations—William S. Hendley, 


Jr, Mutual Of New York, Columbia, 


S. C.; quality business— William H. Gat- 
ling, Jefferson Standard, Norfolk; state 


law and legislation—Francis G. McNa- | 


mara, Old Line Life, Waukesha, Wis,; 
and women 
Baranski, The Prudential, 

Chairman of special committees are: 

Aging—Isaac A. Kibrick, New York 
Life, Boston credentials—Herbert J. 
Baum, Protective Life, Birmingham; 
Group insurance—Spencer L. McCa 
Provident Mutual, Albany; industry 
problems—Ellen M. Putnam, CLU, Na- 


tional Life of Vermont, Rochester, 
N. Y.; membership dues structure— 


Louis J. Grayson, CLU, The Travelers, 
Washington, D. C., and A. J. Halloran, 
Baltimore Life, Williamsport, Pa. (vice 
chairman); NALU endowment fund— 
Paul R. Green, Aetna Life, Seattle. 
Practical politics—Edward L. Allison, 
CLU. Northwestern Mutual, 
property—Arthur W. Defenderfer, John 
Hancock, Washington, D. C.; relations 
with National Association of Investment 
Companies—Charles Anchell, New York 
Life, New York; research and planning 
—R. L. McMillion, Business Men’s As- 


sur., Abilene; Social Security—Albert C. | 
Adams, John Hancock, Philadelphia; and | 
special awards—Robert S. Clayton, Lib- | 


erty National, Mobile. 





United Mutual President 


The board of directors of United Mu- 
tual Life, New York, announced the 
election of Charles Buchanan, nationally 
known businessman, as its new president, 
the sixth in the company’s 27 year his- 
tory. Mr. Buchanan, who came out of 
semi-retirement to accept the presidency 
of the company, has served on the board 
of directors for the past five years. 





Conn. General Appointments 

Six appointments have been announced 
by Frazar B. Wilde, chairman of the 
board and president of Connecticut Gen- 
eral Life. 

In the Group insurance department 
John E. Champe and James A. Gobes 
have each been appointed assistant actu- 
ary. Joseph H. Walton has been named 
an assistant director of Group sales. 
Glenn H. Beadles of the mortgage and 
real estate department has been ap- 
pointed assistant secretary. Charles F. 
Culver has been named assistant secre- 
tary in the personnel department. Rob- 
ert B. Goode, Jr. has been appointed 
assistant actuary in the reinsurance de- 
partment. 





underwriters—Sophie BB. ‘ 
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Manager at Indianapolis 





JOHN R. ADAMS 


John R. Adams has been appointed 
manager of the Indianapolis branch of- 
fice of Connecticut General Life. He has 
been assistant manager of the company’s 
Kansas City branch office since 1957. 

Mr. Adams joined Connecticut General 
in 1951 as an agent in Hartford and later 
served as assistant manager of the Hart- 
ford branch office. A native of Pitts- 
burgh, he attended Worcester Poly- 
technic Institute and received a bach- 
elor’s degree in business administration 
from the University of Pittsburgh. He 
is active in insurance organizations and 
is a charter member of the Kansas City 
Estate Planning Council. 





Mutual Benefit Appoints 


Haseltine at San Jose 

The opening of a general agency in 
San Jose and the appointment of Ernest 
D. Haseltine, Jr., CLU, as general agent 
was announced by Mutual Benefit Life, 
Newark. 

This is the fourth general agency for 
the company in California and the 86th 
in the nation. Mutual Benefit Life is also 
represented in San Diego, San Francisco, 
and Los Angeles. 


A veteran life insurance man, Mr. 
Haseltine has a background of 22 years 
of successful experience in hoth sales 
and management work. He began his 
life insurance career with Northwestern 
Mutual in 1938, working in the New 
Hampshire-Boston, Massachusetts area. 
In 1955 he moved from Massachusetts 
to California. As district agent for 
Northwestern Mutual he has served the 
San Jose area since 1958. Under his 
leadership his office has led the com- 
pany in sales for two successive years. 

A graduate of Phillips-Exeter Acad- 
emy, Mr. Haseltine received his B.S. de- 
gree cum laude from Harvard in 1938. 
During World War II he served in the 

avy as an anti-submarine warfare of- 
ficer in the North Atlantic Theater and 
in Motor Torpedo Boat Squadrons. 


Old Republic Dividend 


The fifty-seventh consecutive dividend 
of Old Republic Life, Chicago, was de- 
clared by the directors. The regular 
quarterly dividend of 20¢ per share is 
payable November 1 to shareholders of 
record on October 20. 

James H. Jarrell, president, reported 
that a record volume of insurance was 
written by Old Republic in the nine 
months ended September 30. Volume of 

114,053,303 rose 11% over the $1,925,- 
= written for the same period in 





Greater N. Y. Life Managers 
Honor Ray Harris on Dec. 12 


Raymond Harris, who recently retired 
as Deputy Superintendent and chief 
counsel of New York State Insurance 
Department, will be honored by Life 
Managers Association of Greater New 
York at a dinner on December 12. It is 
the Association’s 32nd annual dinner and 
will be held in Commodore Hotel. For 
years the affair has been held in the 
Waldorf-Astoria. 


Service Fee to Brokers 
Wylie Craig, vice president of Georgia 
Life, that 
Georgia International will pay lifetime 


International announces 
service fees on brokerage contracts at 
the rate of 2% on premiums paid after 
the regular renewal commission period. 


The service commissions will be paid 
only on brokerage contracts where earn- 
ings from first year commissions amount 
to $500 in a preceeding year. 





“Tenth anniversary 
today, Al. 

We sure owe 

Our reinsurer a 


vote of yan 


thanks !” 


“| agree, Vic. North American Re- 
assurance has joined in building 
our assets and ‘in force’ in so many 
ways.” 


“‘Right—and in some ways you'd 
never think of.” 


“Like the way their advice helped 
stabilize the persistency level of 
our ordinary life business... and 
how their advice on policy loans has 
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turned out to be sound from both 
the financiai and public relations 
angles.”’ 


‘“‘More than that—they deserve a 
lot of credit for the efficiency of our 
data processing, and the economy 
of our company car expense and 
rental procedure.” 


“‘And what | like most is their at- 
titude. They're always willing to 
help, whether from headquarters or 
their regional offices. They really 
rate our thanks.” 


“You bet... they help 
keep this life company 
lively!” 


Two excellent descriptions of services available from life reinsurers are 
yours for the asking. One is an article on life reinsurance services in 
general, by Assistant Vice President Burtt D. Dutcher of North American 
Re, and the other our own booklet outlining the services of North Ameri- 
can Re in particular, called “Reinsurance Exclusively.'' Simply address: 


NORTH AMERICAN 
REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


Regional Offices 


230 North Michigan Ave., Chicago 1, Ill. 
1509 Main Street, Dallas 1, Texas 
400 Montgomery St., San Francisco 4, Calif. 


Reinsurance Exclusively 
ACCIDENT & SICKNESS « 


GROUP 


Group Report Before LIAA 


The next development in connection 
with the Group insurance report of Joint 
Committee of LIAA and ALC, Henry 
S. Beers, chairman, will be at board 
meeting of LIAA to be held on Octobér 
21 in New York. The report was ap- 
proved at ALC convention in Chicago 
last week and now wiil have considera- 
tion of LIAA board. While report was 
before ALC executive session of ALC 
last week one of the executives highly 
praising the work of Chairman Beers 
of the joint Group committee was a talk 
made by President Charles J. Zimmer- 
man of Connecticut Mutual. 





CONN. MUTUAL CHANGES 


Scheidler, McIlwaine, Schwobel, Weir 
and Warden Promotions Announced 
Following Directors Meeting 


Promotion of five officers of Connec- 
ticut Mutual Life was announced re- 
cently by President Charles J. Zimmer- 
man following a meeting of the board of 
directors. 

George A. Scheidler was named second 
vice president, mortgage loans. David 
R. McIlwaine, Edwin F. Schwobel and 
Gaylord C. Weir were promoted to 
second vice president, investments. Den- 
zil C. Warden was promoted to assistant 
vice president, agricu!tural loans. 

Mr. Scheidler has been with the Con- 
necticut Mutual since 1923 and in the city 
loan department since 1936. In 1949 he 
was made an officer as assistant super- 
visor of city loans and since then has 
received successive promotions to super- 
visor of city loans, city loan secretary 
and in 1956 to assistant vice president. 

Mr. McIlwaine, a 1931 graduate of Yale 
University, joined the investment depart- 
ment in 1941. He was promoted to the 
official staff as securities supervisor in 
1949, was appointed financial secretary 
in 1952 and since 1957 has been assistant 
vice president, investments. 

Mr. Schwobel, a pubtic utilities special- 
ist, joined the investment department of 
the Connecticut Mutual in 1942. He was 
made an officer in 1949 as supervisor, 
public utility securities and received suc- 
cessive promotions to secretary, invest- 
ments, in 1957. 

Mr. Weir went with Connecticut Mu- 
tual in 1932 and transferred to the in- 
vestment department in 1940. He be- 
came an officer on his appointment as 
supervisor of industrial securities in 1949. 
He was named financial secretary in 1952 
and assistant vice president, investments, 
in 1957. 

Mr. Warden, a graduate of Westmin- 
ster College, joined Connecticut Mutual 
in the farm loan office in St. Louis in 
1931. He was manager of the Fort Worth 
farm loan office when he was named an 
officer of the company, at the home 
office, as supervisor of argicu!tural loans 
in 1955. He was promoted to agricultural 
loan secretary in 1959, 








Occidental Life Changes 


Two promotions, a transfer, and two 
appointments have been made in the 
Group field personnel of Occidental Life 
of California, Vice President H. D. Eagle 
announces, 

Allen B. Shupps of Occidental’s Los 
Angeles Group service office has been 
promoted to senior Group service rep- 
—, He joined the company in 

H. Stark Wilmoth has been promoted 
to Group sales representative in the 
Pittsburgh Group office. 

Transferring from the Cleveland Group 
service office to the Cleveland Group 
sales office, Ernest J. Brucchieri has been 
named Group sales trainee. 

Alan E. Kerr has been appointed 
Group sales trainee in the Toronto 
Group office, and Charles E. Bekeny 
has been appointed Group service rep- 
resentative and assigned to the Cleve- 
land Group service office. 
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Status of Beers Committee Report 


On Reexamination of Group Policy 


in Chicago at the annual 
meeting of American Life Convention 
the ALC executive committee adopted 
the report of the Joint Committee on Re- 
examination of Group Policy, chairman 
of which is Henry S. Beers, president of 
Aetna Life. ‘Later this month the board 
of directors’ of Life Insurance Associa- 
tion of America is expected to make 
known its position on the recommenda- 
tions of the report. Certain aspects will 
also be studied by committees of both 
organizations. 

The controversial nature of the subject 
is such that the broad conclusions are 
essentially compromises not only as to 
the substance of the matter but as be- 
tween members of the committee, repre- 
senting as they do companies on different 
sides of the controversary. The approval 
by the ALC executive committee 1s 
viewed as a tribute to the three years’ 
study by the committee rather than as 
final acceptance of its findings. 


Last week 


Report’s Recommendations 
In substance the report proposes the 
following : 

1. Reversal of the 
vious support of the principle of the 
$20,000/$40,000 dimit on amounts of 
Group life surance permissible on indi- 
viduals, in favor of a “non- -discrimination 
rule” based on the principle that higher 
salaried employes should not be imsured 
for Group life insurance in amounts ap- 
preciably greater in relation to their 
compensation than lower salaried em- 
ployes in the same companies are insured 
jor. 

2. Relaxation of model law restric- 
tions or prohibitions on certain special 
types of Group life insurance plans, nota- 
bly those involving Group coverage on 
dependents of employes and those de- 
signed to insure mortgagors. 

3. Tightening up of model law re- 
strictions or prohibitions on certain other 
special types of Group life msurance un- 
derwriting, notably on plans proposing 
to insure members of professional asso- 
ciations, or to provide life imsurance cov- 
erage on installment purchasers of shares 
in mutual funds. 

4. Special attention should be directed 
by appropriate committees to problems 
related to “wholesale” and “franchise” 
life iaswrance issued as alternatives to 
Group coverage, and to those related to 
the direct writing of Group life imsur- 
ance without commissions. 


Position on 20/40 Limits 


“The $20,000/$40,000 limit is now law 
in some 25 states and the District of 
Columbia—nine states more than had 
group life insurance laws of any sort 
when the predecessor $20,000 limit was 
originally adopted by the NAIC in 1946,” 
says the Beers Report. “Seven other 
states provide higher limits ranging up- 
wards to a straight $100,000. But the fol- 
lowing states still have no statutory 
limits on employer-employee coverage at 
all: Alabama, Alaska, California, Dela- 
ware, Massachusetts, Michigan, Minne- 
sota, ‘Mississippi, Missouri, New Mexico, 
New York, North Dakota, Oregon, 
Rhode Island, South ‘Dakota, Utah, Vir- 
ginia and Wyoming. 

“It is immediately evident from an 
examination of the foregoing list that 
many important life insurance producing 
states are among those imposing no stau- 
tory amount limits at all. Moreover, in 
your committee’s opinion there does not 
appear to be any re asonabl € prospect of 
future law enactments in most of these 
remaining states. On the contrary, there 
is even some possibility that a few states 
now with group life insurance amount 
limits on their statute books will follow 
the lead of New York in repealing its 
once existing limit. 

“Your committee feels that while it is 
not feasible to establish a specific dollar 
amount limit, another possibility of limi- 
tation exists which should be explored. 


ALC-LIAA pre- 


“This possibility is to substitute a 
simple non-discrimination rule for the 
$20,000/$40,000 limit, so as to provide 
that higher salaried employes may not 
be insured for more in relation to their 
salaries than lower salaried employes 
within the same group. From an exami- 
nation of a number of group insurance 
cases involving very large amounts on 
individual lives, it is clear that the more 
flagrant instances of abuse of the group 
life insurance principle have occurred in 
some of the smaller and medium sized 
groups where the amounts of group in- 
surance on the top executives, often sub- 
stantial stockholders, are completely out 
of line with those provided for other 
employes. Usually these very large 
amounts are only made available by the 
insurance carrier subject to evidence of 
individual insurability, and under other 
circumstances which make it clear that 
ordinary life insurance would probably 
have served the purpose better were it 
not for federal tax considerations related 
to income tax treatment of group life 
insurance. The problem of very large 
amounts of group life insurance would in 
these instances be greatly diminished if 
owner-managers, and others controling 
the placing of the group life insurance 
contract, were required to provide pro- 
portionate amounts for lower echelon 
employes. 


No Support of Specific Dollar Limit 


“Your committee, therefore, recom- 
mends that no further support be given 
to the $20,000/$40,000 limit or other spe- 
cific dollar amount limit. What we do 
recommend is that the Group and legis- 
lative committees be given the assign- 
ment of working out some statutory 
means of providing in effect that, with 
respect to the ratio of the amount of 
insurance to annual compensation, sched- 
ules of amounts of insurance shall not 
discriminate in favor of higher salaried 
employes as compared with lower sal- 
aried employes of the same group. To 
be effective and yet not produce burden- 
some administrative problems, such a 
non-discrimination rule should take into 
account a number of practical situations: 
for example, as in connection with part- 
time employes; temporary employes; 
over-time pay; executive or key-man 
bonuses; or cases in which schedules of 
amounts are desired which take into 
account age, sex, family status, family 
size, length of service, collective bargain- 
ing agreements, etc. Just how far the 
statute should go in being explicit can 
best be determined after a review 3 the 
various problems involved by the Group 
and legislative committees. 


Special Forms of Group Life 
“The NAIC model 


N bill now restricts 
Group life insurance coverage to four 
types: (1) employer-employe Groups of 


ten lives or more, (2) credit insurance 





LIFE INSURANCE 


RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 








TO GENERAL BROKERS 
THE LEE NASHEM AGENCY 
“The Major League Agency" 
(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.! 
All communications on your letterhead—with 
copies to you. All phone calls taken at your 
Salnaibosed and relayed to us. Your client 
—- expert service from your own hand 
picked expert. Double your volume with half 

the effort—at no extra cost! 
PHONE US, THIS PLAN WILL MAKE 
MONEY FOR YOU! 
Call us at Oxford 7-2950 
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(3) labor union Groups, and (4) 
multiple-employer Groups aris- 


groups, 
certain 


ing out of Taft-Hartley collective bar- 
gaining situations or similar arrange- 
ments. 


“By thus enumerating the permissible 
types of Group life insurance coverage, 
the model bill excludes all others, How- 
ever, individual state enactments of the 
model bill have gone on to authorize 
various additional kinds of Group life 
insurance, e.g., on dependents of em- 
ployes, on the members of certain loose- 
ly-knit social and service organizations, 
on mutual fund shareholders and savings 
bank depositors, and on many others. 

“In general, your committee agrees 
with the principle of confining Group 
life insurance to enumerated types, and 
in broad outline with the basic ap- 
proaches of the NAIC model bill. How- 
ever, as detailed below we do believe 
that there are certain additional forms 
of Group life insurance coverage which 
should properly be recognized in the 
model bill. These are rather limited in 
number. We reiterate the belief that on 
the whole the various marginal forms of 
Group life insurance should be severely 
controlled or eliminated entirely, either 
out of considerations related to the or- 
derly marketing of life insurance, or out 
of general public policy considerations 
related primarily to the expected insta- 
bility of the proposed group plan, or 
both.” 

Lateral Extensions 

After a review of the detailed recom- 
mendations of its subcommittee on later- 
al extensions of Group insurance under- 
writing, the committee specifically comes 
to the conclusion that oposition should 
be continued to such proposed extensions 





Everyone's Talking About It 


’ G teed Renewable 
EMP I RE S "ta Life 


Hospital-Surgical Expense Policy 


PLAN — 1 Premiums Payable For Life 
PLAN —2 Premiums Payable to Age 65 





20-10 Hospital Plan — Something new in the Hospital Field 
Guaranteed Renewable To Age 65 





MORGAN 0O. DOOLITTLE, 
President 





A Complete Portfolio of Life and Group Coverages 
Direct Mail Program That Gets Results 


For A General Agency Opportunity— 
Write 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Jamestown, N. Y. 


DOUGLAS S&S. FELT, 
Agency Vice Pres. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











O'TOOLE ASSOCIATES 


Incorporated fi 
Management Consultants to 
Insurance Companies 
Established 1945 

220-02 Hempstead Avenue i 
QUEENS VILLAGE 29, NEW YORK y 








HAIGHT, DAVIS & HAIGHT. Inc. | | 


Consulting Actuaries | 


INDIANAPOLIS OMAHA 

















of the Group life insurance principle as 
the following: 

1. Group life insurance 
groups of less than ten lives 

2. Group life insurance on 
of professional associations. 

3. Coverage on members of fraternal 
social, service or similar organizations, 
and of local chambers of commerce or 
similar associations having a member- 
ship drawn from unrelated businesses 
and industries. 

4. Various Group life insurance plans 
designed as an inducement to the pur- 
chase of goods or other services, such 
as the so-called double-dollar Group life 
insurance plan in connection with savings 
bank deposits, Group life insurance 
issued in connection with purchases of 
mutual fund share on a periodic plan, 
and Group life insurance made available 
in redemption of trading stamps. 


on employe 


FPR S 


members | 


Against Insuring Mutual Fund Shares 


The committee also recommended that 
ALC-LIAA change its policy and accede 
to the substance of a change in the 
NAIC model bill, or to any better plan 
which may be devised, to preclude the 
insuring of mutual fund shares by the 
Group insurance aproach. 

“Your committee does not believe that 
this form of Group life insurance is in 
the public interest, or in the best inter- 
est of the institution of life insurance,” 
the report continued. 

“It is a difficult task to specify just 
which type of multiple-employer Group 
life insurance cases should be permitted 
because there is a legitimate business 
reason for their existence, and which 
types should be prohibited because they 
merely represent the aggregation, into 
what might be called a super-Group, of 
a large number of separate Group life 
insurance plans which might otherwise 
be separately underwritten The test 
should be whether the Group is suffi- 
ciently homogenous to permit adequate 
servicing of the risk through the entity 
chosen as policyholder, with practical 
and efficient administration. Unless this 
test is met, the grouping is an artificial 
one, designed perhaps for the primary 
purpose of channeling the whole ners 
ance plan to a single insurance carriet 
through a single insurance agency out- 
let, and perhaps bypassing local insur- 
ance service facilities to the disadvantage 
of both the buyer of the Group coverage 

(Continued on Page 12) 
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“Here I am on November 8th. As 
you can see, it is not easy for me to make up 
my mind. But nothing’s going to keep me 
away from the polls. 

“When I vote, I am exercising not only my 
greatest responsibility as an American citizen, 
but my greatest privilege, too. 

“I know that this year in particular I am 
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helping to decide what kind of America we 
are going to have for the rest of my life... 
and for the generation that will follow me. 

“Believe me, I’m not only going to be in 
that voting booth this year...I’m asking all 
my friends to be there, too.” | 


Wormer /peherele 


MASSACHUSETTS MUTUAL Zife Insurance Company 


SPRINGFIELD, MASSACHUSETTS + ORGANIZED 1851 
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LOUIS J. TABER DEAD 


Chairman of Farmers and Traders Life 
of Syracuse Was One of Founders 
of Company 

Syracuse—Louis J. Taber, chairman of 
the Farmers and Traders Life, one of the 
founders of the company and last sur- 
viving member of the original board of 
directors, died last Sunday at the age of 
82. 

Mr. Taber was a prominent leader of 
the Grange, a director in several banks 
and other organizations and long active 
He is survived by his 





in civic affairs. 
wife, Edna Bailey Taber, and two sons, 
J. Paul Taber of Ithica, Francis B. Taber, 
of Alliance, O.; four grandchildren, two 
great-grandchildren and a sister, Mrs. 
Alfred G. Steer of Lansdowne, Pa. 





New Library Guide 

Special Libraries Association of New 
York has published another specialized 
reference tool entitled A Checklist for 
the Organization, Operation and Evalua- 
tion of A Company Library. Compiled 
by Eva Lou Fisher, formerly chief li- 
brarian, Missiles and Space Division, 
Lockheed Aircraft Corp., the checklist 
provides answers to many problems con- 
fronting management, research, technical 
and administrative personnel as well as 
library administrators who must start a 
new library or evaluate one already in 
operation. Bound in sturdy paper cov- 
ers, the 64-page booklet sells. for $2.00. 





INDIANAPOLIS LIFE GAINS 

Indianapolis Life’s field force during 
August recorded a 22% increase over 
August of last year, it was announced 
today by Agency Vice President Arnold 
Berg. Sales for the first eight months 
of 1960 were at an all-time high and 
were 15% ahead of the comparable period 
of the previous year. 

Top agency tor the month was the 
Nate Kaufman Agency of Shelbyville, 
Ind. Leading individual agent was J. T. 
McClelland of Houston. 





James V. Whaley Dead 


James V. Whaley, 57, retired senior 
vice president and chairman of the 
executive committee of Franklin Life, 
died recently. 

Mr. Whaley began his insurance ca- 
reer as a salesman at the age of 22. In 
1932 he joined the Great American Life 
of San Antonio as assistant agency man- 
ager. With the unification of the Great 
American and the Franklin Life in 1940, 
Mr. Whaley moved to the Franklin’s 
home office in Springfield, Ill., and was 
named director of agencies two years 
later. He was elected to the board of 
directors in November of 1944, and vice 
president in 1946. Mr. Whaley assumed 
duties as senior vice president and chair- 
man of the executive committee in 1957. 





Union Mutual Revisions 


(Continued from Page 1) 


and revised small Group coverages for 
10 to 25 lives. These custom designed 
programs feature complete flexibility in- 
stead of offering only two or three set 
plans. The employer can select any 
combination of coverages, including 
major medical or dread disease, and 
tailor his protection to his own partic- 
ular requirements. 

Another new flexible feature is a cod- 
ing system for rating which makes it 
possible for an employer to easily select 
benefit schedules in accordance with the 
amount he feels he can afford to spend. 

Mr. Russ also announced that Group 
life insurance and accidental death and 
dismemberment limits have been raised. 
In addition, accident and sickness and 
accidental death and dismemberment 
rates have been lowered. 


Baughman Made Asst. Sec’y 


Election of C. B. Baughman as as- 
sistant secretary of Aviation Employes 
Corp. and of Aviation Employes Life 
Insurance Co. has been announced by 
S. J. Solomon, Aviation Employees Corp. 
president. Mr. Baughman, an actuary, 
has been associated with Variable An- 
nuity Life and Jefferson Standard Life. 
A graduate of Duke University, he did 
graduate at University of Tennessee. 





Portland Agency Manager 

United States Life has appointed Wes- 
ley E. Rand agency manager at Port- 
land, Me. He formerly was with The 
Prudential. 


Mr. Rand has been active in several 
New England insurance and civic organ- 
izations. Formerly a director of the New 
Hampshire Association of A. & H. Un- 
derwriters, he is currently vice president 
of the General Agents and Managers 
Association of Maine, a member of the 
education committee of the Southern 
Maine Association of Life Underwriters 
and the air transportation committee of 
the Greater Portland Chamber of Com- 
merce, and an active committee member 
of the United Fund Drive. 





Record 392 Companies on 


LOMA Membership Rolls 


Six more life insurance companies have 
been added to the membership rolls of 
the Life Office Management Association, 
Roy A. MacDonald, managing director, 
announced. The new companies were ad- 
mitted to membership at a recent meet- 
ing of the Association’s board of di- 
rectors. 

LOMA membership is now at the high- 
est level in its history, 392 companies, 
Mr. MacDonald reported. Of these, 339 
are domiciled in the United States and 
Canada and 53 are associate members. 
Home offices of member companies are 
located in 117 cities in 47 states; 12 cities 
in 7 provinces of Canada; Washington, 
D. C.; Puerto Rico; and in 30 cities in 
20 foreign countries. 

The new member companies and their 
presidents: 

Central National Life of Omaha, Nor- 
man T. Carson, president; First Na- 
tionnal Life, Phoenix, M. C. Reese, Jr., 
president; Ideal National, Salt Lake City, 
W. W. Clyde, president; Northern 
Founders Insurance Co., Bismark, N. D., 
Orris G. Nordhougen, president; Phil- 
adelphia United Life, Albert Ries, pres- 
ident; Suwannee Life, Jacksonville, Wil- 
liam Revels, president. 





CONSULTING ACTUARIES INTERNATIONAL, INC. 


Consultants to Insurance Companies and 
Employe Benefit Plans 


666 Fifth Ave., New York 19, N. Y. 


ClIrcle 5-2300 





CUT OUT AND SAVE... IT'S WALLET-SIZE 






Pr 
! 
! EVERY DOLLAR 
1 COMES BACK! 


| 
i 
i 
i 
i 
i 
I Young men can't resist this “Capital J 
| Return” Plan...older men find it very I 
i appealing for their sons, grandsons. i 
With this Plan your client has the guar- 
antee that his annual premiums will be J 
returned at the end of 20 years. Life i 
g -Insurance Protection plus a full share i 
of dividend earnings 
throughout. 1 
And “assurance” : 
is something we i 
always give you. 
We specialize in 
having specialists i 
whoare known for 
working through 
with a case... 4 
successfully. | 


As close to you as your telephone § 


| Matt Jaffe Associates, Ltd. | 


j 431 FIFTH AVENUE,N.Y. © MU 4-5779 | 
i General Agents i 
{ The Canada Life Assurance Jj 


1 Company, Toronto,Canada § 
lle nam ch aco OL MH ME DH oe ee ol 


NAMED ASSISTANT MANAGER 

Neal Fitzpatrick has been appointed 
assistant manager in the Hartford branch 
office of Occidental Life of ‘California. 
Mr. Fitzpatrick joined Occidental in July, 
1959 as brokerage manager in the Hart- 
ford office. Prior to that he was an 
agent with Phoenix Mutual Life. 





Twenty-seven members of Indianapolis 
Life’s field force attended a seminar at 
Turkey Run State Park in western In- 
diana recently. 

















JOHN A. NEWMAN 








JOHN A. NEWMAN AGENCY 


130 William St., New York 38, N. Y. 


NATIONAL LIFE 
OF 
VERMONT 





ABE EISEN BRANCH 
ABE EISEN, CLU 
110 East 42nd Street 
New York 17, N. Y. YU 6-2490 


General Agents 


WO 2-2163 





ABE EISEN 
Maximum Protection— Designed Premiums 


oui Top Commissions 











PRES TEE 

















Brokers: 

Non-Med Limits 
Stretched Again! 
Up to $30,000 
Non-Med 
Privilege for Brokers. 

| Call us for details. 











WHITE & 
WINSTON 


INC, 


Agents 


The UNITED STATES LIFE 
INSURANCE CO 





Appoint James C. Long 

James C. Long has been appointed 
actuarial assistant in Group division ac- 
cording to Del Arneson, vice president 


and director of Group operations, Re- } 


public National Life, Dallas. 

A native of Dallas, Texas, Mr. Long 
served in the armed forces in World 
War II and was graduated from South- 
ern Methodist University in 1949, After 
a tour of duty in the Korean War, Mr. 
Long entered the insurance industry in 
the actuarial department of a_ large 
southern company. In 1954 he joined 
Republic National Life as an actuarial 
clerk. He was promoted to senior ac- 
tuarial clerk in 1955 and was transferred 
to the Group division in 1959, 





Bankers of Ia. Increase 

New business at Bankers Life Com- 
pany, Des Moines, Iowa, for September 
totaled $41,136,053, an increase of more 
than 51% over the same month last year. 
Ordinary insurance for the month 
totaled $28,581,971, up more than 68% and 
Group insurance reached $12,554,082, an 
increase of more than 23%. 

For the first nine months new busi- 
ness at Bankers Life reached $335,024; 
271 with Ordinary insurance amounting 


to $211,092,605 and Group insurance, 
$123,931,666. 
Total life insurance in force at the 


end of September totaled $3,733,765,204. 
Of this amount $2,053,834,865 was Ordin- 
ary insurance and $1,679,930,399, Group 


insurance. 
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4 The Equitable Life of Robert E. Bowlus 
in Baton Rouge, La. 


Shr eee ty 
























When the YMCA became obsolete, 
he helped to raise $1,200,000 for 
a new one. Serves on Chamber of 
Commerce committees. Andis a Ki- 
wanian, privileged member status. 





Bob Bowlus, CLU, has a lot of interests—includ- 
ing wife Martha, daughter Ann, steak and out- 
door cooking. (Son Bill, 8 months, is shown below 
with the maid.) 









n. j ‘ 
ed He sells, too. Here, with employ- 
ion ac- ees of an Equitable group client, 
esident |) Bob looks at a Baton Rouge oil 
is, Re- fj refinery. Many of Bob’s clients are 
‘ men who serve side by side with 
. Long him on community projects. 
World 
South- 
. After 
vil 7 | A Man’s Prestige some- 
‘ large how goes hand in hand with 
joined |) the prestige of the company 
otuarial : he represents. This is why 
sferred . Bob is proud to be a life un- 
- sear: pep my sencey -~ r ; = ~ : derwriter for Equitable. It is 
ome was built in , a year after he joined the e served on the committee whic : : 
Paul J. Gelpi Agency of New Orleans. He has been built this New Trinity Episcopal : sagen = ms eae 
se : adding extensions (and clients) ever since. Sales Church. Headed an 11-parish drive ne. Living Insurance is 
» Com: & activities include Group Business, Pension Trusts, for Radio Free Europe. Works with ™more than a need...it’s 
ytember Assured Home Ownership, and Salary Savings. the United Givers Fund. a career! 
yf more 


st year. 


* 
i Equitable 
eo an THE qul LIFE ASSURANCE SOCIETY OF THE UNITED STATES 


; Home Offices: 393 Seventh Avenue, New York 1, N. Y. oweo 
w  busi- 

335,024,- Tune in The Equitable’s Our American Heritage, Friday, December 2, NBC-TV. 
ounting 
surance, 





at the 
765,204. | 
. Ordin- 
_ Group 
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Life of North America Reaches 
Half-Billion Mark in 34 Months 





John A. Diemand, INA President (3rd from left) congratulates LINA Vice Pres- 
ident Edmund L. Zalinski, CLU, and Vice Presidents (1. to r.) Leland T. Waggoner, 
CLU, Rex H. Anderson, and Milton F. Chauner. 


Life Insurance Co. of North America 
reached an important milestone on Oc- 
tober 11 when it exceeded half a billion 
($500,000,000) of life insurance in force. 
In his announcement to the company’s 


nationwide field force, Executive Vice 
President Edmund L. Zalinski, CLU, 
pointed out that this production, was 


acquired in only 34 months. 
Individual life insurance accounted for 
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A&H-LIFE 
POSITIONS OPEN 


M. West—Life Agency Director $20,000 
Chicago—Life Branch Manager 15,000 
East—Life Agency Director 15,000 
East—A&H Sales Manager 12,000 
East—Life Agency Supervisor 10,000 
East—Group Administrator 9,000 
M. West—Group A&H Under. 9,000 
Chicago—A&H Sales Supv. 8,500 
Penna.—Travel Acc. Sales Dir. 8,000 
Chicago—Life Underwriter 7,000 


These listings represen- 
tative of Casualty-Fire- 
Life-A&H openings in all 
sections of the country. 
Write for "HOW WE 
OPERATE.” All inquiries 
confidential. No obliga- 
tion to register. 


FERGASON PERSOMNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 
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$244,600,000 (including reinsurance as- 
sumed) with Group life of $255,400,000 
making up the total. Individual accident 
and sickness paid premium in the life 
company new exceeds $725,000. 

Life of North America, which had its 
first full year of operation in 1958, 
originally set a goal of $1,000,000,000 to 
be in force within ten years. However, 
it is now expected that the original goal 
will be reached in less than six years. 

To date, Newark leads the other 57 
LINA offices in life volume, followed by 
Philadelphia and Chicago. The top three 
offices in Group production are Philadel- 
phia, Detroit and Baltimore. 

Now licensed to write business in 49 
states and the District of Columbia, Life 





brokers for he 
| 


experience in se 





Life Supervisor 


Life supervisor needed in Reading for Berks County Pa. 
area to develop life business through licensed agents and 
Forge Life Insurance Co. At least five years’ 


ing, agency supervision and brokerage solici- 
tation in the Ordinary Life field. 


Position offers excellent salary, car and expenses, plus in- 
centive plan. Good working knowledge of Group Life desir- 
able. Send complete resume to Personnel Dept., Valley Forge 
Life Ins, at Reading, Pa. Member of American Casualty Com- 
panies Group. All replies confidential. 








Midland Mutual Conference 
Set for St. Clair, Mich. 


The 1960 management conference of 
Midland Mutual Life will be held at St. 
Clair, Mich., October 24-28. 

General agents and home office execu- 
tives will join in a discussion of various 
field management areas, with special em- 
phasis on recruiting and training. Pas- 
quale A. Quarto, R. & R.’s director of 
training research, will be in charge of 
sessions on training skills and techniques. 
One day will be devoted to a sales con- 
gress, and workshops will be conducted 
to stimulate active participation by all 
in attendance. 





of North America also has offices estab- 
lished in Munich and Frankfurt, West 
Germany, and in San Juan, Puerto Rico. 
Field management personnel in service 
offices now numbers 160, and 150 career 
agents work out of 12 agencies from 
Philadelphia to Los Angeles. 

The company’s portfolio consists of all 
forms of individual life coverages, a full 
complement of commercial, guaranteed 
renewable and non-cancellable individual 
A. & S. policies and a wide selection of 
Group contracts. 

As a result of a two year research 
project, the Life Company introduced 
Simplematic Re, a new concept of life 
reinsurance that practically eliminates 
clerical work, drastically minimizes prob- 
lems in administration and control and 
produces substantial savings in reinsur- 
ance costs. 





Hallmarks of Quality 


(On page 1 of every individual loss-of-time policy) 










‘This Policy is Non-Cancellable P 


i without Increase in_ Premium to = 


INSURANC 
. MA 


AND 


TVET. 


y the Company 
the Consent of the Company, is Renewable 


LOYAL PROTECTIVE LIFE 


the Hy 
pee ee 7 
2 Te ootinues paserdous duties 
emake any increas® = okt bie performing more 
+ pair eee eee ject to the consent of the Company 


Expansion program provides openings for qualified General Agents in selected areas. 


and Guaranteed Renewable 
five of the Insured and, with 
Be yond Age Sixty-five. 
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SIXTY-FIVE 
RENEWABLE TO AGE sss following age asty- 42 


due date 
a) 








i force; 





* This guarantees the other guarantees ! 


Loyal Protective Lire INSURANCE COMPANY 


BOSTON 


15, MASSACHUSETTS 





Central National Actuary 





JERRY W. FICKES 


Norman T. Carson, president, Central} 


National Life of Omaha announces the 


appointment of Jerry W. Fickes as actu-| 


ary of the company. 

Mr. Fickes is a graduate of Drake 
University and he has specialized in ac- 
tuarial work throughout his entire insur- 
ance career. Mr. Fickes is very active 
in church work and sports. 





Officials at ALC Meeting 


The following state officials repre- 
senting State Insurance Departments 
were registered at the American Life 
Convention meeting in Chicago last 
week: 

Colorado—Speaker, Sam N. Berry, Commis- 
sioner, President, NAIC. 

Alabama—Edmon L, Rinehart, Superintendent. 

Connecticut—Ralph Keffer, Actuary. 

Delaware—Hairy S. Smith, Commissioner; 
Eugene P. Higgins Actuary. 
_Florida—E, A. Faircloth, 
sioner, 

Illinois—Joseph S. Gerber, Director; F. Ver: 
non Rosenthal, Assistant Director; James W 
Ross, Chief Deputy; Roy C. Dixon, Supervising 
Deputy, Policy Examination Division. 

lowa—William S. Timmons, Commissioner; 
Sidney Phillips, Actuary; Robert J. Link, General 
Counsel. 

Kansas—H. Edward Wallace, Jr., 

Glenn D, Young, Jr., Life Attorney. ; 

Kentucky—William T, Hockensmith, Commis- 
sioner; Adam F, Yancey Life, Accident and 
Health Division. 

Louisiana—Rufus D. Hayes, Commissioner. 

Maine—George F. Mahoney, Commissioner. 

Montana—John J. Holmes, State Auditor and 
ex-officio, Commissioner of Insurance. 

Nevada—Paul A. Hemmel, Commissioner. , 

New Hampshire—Donald Knowlton, Commis: 
sioner. 

New Jersey—Laurence E. Sterm, Deputy Com- 
missioner. 

New York—Julius Sackman, Assistant Super 
intendent; Samuel C, Cantor, First Deputy, Su 
»erintendent; Seymour Goodman, Supervising 
xaminer. 

Ohio—Edward A. Stowell, Superintendent. 

Oregon—V, Dean Musser, Commissioner. 

Pennsylvania—Francis Smith, Commissioner; 
William V. Fox, Jr. Deputy Commissioner; 
Charles V. Walsh, Associate Counsel. 

Tennessee—John R. Long Jr., Commissioner. 

Texas—William A. Harrison, Commissioner; 
Robert W. Strain, Member, Board of Insurance. 


Utah—Carl A, Hulbert, Commissioner. 


Assistant Commis: 


Actuary; 


Virginia—T. Nelsén Parker, Commissioner. , 
_West Virginia—C. Judson Pearson, Commis 
sioner. 
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Program For HOU Institute 
Meeting, Washington Nov. 2 


The Institute of Home Office Under- 
writers will hold its 24th annual meeting 
in Washington, D. C. at the Statler Hil- 
ton Hotel, November 2 through 4. More 
than 500 members and their guests are 
expected to attend. 

The meeting will be opened by I. M. 
Spear, president of the Institute and vice 
president of State Farm Life. Next, 
Andrew C. Webster, vice president for 


selection of Mutual Of New York, will 
report on the 1959 Build and Blood Pres- 
sure Study. Dr. Harry A. Cochran, Jr., 
medical director of Lincoln National Life 
will discuss its underwriting significance. 

Election of officers for the coming 
year will take place Wednesday after- 
noon. There will follow three “room 
hopping” meetings which will take place 
simultaneously during the balance of the 
afternoon: one on “Attending Physician 
Statements and Examinationn Blanks, 
Procedures and Costs,’ with Gale P. 
Osterday, underwriting vice president of 
National Public Service, as moderator; 
“Change in Examination Fees and Non- 


CALL or WRITE any of our 
General Agents in New York or Long Island 
NEW YORK CITY 


LILLIAN F. DOUGLASS AGENCY 
11 West 42nd Street 
New York 36, New York 
Telephone: BR 9-3214 


GREEN ACRES ASSOCIATES, INC. 
95 Madison Avenue 
New York 22, New York 
Telephone: MU 5-4467 


SASSOON E. KASHI AGENCY 
116 Nassau Street 
New York 38, New York 
Telephone: BA 7-3568 


DANIEL COHEN AGENCY 
60 East 42nd Street 
New York, New York 
Telephone: YU 6-8450 


FINANCIAL PROGRAMS CORP. 
OF AMERICA 
575 Lexington Avenue 
New York, New York 
Telephone: Plaza 2-2525 


BROOKLYN 


ARTHUR. ROSENBERG AGENCY 
7309 Third Avenue 
Brooklyn 9, New York 
Telephone: TE 6-5000 


KEARNS & McCOURT 
LIFE ASSOCIATES, INC 
375 Jay Street 
Brooklyn, New York 
Telephone: UL 8-7100 


LONG ISLAND 


THE MARK DAVIS AGENCY, INC. 
114 Main Street 
Hempstead, New York 
Teiepnone: 1V 5-2414 


SAMUEL GORE AGENCY 
47 Broadway 
West Hempstead, New York 
Telephone: IV 9-6268 


MARSHALL A, RUBENSTEIN AGENCY DOUGLASS AGENCY L. |. BRANCH 


85 North Broadway 
P. O. Box 83 
Hicksville, New York 
Telephone: OV 1-4540 


Walter Ruckel, Brokerage Mgr. 
79 South Main Street 
Sayville, New York 
Telephone: SA 4-2424 





Medical Limits,” with R. S. Wagner, 
vice president of United Benefit Life In- 
surance Company, as moderator; and 
“Agency Office Visits,” with W. Ronald 
Marshall, second vice president of Paul 
Revere Life Insurance Company, as mod- 
erator. 


Other speakers will be A. O. Konig- 
son, underwriting vice president Lu- 
theran Brotherhood; Edward A. Watson, 
manager of underwriting Order of Fores- 
ters; Dr. Duncan McEwen, medical di- 
rector National Standard; William C. 
Ingham, vice president United Life & 
Accident; Wallace E. Bidelman, under- 
writing secretary Farm Bureau Life. 


The Dominion Life Passes 
$1 Billion in Force Mark 


A. S. Upton, president and managing 
director of the Dominion Life of Water- 
loo, Ont. announces that the company 
passed the one billion dollars of life in- 
surance in force mark in early October. 
“This constitutes a major milestone for 
us within the life insurance industry,” 
Mr. Upton said. “Only 10 other Ca- 


nadian companies have achieved this 
figure or better.” 

The billion dollar mark was passed in 
the 72nd year of Dominion’s existence. 
The company was founded in 1889. 


































tt 


GENERAL AGENTS WANTED . ” 
Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


A Few Reasons Why 





1—FAMILY GROUP PLAN—Maximum protection 


at amazingly low cost. Covers entire family plus new arrivals. 





2—WIFE 20-YEAR TERM RIDER— issued up to 
$250,000—50%, of husband's insurance. If husband dies or is 
disabled wife's premium is waived. All these benefits, wife age 
30—$7.00 per $1,000 annually. 


3—INCREASING PROTECTION PLAN— 


Terrific package for top income groups. 


4—FAMILY INCOME POLIC Y—optionally used 


as rider or as individual policy. 





5 —-Complete line of very competitive policies including Whole 
Life at 95, Paid Up at 65, Annual Renewable Term, Quadruple 
Protection, 15 Pay Life, Term to 65, plus an unusual investment 
plan. 


Over 1/3 Billion Insurance in Force in 8 Years 


KEY OPPORTUNITIES 


In North Carolina, Virginia, Georgia, 
Pennsylvania, New Jersey and Michigan. 





Next Convention — Eden Roc Hotel 
Miami Beach, Florida — Nov. 3-7, 1960 


Write or Wire: 


JAMES B. SISKE, 
Vice President and Director of Agencies 


AMERICAN BANKERS LIFE 
ASSURANCE COMPANY of FLORIDA 
600 Brickell Avenue, Miami 32, Florida 














JAMES G. RANNI 
Chairman of the Board 


R. KIRK LANDON 
President 
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' Heads Metropolitan Claims Beers Committee Report 


(Continued from Page 6) 


and the life insurance institution as a 
whole. 
Wholesale and Franchise Life 


“The sale of individual policies by 
Group underwriting methods, but with- 
out the outward contract form of Group 
insurance, has long been known in the 
small or ‘baby’ Group field. In life in- 
surance, the coverage has usually been 
designated as ‘wholesale.’ In accident 
and health insurance, the coverage has 
usually been called ‘franchise’ or ‘blanket’ 
insurance. 

“The use of the individual policy ap- 
proach is appropriate in that part of the 
small employe benefit plan field, say 
below ten lives, where Group insurance 
underwriting tends to lose its identity 
as such and instead merges gradually 
into what amounts to individual policy 
underwriting. However, recent tenden- 
cies have been observed in the use of 
wholesale and franchise in what would 
be strictly the Group insurance field, in 





JAMES S. 


BURKE 


James S. Burke, third vice president, 
has been placed in charge of Metropoli- 


order to avoid statutory Group under- 
writing restrictions which would other- 
wise apply. Wholesale life insurance 
plans covering members of professional 
societies are a good example. Individual 
policies to provide ‘double-dollar’ cover- 
age on savings bank depositors where 
it is not permitted under the Group in- 
surance laws are another. 

“Basic policy issues surrounding the 
use of wholesale and franchise insurance 
in place of Group insurance are many in 
number, and they deserve detailed analy- 
sis and treatment in a way that does not 
impose prohibitive restrictions on the 
bona fide writing of individual policies of 
insurance for payroll deduction plans, 
pension trust plans, etc. However, these 


issues are not solely of concern as a 
means of avoiding statutory Group in- 
surance controls. Your committee has 
therefore not attempted to arrive at any 
specific recommendations with respect to 
them; in fact, we have regarded the mat- 
ter as technically beyond our assignment 
although with the reservation that many 
of our recommendations may not be too 
effective unless something is done about 
the unrestrained recourse to wholesale 
and franchise insurance. We do note, 





tan Life’s claims division, it has been 


announced by Frederic W. Ecker, 
Metropolitan board chairman. Mr. 
Burke succeeds John B. Northrop, who 
retired on October 1. 

A native of Paterson, N. J., 
was graduated from St. Peter’s Pre- 
paratory School in Jersey City in 1921, 
and in October of that year started with 
the Metropolitan as a messenger in the 
Ordinary department. For a number of 
years he continued his studies at Ford- 
ham University at night, graduating with 
and LL.B. degree in 1928 and later be- 
coming a member of the New York Bar. 

Advancing steadily through positions 
of increasing responsibility, Mr. Burke 
was made senior supervisor in the Ordin- 
ary manager’s omce in 1937, was ap- 
pointed associate manager of Ordinary 
administration in 1944, and was appointed 
an officer of the company with the title 
of assistant vice president in 1948. His 
advancement to third vice president came 
on January 1, 1953. 


Citadel Life Offers New 


Family Endowment Plan 
The Citadel Life of New York an- 
nounces a family endowment policy plan, 
combining the best features of whole life, 
endowment and educational insurance, to 
create a package which “the average 
American family can afford.” 
This new program, explained to sales 
representatives of the Citadel at a recent 
home office meeting by Moshe B. Pom- 


Mr. Burke 






rock, president of the company, enables 
a husband and wife at age 25 to carry 
respectively $10,000 and $2,000 of life 


insurance for annua! yremium of $360.95. 
At age 65 the husband will receive $5,000 
in cash and his wife $1,000, and they 
will both continue to be covered by life 
insurance ($5,000 for the husband and 
$1,000 for the wife) as long as they live. 

Another feature of this new plan is 
that $1,000 can be possnese for college 
expenses of each child i in the family, pay- 
ments being made in this amount at the 
end of the policy’s 17th, 18th, 19th and 
20th years. After the 17th year the an- 
nual premium is reduced to $208.34, and 
- vel age 65 the annual premium is fur- 
ther lowered to $87.34 

Production emphasis, Mr. Pomrock 
urged, should be directed at the family 
man with the small income, a segment 
of prospects which, he feels, has been 
neglected by agents and brokers. He 
pointed out that Citadel’s new policy 
does not interfere with other life pro- 
tection plans but is an addition to them. 
Regular commissions will be paid to 
agents and brokers who desire to sell the 
family endowment plan. 





WE'RE TAKING 
OUR HATS OFF 


TO DOMINION’'S 


BROKER FRIENDS 


who have just helped us reach the 
BILLION DOLLAR MARK 


of business in force. 


Thank You! 
FROM DOMINION LIFE 


This outstanding record shows the popularity of 
our whole life, term and group life plans among 
brokers and agents in the field. 


Call us for further information 
Phone MA 2-5990 


LIFE AGENCY OF NEW JERSEY, INC. 
10 Commerce Court, Newark 2, N. J. 
MArket 2-5990 


MEAD OFFICE WATERLOO.ONTARIO 



















however, that one likely means of con- |) 
trol of wholesale and franchise i insurance | 


might be through a strengthening of 
state anti- discrimination statutes, par- 
ticularly as to premium rates. State laws 
are well adapted to handle the various 
wholesale and franchise insurance prob- 
lems, without the multiple-state jurisdic- 
tion complications so characteristic of 





many of the group insurance matters 5 


which have been before your committee, 7 


“We suggest that the various funda- 
mental issues concerning wholesale and 
franchise insurance be referred to the 
Joint Legislative Committee for its ap- 
praisal. 


Direct Writing of Group Insurance 
Without Commissions 


“While the direct writing of Group 
insurance plans without commissions, or 
at specially reduced commissions, is not 
an underwriting problem in the usual 
sense of the term, it is nevertheless a 
matter which causes wide concern to life 
insurance field forces. Your committee 
likewise regards the issue. quite seriously, 

“There is a good deal of misinforma- 
tion within our business as to whether 
life insurance laws now permit or do not 





r 
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permit the sale of Group insurance with- | 


out commissions. Public statements are 
made from time to time to the effect 
that state anti-rebate laws prohibit the 
placing of such insurance without com- 
missions. Actually, no state has such a 
prohibition on its statute books. What is 


prohibited is granting the buyer of an [| 


insurance policy a direct or indirect 
price concession because of the non-pay- 
ment of some or all of the commissions 
for the sale of the business as provided 
for by the company’s applicable com- 
mission rules. This has long been re- 
garded as an indirect form of unlawful 
rebate, or a violation of the anti-discrimi- 
nation laws with respect to premium 
rates. 

“Your committee strongly believes in 
the wisdom of this interpretation of the 
anti-rebate laws, whether the price re- 
bate be at the point of initial premium 
rates or in the form of Group insurance 
dividends or experience-rated premium 
rate reductions, Group insurance divi- 
dends and rate reduction formulas cus- 
tomarily take into account the expenses 
incurred on each case, some expenses 
being determined by an expense formula, 
some from a record of actual disburse- 
ments. There is a good deal of diver- 
gence among companies as to internal 
methods, Whatever the method, when- 
ever an exception is made in an indi- 
vidual case and less commission is paid 
than the amount provided for by the 
company’s applicable commission rules, 
the latter amount must be charged if re- 
bate is to be avoided. And if the com- 
pany uses two or more scales of com- 
mission, care must be taken to see to it 
that the choice of scales is based upon 
objective criteria, and that the selling 
comission provided for by the company’s 
rules is charged regardless of whether 
the commission is or is not paid. 

“The placing of Group insurance wholly 
without commissions is a rather rare 
occurrence. Your committee believes 
that the companies will find that good 
agency relations will require that this 
state of affairs continue. However, if it 
can not be established that any services 
are performed, either for selling or 
otherwise, then to pay an unearned com- 
mission will lay our business open to fur- 
ther and perhaps more successful attacks 
by those who already charge that ‘phan- 
tom’ commissions are now being paid 
by life insurance companies where no 
services are provided. We do not believe 
a successful defense can be made of the 
payment of ‘phantom’ commissions in 
the field of Group insurance.” 





Travelers Meets in Canada 


The Travelers held a board of directors 
meeting in Canada recently, the first 
time the directors have met outside of 
Hartford. The Travelers has been writ- 
ing insurance in Canada since 1865 an 
today has more than $638 million of life 
insurance in force there. 
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Satisfaction, Success, 


and Prestige Attract » 


MBL General Agents’ Sons to Life Insurance 


Six sons of successful Mutual Benefit Life general agents have 
followed in their fathers’ footsteps for a career in life insurance. 


A survey of the six young men showed 
that satisfaction in being able to help peo- 
ple solve their problems, to have profes- 
sional status, to be self-employed, and 
quality of salesmanship were the leading 
reasons for entering life insurance. 

Most interesting is the fact that the 
father-son teams are from different parts 
of the country. 


For All These Reasons 


Charles L. Doane, Jr., 

son of Omaha oneal 
agent Charles L. Doane, ©" 
CLU, had three reasons 
for selecting a career in 
life insurance. They in- 
cluded professional pres- 
tige, ability to help peo- * 
ple, and that his income hls &: Doane: Jr. 
would depend on his willingness to work. 





8 The son of Miami general 
_ agent Alfred J. Lewallen, 
-- CLU, A. John Lewallen, 
Jr., chose a career in life 
_ insurance because of the 
' prestige and a deep con- 
viction about the impor- 
tance of the job. 


A. J. Lewallen, Jr. 


Melvyn J. Huber, assist- 
ant general agent of the 
Solomon Huber-New | 
York general agency, 
and son of Solomon Hu- 
ber, credits the knowl- 
edge that he could help 
people solve their prob- 
lems, and make a good 
living doing it, plus the chance to train and 
develop good men, as the motivation be- 
hind his choice of a life insurance career. 


Melvyn J. Huber 






F Bill Robbins, son of Lex- 
©. ington general agent Earl 
* G. Robbins, chose a life 
insurance career because 
of the satisfaction his 
father derives from the 
business and from work- 


| Bill Robbins ing with people. 





The son of Hempstead 
general agent Victor R. 
Goldberg, CLU, Bernard 
E. Goldberg, was influ- | 
enced by the fine exam- © 
ples of insurance men he 

saw so frequently, plus 
the desire to enter a pro- 
fession in which he could 
help others and earn a good income. 





Bernard E. Goldberg 


on = 





Gerald E. Youngman, 
son of New York gen- 
eral agent Arthur V. 
Youngman, entered life 
insurance because of his 
father’s love for the busi- 
ness, and salesmanship. 


Gerald E. Youngman 





NEW MBL FIELD ADVISORY COUNCIL 
TO PROMOTE LIAISON, UNDERSTANDING 


Mutual Benefit Life Insurance Company 
announces the formation of a new Field 
Advisory Council to replace its Agents 
Advisory Committee and provide more 
sales assistance. 

The new group will represent full-time 
agents, and by means of an improved for- 
mat, election procedures and objectives, 
is designed to promote more effective liai- 
son and communication between Mutual 
Benefit Life’s home office and the field. It 
will provide a means for the agent to ex- 
press his opinions, and to channel ideas, 
questions, recommendations and_ prob- 
lems from the field to the Home Office. 
Among its additional objectives, the 
Council will aid creatively in sales and 
merchandising, consider agents’ special 
problems, enhance the independent con- 
tractor status of the full-time career un- 
derwriter and typify the professional 
career concepts of life underwriting which 
are ingrained in the history of the Mutual 
Benefit field force. 





And a High Average Sale — 


$15,459.00 


In the Annual Report to Policyholders 
last year, Mutual Benefit Life reported 
that the average MBL policy purchased 
in that year was $15,459.00. 











‘ 
Be. : 
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FROM A GROCERY STORE 
10 “OFFICE OF THE YEAR” 


When the Mutual Benefit Life Insurance 
Company was founded in 1845 by Robert 
L. Patterson, and a lawyer, tallow 
chandler, carriage manufacturer and sev- 
eral merchants, they held many of their 
early meetings in the back room of a New- 
ark grocery store. 

Today the MBL Home Office is a 
twenty-story tower of white limestone and 
blue-green glass. At the top, day and night, 
“Mutual Benefit Life” shines in twelve- 
foot stainless steel letters. Completed 
in 1957, the modern structure was hon- 
ored with the national “Office of the Year” 
award, with a commendation for the way 
it combines efficiency and economy with 
beauty and dignity. 


Mutual Benefit Life Has 10.16% 
Of Agents in MDRT 


Ranks 4th Among All Companies 


The high caliber of Mutual Benefit Life 
representatives was once again recognized 
with the current tally of Million Dollar 
Round Table memberships. 

156 Mutual Benefit Life agents hold 
Life and/or Qualifying membership in the 
national Million Dollar Round Table. This 
represents over 10% of the MBL field 
force. 

131 Mutual Benefit Life field men — 
8.5% of the entire field force — are Quali- 
fying members. . 


High National Membership 


In the entire country, including all com- 
panies, there is a total of 3,040 Million 
Dollar Round Table Life and/or Qualify- 
ing members — of which MBL members 
represent 5%. Coincidentally, Mutual 
Benefit Life, which is the fourth oldest 
life insurance company in the country, 
last year ranked fourth in Million Dollar 
Round Table Memberships. 

In Mutual Benefit Life’s own Million 
Club, there are 90 members who each 
wrote a million dollars or more Mutual 
Benefit Life business last year. 
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Dr. James Gudger President 

Dr. James R. Gudger, medical director 
of Mutual Of New York, was elected 
president of the Association of Life In- 
surance Medical Directors meeting in 
New York this week. 


NALU President for Amity 


William E. North, new president of 
NALU and prominent in New York 
Life field in northern Illinois, was a 
speaker at the J. C. Higdon breakfast 
at ALC convention last week. Arguing 
for close relationship between field and 
company he mentioned as chief current 
problems in which both are interested: 
stronger life insurance leadership, viror- 
ous opposition to Federal Governments 
invasion of insurance field, inflation, 
proposed answer to Group life insur- 
ance problems, persistency of business 
and further promotion of cash value 
insurance. 








Henry R. Glenn to Address 
Life Managers of New York 


The fall educational meeting of the 
Life Managers Association of Greater 
New York will be held October 25 in 
the Windsor Terrace of the Hotel Com- 
modore. E. Lloyd Mallon, general agent, 
Massachusetts Mutual Life, chairman of 
the planning committee, will be in charge 
of the program. 

Luncheon speaker will be Henry R. 
Glenn, general counsel and treasurer of 
Life Insurance Association of America, 
who will speak on “Our Common Ob- 
jectives and Current Problems.” He has 
long been active in the legal and legisla- 
tive activities of LIAA at the state level 
where the many facets of the regulation 
and supervision of the life insurance 
business take place. 

Mr. Glenn will point out how, at the 
state level many thousands of statutory 
and regulatory controls affect the life 
insurance contract and its public accept- 
ance. 

At the Federal level, Mr. Glenn will 
explain how LIAA is concerned pri- 
marily with taxation, the various Social 
Security programs and other subjects 
which have an influence on life insurance 
as savings medium. He will also dis- 
cuss current matters which include the 
fields of Group insurance, old age medi- 
cal care, the O'Mahoney investigation 
and self employed retirement legislation. 


Several Promotions Made 


On New York Life Staff 


New York Life has made several pro- 
motions on its home office staff. 

Frederick A. Ross has been named 
a counsel in the office of the general 
counsel, Martin W. Tyler will be ex- 
ecutive assistant in the office of Vice 
President Clair, and William Koenig 
will be executive assistant in Vice Presi- 
dent Meares’ office. 

Alfred A. Walter was named an as- 
sistant Group actuary and Paul Kren- 
icky was appointed executive assistant 
in the Group department. 

Harold Cherry, Salvatore A. L’Abbate, 
Robert L. Silverman, and Alan R. Sul- 


livan, actuarial assistants; Stanley C. 
\rmour and Stearns MacNeill, admin- 
istrative assistants; James F. McGovern, 
George W. Mehrtens, Mrs. Geraldine 
Oxley, and Edward J. Vansworth, elec- 
tronics assistants: Charles A. Schwab, 
research assistant; Francis L. Conant 
and John H. Ellis, staff assistants. 
Ruth M. McGowan has been named 


an administrative assistant in the insur- 
ance relations department and in the 
investment department Robert H. Lautz 
will be regional investment supervisor. 
In the marketing department, John M. 
Gilmartin will be manager of training 


aids, Robert R. Jones, manager of train- 
ing 


courses; and Paul M. McLarty 
manager of sales publications. : 
Newly-appointed _ staff assistants in 
vice president Williams’ office will be 


— L. Bolston and Robert T. Lou- 


LIAMA Meeting Speakers 


J. Harry Wood, managing director of 
the Life Insurance Agency Management 
Association, will deliver the keynote ad- 
dress at the Association’s 43rd annual 
meeting November 15th in Chicago. The 
conference begins Monday with a full 
day of committee meetings and the gen- 
eral sessions begin Tuesday morning. 


Following Mr. Wood’s speech a Leg- 
islative Forum will be chairmaned by 
John Barker, Jr., vice president of New 
England Life. Forum participants will 
include: W. Douglas Bell, managing di- 
rector of the Canadian Health Associa- 
tion; R. Leighton Foster, managing di- 
rector of the Canadian Life Insurance 
Officers Association; Robert R. Neal, 
general manager of the Health Insurance 
Association of America; W. Lee Shield, 
executive vice president of the American 
Life Convention; and Eugene M. Thore, 
vice president and general counsel of 
Life Insurance Association of America. 

At the Fellowship Luncheon Tuesday 
noon LIAMA’s President Raymond C. 
Johnson, vice president in charge of 
marketing for New York Life Insurance 
Company, will deliver his presidential ad- 
dress. 


“The Manpower Problem” will be dis- 
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Individual Underwriting 
on your Sub-Standard Cases 


phone 
JOE "HONEST ABE" BACHMAN 
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Champ Edwards Agency 


MANHATTAN LIFE 


MUrray Hill 2-7330 


SAM JOHNSON 
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cussed on Tuesday afternoon by Dr. S. 
Rains Wallace, LIAMA’s director of re- 
search; Brice M. McEuen, vice president 
and agency director, Lamar Life; Ken- 
neth W. Perry, vice president, Mas- 
sachusetts Mutual; Ora W. Walk, sec- 
ond vice president, Southwestern Life 
and R. W. Donaldson, vice president 
and manager of agencies, Pilot Life. 

Winding up the Tuesday afternoon 
session will be Lester O. Schriver, man- 
aging director of the National Associa- 
tion of Life Underwriters. 


U. S. Life Commissions and 


Non-Medical Limits Raised 

United States Life has increased its 
non-medical limits to $30,000 on both 
male and female lives and has increased 
commissions paid on decreasing term 
mortgage life sales bringing the first 
year commissions up from 50% to 55%, 
it is announced by Gordon E. Crosby, 


Jr., vice president and director of agen- 
cies. 
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DISCOUNT 


ON PREMIUMS MEANS GUARANTEED SAVINGS FOR YOUR 
CLIENTS. LIFE INSURANCE PREMIUMS PAID NO MORE THAN 
TEN YEARS IN ADVANCE OF THE DUE DATE EARN 4!/,%. 

DEATH OCCURS, UNEARNED PREMIUMS ARE RETURNED WITH 
INTEREST TO YOUR CLIENT'S ESTATE. LET US SHOW YOU HOW 
IT WORKS IN COMPETITION — 


— For instance: A $1,000 premium payable each year and discounted 


for 


1 year will save your client $ 40.80 
4 years will save your client $ 391.40 
7 years will save your client $1,053.00 
10 years will save your client $1,989.10 


CALL US TODAY AT ANY OF THESE NUMBERS FOR DETAILS 


DOWNTOWN NEW YORK BRANCH 
OXford 5-8150 


EXECUTIVE SECURITY PROGRAMS, INC. 
PLaza 3-8980 

HEMPSTEAD NEW YORK BRANCH 
IVanhoe 1-2456 

JOHN C. WEGHORN + INC. 
Digby 4-8420 


KNICKERBOCKER AGENCY, INC. 
LOngacre 4-8500 


MATT JAFFE ASSOCIATES, LTD. 
MUrray Hill 4-5779 


NEW YORK CITY BRANCH 
OXford 7-8115 


NEW YORK EMPIRE BRANCH 
MUrray Hill 9-6380 


NEW YORK ENESS BRANCH 
Whitehall 4-2262 


NEW YORK a AGENCY 
Ukon 6-6650 


NEW YORK SuBUREAN “ges 
AXtel 1-6200 


NEWARK BRANCH 

MArket 2-4854 

PRESS UNDERWRITING AGENCY 
PEnnsylvania 6-2180 


WEST ORANGE BRANCH 
REdwood 1-9300 


IF YOU WOULD LIKE TO RECEIVE OUR BROKERAGE BULLETINS, JUST DROP US A LINE. 


“ CANADA LIFE 





ftssurance (Compan any 


Home Office: Toronto, Canada 


A MODERN COMPANY 113 YEARS OLD 
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Chicago—Sherwin C. Badger, chairman 
of the Financial Section of American 
| Life Convention, expressed optimism 
concerning the stability of the American 
dollar, the future of the nation’s gold 
| reserves and foreign trade position. The 
| fnancial vice president of New Eng'and 
Mutual Life addressed the annual meet- 
‘ing of ALC last week. 

Mr. Badger said that the recent heavy 
withdrawals of gold from the United 
States to foreign countries “obviously 
cannot continue indefinitely without im- 
» pairing our monetary base. Fortunately, 
i however, there is no evidence that recent 
withdrawals have been caused by foreign 
mistrust of the dollar. On the contrary, 
foreign confidence in the dollar is dem- 
onstrated by the fact that foreigners 
have added substantially more to their 
short-term dollar claims than to gold. 

“A large part of the recent with- 
drawals can be traced to capital move- 
ments to take advantage of the sub- 
stantially higher interest rates available 
in Europe. Part reflect a return by for- 
eign central banks to their pre-war pol- 
icy of keeping a large part of their re- 
serves in gold, 

“We have a favorable trade balance. 
Our international payments deficit is the 
result of capital transactions, foreign aid 
and foreign defense. It is by no means 
impossible that the deficit can be re- 
duced to manageable size. > 

“Today I am much more optimistic 
about the dollar than I was two years 
ago. Though problems remain, they are 
‘being increasingly recognized and dis- 
' cussed. Significant steps are being taken 
>to meet them. The climate has changed. 
“We are discovering that the United 
* States for the first time in nearly a 
generation suddenly must face new and 
stern disciplines — the discipline of 
powerful international competition and 
\ the discipline of international finance. 

“Perhaps _the most obvious example 
has been Detroit’s belated recognition 
that the popularity of small foreign auto- 
mobiles was something more than a fad. 
The automobile companies have taken 
steps to meet the challenge. Whether 
the presently available American com- 
Pact or economy cars will prove to be 
more than a partial answer to the in- 
roads of foreign automobile competition 
remains to be seen. 

“A year or two ago the most popular 
explanation of the growth of foreign 
competition was that labor leaders had 
forced up our costs and priced us out of 
the world market. Of course, our high 
and rising wages are a very important 
factor. But they are not the only ex- 
planation. Differentials in wage rates 
between the United States and foreign 
countries are not as great as appear on 
the surface. Various fringe and social 
benefits prevalent in most of these for- 
eign countries are a larger factor in their 


Production costs than is popularly re- 
alized. 

‘It is much too easy to make labor 
leaders the sole scapegoat. Some blame 
can be laid at the door of management, 
which perhaps has been apathetic in re- 
alizing that to compete successfully in 
international markets we must offer 
products suited to the particular market 
involved. They must be attractively 
Packaged and enthusiastically and con- 
tinuously pushed by competent sales or- 
8anizations. 

_Mr. Badger warned against “ill-con- 
sidered measures to prime the pump with 
inereased government spending, reduced 
‘axes and a flood of easy money, which 
would genuinely and rightfully upset 
loreign confidence and which could easily 
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. Sherwin Badger Sees Dollar Sound 


percipitate a flight from the dollar and 
a massive withdrawal of gold.” 

He cited several factors which should 
tend to stabilize the dollar, regardless 
of the outcome of this year’s election. 
For example, the next Secretary of the 
Treasury will have to refinance nearly 
$84 billion of federal securities within a 
year after he takes office and may also 
have to raise new cash if there should 


be a deficit, Mr. Badger said. “The very 
nature of the problem confronting the 
Secretary of the Treasury will force him 
to exert a restraining influence and to be 
a powerful advocate of fiscal and mone- 
tary sanity. 

“Certainly so long as the present 
Board of Governors of the Federal Re- 
serve System remains in office, we may 
be confident they will continue the same 
wise policies they have pursued in recent 
years, 

“The governments and central banks of 
our friends and allies abroad will be in 


constant touch with the new administra- 
tion as well as with the Federal Reserve. 
They will be counselling fiscal and mone- 
tary sanity out of self-interest if for no 
other reason. They have too much to 
lose if the dollar should deteriorate. 
Even more important, they hold a sword 
of Damocles over our heads. 

“To say that a majority of Congress 
w:". fall for the lure of soft money and 
inflationary policies may well prove to 
be as ill-founded as some other recent 


assumptions as to how Congress would 
vote.” 






































FOR YOU 


Well-balanced General 
Agent’s Contract 
providing liberal 
overwriting and liberal 
expense allowance. 


PLUS 


Friendly, effective Home 
Office assistance to help 
you in your Recruiting, 
Training, and Agency 
Building Program. 


AGENCY-BUILDING OPPORTUNITIES in: 
Alabama, Arizona, California, Delaware, Florida, 
Georgia, Illinois, Indiana, lowa, Kansas, Ken- 
tucky, Maryland, Michigan, New Jersey, North 
Carolina, Ohio, Pennsylvania, Texas, Virginia, 


Washington, D.C., and West Virginia. 


% 


8 STRIKE IT RICH! 


You can “Roll a Strike” every time with Columbus 


Mutual's Agent’s Contract, Induction Program, 
and Sales Packages— because your agents make 
money and you make money with: 


Top Commissions on Leading Par and Non-par Policy Contracts. 


Vested Renewals. 


MUTUAL’S 


Agent’s Contract 
Induction Program 
Sales Packages 


Free Group Life Insurance. 


Higher Lifetime Compensation in Service Fees. 


Non-Contributory Pension Plan. 


New Induction Program — completely flexible for 
new agents, established producers, and brokers alike. 


Profitable, success-proven Sales Packages. 
Practical, easy-to-use Visual Presentations. 


Streamlined Rate Books for 
Maximum Production in Minimum Time. 


Unexcelled Aut-O-Check 
and Check-O-Matic 
premium payment plans. 
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| HEARD On The WAY 





When Moshe B. Pomrock, prominent 
life insurance executive of Israel, and 
his associates launched the Citadel Life 
of New York earlier this year, investing 
therein the funds of three Israeli com- 
panies—Hassneh, Migdal and Zion—he 





MOSHE 


B. POMROCK 


indicated his keen interest to reporters 
in American life insurance enterprise and 
sales initiative. After getting the Citadel 


“on Mr. 
Pomrock took a two months’ trip abroad, 


the road” by early summer 
accompanied by Mrs. Pomrock, which he 
described as “eight weeks of intense ac- 
tivity.” 

in 
Israel where he is director and manager 
of the 


Spending two weeks of his time 


life insurance 
company in that country, Mr. Pomrock 


Hassneh, largest 
made two addresses, one in Haifa and 
the other in Tel-Aviv, both on “Develop- 
ment of the Insurance Industry in Amer- 
ica.” Speaking to nearly 300 Israeli in- 
surance men in all, he gave them first 
hand impressions of life insurance oper- 
ation here. 

In Switzerland Mr. Pomrock called on 
and was entertained by Swiss Reinsur- 
Co. of Zurich. He vacationed in 
Burgenstock near Lucerne and then went 
on to Paris, Amsterdam and Copenhagen. 
In these three cities he talked with ex- 
ecutives of insurance companies with 
which his Israeli companies—including 
the Israeli Reinsurance Co. maintained 
international relations. 


ance 





On the 70th birthday of Frank W. 
Pennell, one of most successful agents 
in history of State Mutual Life, he was 
guest of honor at a dinner given to him 
at Delmonico’s in New York City. The 
host was William J. Killea, CLU, man- 
ager of the State Mutual's 


: e agency at 
96 Fulton Street, New York City, with 
which agency Mr. Pennell is affliated. 


For many years Mr. Pennell has been a 
writer of a million dollars of insurance 
or more. He lives in Madison, N. J., and 
is still riding the 7:53 morning com- 
muting train to New York “still con- 
vinced and increasingly so each day that 
there is no therapeutic substitute 
honest labor in a worthwhile field; no 
surer pathway to good health, peace of 
mind and contentment of soul than in 
continuous toil in the vineyards of life.” 

Mr. Pennell has spent 45 years in the 
insurance field, 32 years of which with 
the State Mutual. 


for 


Uncle Francis 
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Names 3 General Agents 7H 
Continental American Life of Wilming- LIFE BROKERAGE SUPERVISORS : 
ton, has appointed three new general ‘ 
agents—Sam G. Culotta at Baltimore, Five men needed to manage our Life brokerage operations in Char- ; 
Jerry H. Fischer in Dayton, Ohio and lotte, Chicago, Cleveland, Pittsburgh and Washington. Must develop 4 
William R. Monroe in Columbus, O. : 


life business through licensed agents and brokers. At least five years’ 
experience in selling, agency supervision and brokerage in the ordinary 
field, also a good working knowledge of Group Life and A&H brokerage 
development necessary. Position offers excellent salary, car and ex- 
penses, plus incentive. Send complete resumé, or call Dir. of Sales, 
Valley Forge Life Insurance Co., Reading, Pa., member of American 
Casualty Group. All replies confidential. 


Prior to joining Continental American 
Mr. Culotta was with The Prudential, 
most recently as Brokerage |Manager in 
3altimore. 

Jerry H. Fischer has qualified for the 
Million Dollar Round Table and prior to 
joining Continental American was a man- 
ager for Union Central. 

William R. Monroe was most recently 
a general agent for United States Life. 


Life & Non-Can Sickness & Accident Package! 
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...newest sales builder in the business! 


NOW...a new “packaged series” of non-cancellable, guaranteed renewable income replacement policies 
SECURITY MUTUAL DESIGNED to sell to SMALL BUSINESSMEN, PARTNERSHIPS, KEYMEN, 
BUSINESS and PROFESSIONAL WOMEN, FARMERS! Take a good look at these business-building 
features: 1-WAIVER OF PREMIUM while your insured is totally disabled, even beyond his benefit 
period; 2—DIVIDENDS to reduce premiums, to accumulate at interest, or in cash; 3—OPTIONAL 
PARTIAL DISABILITY for S & A male risks; 4-NEW PROSPECT PROBABILITIES with coverage 
now extended to the vast female market of business and professional women, and also to farmers; 5— 
EASY-TO-READ, UNDERSTANDABLE FORMAT featuring a fill-in schedule that eliminates riders. 

Five policies are featured in this new “packaged program”: three S& A, two Accident-Only. Here you have 
the kind of income protection needed by today’s small businessmen...partnerships...keymen...profes- 
sional men... business and professional women... farmers! Here you have coverage and flexibility backed 
by the recognized quality and prestige of Security Mutual! Check on this most-sellable insurance package 
in years—then contact your Security Mutual man—he’s a good man to know! 


SECURITY MUTUAL LIFE INSURANCE COMPANY OF NEW YORK 
Richard . Pilie, President your security our mutual responsibility 


80 EXCHANGE STREET, BINGHAMTON, NEW YORK 













Harland L. Knight, 
Agency Vice President. 
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S| s with the deductible amount changed GULF INCREASES INTEREST 
i: MONY to Open Sales a ar mee coh from a flat $500 to 1% of Group life The board of directors of Gulf Life, 
i? it i everal important changes were made insurance owned with a minimum de- Jacksonville, has approved an increase 
Es e n : mae , ppre ; 
Unit in West Germa d in the Group insurance plan for the em-  ductible of $100 plus expenses paid by in interest to a total of 334% on Ordin- 
‘ eyepece ployes of Gulf Life, Jacksonville. The regular medical care coverages. All ad- ary and Group policy proceeds remaining 


maximum amount of Group life insur- ditional covered expenses incurred during on deposit under interest and fixed in- 
; 5 a benefit period will receive considera- come options including the years certain 
ance was increased from $20,000 to $40,- tion for reimbursement whether due to under the life income options. 
000 with the amount based on the em- one or more unrelated diseases or in- The excess interest payments will be 
ploye’s salary. Hospital room and board juries. The plan will now pay 80% of made to beneficiaries and insureds hav- 
benefits were increased from $10 to $15 covered medical expenses, an increase ing proceeds remaining on deposit under 
daily and the maximum for special of 5%. Room and board charges cov- the options listed on the anniversary 
charges was increased from $200 to $300. ered under major medical were increased date of the supplementary contract fol- 
Major medical coverage was revised from $15 to $20 daily. lowing October 1. 








Aktieselskabet Som Er Fremadstraebende 
Aktiebolaget Som Ar Framatstravande 
Aksjeselskapet Som Gjirer Framskritt 

La Compania Que Va 


La Compagnia Che Va 





DONALD H. BAUMER La Compagnie Qui Avance 

& : , Die Geselischaft Die Voran Ist 

e Mutual Of New York will open a mil- We 

) itary service office in Frankfurt, Ger- Die Vorwarts Strebende Gesellschaft 
— many, on January 1. The office will so- s 

{ licit business from among U. S. military Het Maatschappij Wat Opmart 


personnel and American civilians work- 
ing for the Armed Forces throughout 
Europe but primarily in West Germany. 
The new sales unit is MONY’s first in 
) Europe since the closing of its London 
» office 40 years ago. The company had 
| offices in Germany from the 1880s to 
' just prior to the start of World War I. 
Donald H. Baumer, 43-year-old retired 
» U.S. Army lieutenant colonel, will be in 
j. charge of the office. Mr. Baumer has 
been with George Bryon Associates, as 
an estate analyst specializing in military 
personnel, for the past ten years. He is 
» a life and qualifying member of the 
Million Dollar Round Table. 

The new office’s sales force—the nu- 
cleus of which has already been selected 
—will be drawn from experienced field 

} underwriters currently working in the 





MONY’s home office supervisor of the 
§ unit will be James B. McAfee, second 
© vice president for sales. 
} Mr. Baumer is a graduate of the U. S. 
Military Academy at West Point and has 
studied at Cornell and Yale Universities. 
During World War II he was an in- 


fantry battalion commander in Europe In dead Language. oe 
} and the South Pacific, and won the 
Re bli N ti Lif , 
To Honor Morris Orber 


Silver Star, Bronze Star and Purple 

The Brooklyn Insurance Division of /s the G Company 
the Federation of Jewish Philanthropies 
will honor Morris Orber of Consolidated 


) Heart medals. 
He is a native of Johnstown, Pa. 


rere: 
Mutual Ins. Co. at its annual dinner on 
October 27, at the Park Manor, Brook- of the Life /nsurance Industry 
lyn. The event was announced by Louis 
ite Lehman, who has been renamed cam- 
paign chairman. Be he . . 
Mr, Lehman, in making the announce- ATION REGARDING Providing Complete | MbacwrclilomeWetedkel-Sahar-lite 
ment, described the great need for the FOR INFORM PORTUNITIES 
latest scientific improvement in many ERAL AGENCY OP Sickness Protection in 42 States, District of 
; . the Pr peng hospitals, He went on - act H. ® HUNKE : 
| to say that increased generosity was the NT ee i i -Wi in- 
Ke nce eg ab acmmaty pl ee Vice President ond Columbia, Puerto Rico and World-wide Rein 
Joseph Goldstein and Charles A. Mason Mar | Agencies t 


ra : 
are the co-chairmen of the campaign Director Gone Surance Service. 
committee, and Lee W. Coffey, Albert H. 
Newman and Samuel B. Saperstein are 
vice-chairmen. Serving as honorary 
chairmen are Sylvester P. Eisman, Ber- 


ORK) Syeesite ec BA Leturance Company 0.05 0 





| einstock. ar at ves 2 
se] r Li ze dinner committee consists of Ber- LIFE + ACCIDENT + SICKNESS + MEDICAL AND SURGICAL REIMBURSEMENT HOSPITALIZATION 

p iatd Bergen, chairman and toastmaster; as -ANC -¥, a Sere ae ; ae be Po PO iol 
JEU i V Harry Bearman, secretary; Emanuel GROUP + PENSION +: FRANGHISE +: BROKERAGE - J-OMPLETE REINSURANCE FACILITIES 





voi Stein, treasurer. 





Page 18 








October 21, 19605 








Named Assistant Actuary 
For National of Vermont 





MacLENNAN 


ROBERT D. 
National Life of Vermont's directors, 
at their recent quarterly meeting, elected 
Robert D. MacLennan a company officer 
the assistant actuary. It 
was the directors’ first meeting in Na- 
tional Life’s new $14,000,000 home office 
building. 

Mr. MacLennan, who recently marked 
his 28th birthday, became a Felow of 
the Society of Actuaries a few months 


with title of 


ago. He has been an actuarial assistant 
doing research work and special projects 
in National Life’s actuarial department. 
He joined the department in 1954 after 
receiving a bachelor of arts degree in 
mathematics the 
Toronto. 


from University of 


Jenkins President-Elect 
Of Society of Actuaries 


Wilmer A. Jenkins of New York, ex- 
ecutive vice president, Teachers Insur- 
ance and Annuity Association, was 
elected to the newly created post of pres- 
ident-e:ect of the Society of Actuaries 
at its annual 
Mr. succeeds Dennis 
Warters of Des Moines, president for 


meeting in Chicago re- 


cently. Jenkins 
the coming year. The new procedure is 
designed to give the Society's president 
a year to ground himself for the new 
work as leader of the nation’s actuaries. 

A graduate of the University of Chi- 
cago with a Master’s Degree from the 
University of Mr. Jenkins 
Was an instructor in mathematics at the 
Universities of Michigan and Harvard 
the 


Michigan, 


before entering actuarial 
1926 with L. A. Glover & Co., 
consulting actuaries 
National 
1931 and 


when he 


field in 
Chicago 
He joined Lincoln 
assistant 
underwriting 


Life as actuary in 


was secretary 
left to join his present com- 
pany in 1937 as actuary. He was elected 
vice president in 1942, administrative 
vice president in 1949, and in 1955 was 
appointed executive vice president. 

Mr. Jenkins became a fellow of the 
Society of Actuaries in 1931, and has 
served two terms as a vice president of 
the Society. In addition to being a past 
chairman of many of the Society’s com- 
mittees he had authored a number of 
Papers on actuarial studies. 

A native of Swarthmore, Pa. Mr 
Jenkins now resides in White Plains. 
N. Y. He is a director of the United 
Medical Service. 


Conn. Mutual Appoints Two 


Supervisors at Hartford 
Ralph Love, general agent for Con- 
necticut Mutual Life in Hartford, has 
announced the appointment of Louis F. 
Champeau and Samuel W. Reed as bro- 
kerage supervisors for the agency. They 
will be responsible for directing and ex- 
panding the brokerage department which 
was formerly headed by T. Bertram An- 
derson. Mr. Anderson was recently ap- 
pointed general agent for Connecticut 
Mutual at Columbus. 
Mr. Reed is a 1957 graduate of West- 


ern Maryland College where he was 
class president for three years. He was 
an All-American soccer player and was 
named to “Who’s Who in American Col- 
leges and Universities.” Prior to joining 
the Love Agency, he was at the home 
office of Connecticut General. 

Mr. Champeau became associated with 
the home office of Connecticut Mutual 
in 1947 in the claim department and since 
1954 has been an attorney in the ad- 
vanced sa‘es department. He is a mem- 
ber of the Connecticut and American 
Bar Associations, and a graduate of the 
University of Connecticut Law School. 


Made Field Supervisor 

Edward W. Leon, CLU, field training 
assistant for Equitable Life of Iowa, has 
been advanced to field supervisor. 

A native of San Francisco and an 
alumnus of the graduate school of Le. 
land Stanford University, Mr. Leon 
joined the company’s San_ Francisco 
agency in 1948 while still an undergrad. 
uate. In 1955, upon earning his master’s 
degree in business administration, he be- 
came a full time company associate, and 
in 1958 he was appointed home office 
field training assistant. 





CHATTANOOGA 





Brand new and designed for productive selling ... 
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Guaranteed loss of time protection. 


@ Convertible to level premium Non-Can with 
same benefits at any time before age 60 without 
re-underwriting. 


@ Up to $500 monthly indemnity. 
@ Easy classification of risks. 


@ Sales material especially designed to help you sell the 
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@ Exceptions so few they make sales features. 
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Agencies Superintendent 
For Bankers of Nebraska 





WILLIAM D. HAGEN 


Bankers Life of Nebraska has an- 
nounced the appointment of William D 
Hagen as superintendent of agencies. 

Mr. Hagen goes to Bankers Life with 
12 years of experience in the insurance 
business as an agent, supervisor, and 
general agent. Prior to this assignment, 
Mr. Hagen was general agent for Penn 
Mutual in Spokane, 

Mr. Hagens new duties are at present 
in the Bankers Life home office in Lin- 
coln. In the near future, he will be as- 
signed supervision of. the company’s ex- 
panding agency operations in the south- 
eastern area of the United States. 





Scheffel Made Branch Mgr. 


E. John Scheffel has been named 
branch manager in Austin, Texas, for 
Republic National Life, according to 
Howard W. Channell, assistant vice 
president and director of branch office 
agencies. 

A native of Texas, Mr. Scheffel, at- 
tended public schools in Austin, later 
graduating from the University of Texas. 
He served on active duty in World War 
II and the Korean War and is now a 
captain, USAFR. 

Mr. Scheffel first became associated 
with the life insurance industry in per- 
sonal production and soon became a 
leading producer for a large southern 
company. Later, he was promoted into 
supervisory and management capacities, 
first as a branch manager and then as 
life and accident and sickness supervisor. 
In addition to his background in sales 
management, Mr. Scheffel has been ac- 
tive in many professional, civic, church 
projects and associations. 





Short Named Supervisor 

Francis J. Short has been appointed 
supervisor of the Henry Marshall 
Agency, general agent for Berkshire Life 
in_ Brooklyn. 

Mr. Short graduated from St. Peter’s 
College, Jersey City, with a B. S. de- 
gree in business administration, major- 
ing in marketing, and did graduate work 
in business administration at Indiana 
University, Bloomington, Ind. He en- 
tered the life insurance business in 1958 
after three years of sales work in an- 
other field. Prior to joining Berkshire 
ife, he was associated with the Austin- 
chulman Agency of Aetna Life in 
Brooklyn, as a full-time agent. He has 
completed training in programming and 
Usiness insurance and is a graduate of 
the LUTC course, Part II, 





New MONY Agency 


Business and civic leaders of Whitter, 
Cal., attended a special installation din- 
ner recently to meet the manager of 
Mutual Of New York’s newly established 
Whittier agency, Robert E. Feldtkeller. 
The office is MONY’s 22nd in California 
and eighth new agency so far this year. 
The company now has a total of 161 
agencies. 

Mr. Feldtkeller, a former assistant 
manager of one of \MONY’s Los 
Angeles agencies, joined the company in 
1956 after two years with New York 


MADE ASSISTANT MANAGER 


John De Roos has been appointed as- 
sistant manager in the San Francisco 
branch office of Occidental Life of Cali- 
fornia. He joined Occidental as an agent 
in January this year. Prior to that, he 
was an agent with State Mutual Life. 





Life. He previously had been in sales 
promotion work for seven years. 

Mr. Feldtkeller is a native of Mil- 
waukee and a graduate of Ripon College. 
He was an Army Air Force pilot during 


Wor!d War II. 


CAL. LIFE NAMES ROTELL 


Henry G. Rotell, CLU, has been named 
regional director of agencies, with offices 
in Minneapolis, William H. Fissell, vice 
president and director of agencies, Cali- 
fornia Life, has announced. The region- 
al area over which Mr. Rotell has super- 
vision includes. all of Minnesota 
South Dakota. 

Mr. Rotell has 14 years’ experience in 
life insurance as agency manager, gen- 
eral agent and special agent. 


and 





This full page advertisement, fifth in a series during 1960, is aimed at a combined 
circulation of 4,780,000 in TIME, NEWSWEEK and U.S. NEWS & WORLD REPORT. 











BY STATE ‘MUTU. 





Loss of a Key Man Can Ruin a Business 


Get Guaranteed, Low-Cost Protection with 





State Mutual’s PLANNED BUSINESS Insurance 


Loss of a key man or owner—by death, disability, 


accident or retirement—is a major business hazard 


in many companies. The practical, low-cost way 
to handle this problem is through State Mutual’s 


key man insurance. 


It guarantees dollars for salary continuance, sick- 
accumulation of 
surplus funds, funding loans or obtaining credit— 
and offsets losses if an executive dies. It also helps 


ness or accident, retirement, 


attract and hold top-quality executives. 


Key man coverage is only one feature of Planned 
Business—State Mutual’s new service to help busi- 


nessmen measure and meet their most urgent in- 
surance needs—either group or individual. It is 


WA 


offered exclusively by State Mutual of America, 
one of the oldest, strongest life companies. See 
your nearest State Mutual agent or group repre- 
sentative. Or write us here in Worcester, Mass. 


STATE MUTUAL 
OF AMERICA 


State Mutual Life Assurance Company of America, Worcester, Massachusetts 


Founded 1844 e@ Over $3 billion of Life Insurance in force @ LIFE e@ NON-CANCELLABLE SICKNESS & ACCIDENT e GROUP 


Investing Over $2 Million Each Week for the Growth of American Enterprise 
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DEPENDS ON WHAT IS 
CIRCULATED 
Reader’s Digest has the largest circu- 
lation of any magazine in the world—13 


million for its American edition alone. 


And it cannot be accused of immodesty 


if it lets the world know this. But a 


logical question to ask, after admitting 


the circulation of a magazine way out 


in front, is what is being circulated? 
Many 


ing circulation and growing influence of 


are concerned over the mount- 


a popular magazine just as they are 
when the ownership of a daily paper 
is placed in hands of one family or in- 


dividual. Public confidence in an editor 


or ownership may be characteristic of 


the community. But editorial personnel 
changes, old opinions often are suc- 
ceeded by new ones. A former con- 


servative publication veers from right to 
to left. 
In the case of Reader’s Digest there 
is concern in the insurance business be- 
“Have You 


cause it published an article, 


Read Your 


which 


Insurance Policies Lately ?” 


life insurance executives believe 


misrepresents the life insurance industry. 


“The entire article is written upon a 


biased and antagonistic plane,” is the 
opinion of one of the chief presidents of 


life insurance companies. 


VALUES IN 


Conventions of 


CONVENTIONS 
all types are an Amer- 
ican way of life, and as such are highly 


praised, and sometimes condemned. 


Much of the criticism centers around the 
argument many are unessential and waste- 
ful of time and money for those attend- 
ing. There is undoubtedly some truth 
in statements concerning this apparently 
never ending succession of gatherings, 
ranging from meetings of dynamic sales- 


minded individuals to those of conserva- 


non-emotional scientists 
One 


moment all political conventions; 


tive, relatively 


and educators. will omit at this 
they 
are a class unto themselves. 

The recent convention of the National 
Association of Insurance Agents at Ai- 
lantic City was a real success for the 
agent who wished it to be such for him 
individually. Collectively it was one of 
the better meetings of NAITA—including 
both spirited discussion sessions, as well 
as sales sessions—but 


the 


here one is con- 


cerned with query, does it pay the 


average producer to attend these con- 


ventions, or are such essential y vaca- 


reunions with 
opporcunities 

These 
regular 
association 
meetings. 


with chances for 
friends and 
sightseeing ? 
range from 
to state 


tional 


tions, 
for 

conventions 
local 


old some 
may 
sessions 
gatherings and na- 
Again each person has 
to analyze his own special reasons for 
attendance, including what he cons:ders 
his responsibility to his business and its 
organizations, as the 
rewards he may 


board 


well as personal 
attain. 

There may be a wide range of rewards, 
from satisfaction gained from work well 
done to preserve and promote the agency 
system through committees 
and holding top offices in an association 
to monetary gains developed from ideas 
offered by speakers, or derived from cor- 
ridor conversations 


service on 


with fellow agents. 


For the producer view con- 
ventions essentially from an economic 
standpoint the NAIA gathering at At- 
lantic City offered many merchandising, 
advertising and management 
that should have readi'y repaid costs of 
attendance. 
unsolicited 


line, 


who may 


thoughts 


Numerous agents did offer 
comments along this 
complimenting themselves 
cellent foresight in planning to go to At- 
lantic City. They had weighed 
factors associated with such a journey, 
and perhaps 
mental reservations. 
favorably 


very 
on ex- 
cost 
attend with 
Then they 
surprised and im- 
pressed with the high quality agency op- 
erations, educational, advertising and 


resolved to 
some 


were so 


Nott & Merrill 
BESSIE ALLEN 


Bessie Allen, assistant secretary of Ca- 
nadian Life Insurance Officers Association, 
who this month was also appointed ad- 
ministrative assistant of the association, 
is a graduate of Malvern Collegiate In- 
stitute, Toronto, From there she went 
with CLIOA and subsequently was made 
secretary to R. Leighton Foster, Q. C., 
wh» was then general counsel of the 
association after being Ontario Superin- 
tendent of Insurance. Miss Allen became 
one of the most efficient secretaries in 
the insurance field, has personally met 
nearly every executive of a life com- 
pany including many health insurance 
company representatives, and is regarded 
as an exceedingly helpful person, 

* xk * 


Dr. John P. Bowler, a prominent sur- 
geon and administrator long associated 
with the Dartmouth Medical School and 
Hitchcock Clinic in Hanover, N. H., has 
been elected a director of National Life 
of Vermont. He fills the unexpired term 
of Laurence F. Whittemore of Pem- 
broke, N. H., one of New England’s and 
the nation’s leading industrialists, who 
died August 10. Associated with Dart- 
mouth Medical School since 1924, Dr. 

3owler has been professor of surgery 
for 21 years. He was dean 1927-45 and 
instructor in anatomy 1925-38. 


sales sessions they became outspoken in 
commendation of those who 
such a diversified program. 


arranged 


Such agents, and there were hundreds 
of them, went home better equipped to 
meet the competitive problems of present 
day merchandising of insurance cover- 
age. No single person was expected to 
absorb all provided by 
speakers. But in the several sessions the 
alert and receptive producer picked up 
suggestions, and new approaches to old 
problems, which he could use directly, 
or readily reshape to profitable use in his 
own office procedure, or sales, or adver- 
tising campaigns. So, at most conven- 
tions the average agent has presented to 
him a variety of challenging and stim- 
ulating ideas, based on both the experi- 
ence of others and on theoretical ap- 
proaches to various new questions. 
Profits derived from these depends upon 
how willing he is to employ such in his 
own daily operations. 


information 





EDWARD A. HYNES 


Edward A. Hynes, a reporter for the 
New York bureau of the Associated 
Press for the past four years, has joined 
Mutual Of New York’s public relations 
division as a member of the publicity 
section. Mr. Hynes, 26, was with the 
New Rochelle Standard Star for four 
months in 1956, and since then has been 
on the general assignment and rewrite 
staff of the Associated Press. He is a 
graduate of Iona College, where he was 
editor-in-chief of the college weekly 
newspaper and was listed in “Who’s Who 
Among Students in American Colleges 


and Universities.” 
* * * 





Attorneys John C, Wagner and George © 


W. Schmidt have been promoted to 
assistant counsel by Nationwide Insur- 
ance. Mr. ‘Wagner has been associated 
with Nationwide since 1951 and was pre- 


viously on the legal staff on Insurance | 


Co. of North America. He specializes 
in securities matters. Mr. Schmidt joined 
Nationwide in 1957 after previous serv- 
ice with the legal department of the 
Columbia Broadcasting System. He spe- 
cializes in tax work, 

* * * 

Paul F. Artz, Jr. special agent in 
Connecticut for the Hartford Fire, ob- 
served his 25th anniversary with the 
company on October 10. Mr. Artz was 
graduated from Rockville (Conn) 
schools, LaSalle Extension University 
and the Insurance Institute of Hartford. 
After joining Hartford Fire in (1935, he 
worked with the accounting and claims 
departments before his 1940 appointment 
as special agent. 

* * * 

Albert S. Ekwall is now superintendent 
of marketing department of the Phoenix 
oi Hartford Companies. Prior to going 
to (Phoenix, Mr. Ekwall was New Eng- 
land sales representative for Rapid Elec- 
trotype Co. of Philadelphia. For 24 
years, he was associated with the Fuller 
Brush Co, in the advertising and sales 
departments as art director and assist- 
ant advertising manager. A _ charter 
member of the Hartford Junior Chamber 
of Commerce, he received the Key Man 
award in 1950. 

* a * 

Lawrence P. McGartland, who _ has 
been manager of the (fire and inland ma- 
rine department of Lukens, Savage & 
Washburn for six years, has joined the 
New York office of Newhouse & Hawley. 
Inc, in charge of property insurance 
underwriting. He is a_ graduate 0 


Waynesburg College, Waynesburg, Pa, 
and started his insurance career in the 
inland marine department 
Bird Inc. of New York. 
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Noted Japanese Lawyer 

George Yamaoka, one of the principal 
Japanese American lawyers in New York 
City, is a member of the law firm of 
Hill, Betts, Yamaoka, Freehill & Long- 
cope. Born in Seattle and educated in 
American colleges Mr. Yamaoka lived 
for several years in Japan following 
World War II. His parents came to this 
country before 1900. His father helped 
to expand and maintain some of the im- 
portant Western railroads with Japanese 
labor because of his friendship with 
James J. Hitl, then one of the great 
pioneer railroad executives of the north- 
west. A grandfather of Mr. Yamaoka 
was one of great advisers to Emperor 
Meiji, and assisted in the Restoration 
which brought about the new modern 
Japan. My. Yamaoka is the American 
descendent of an old Japanese lineage. 
His wife is French and he has one 
daughter who was educated both abroad 
and in the United States. 

Specializing in admiralty and interna- 
tional matters, the law firm in which Mr. 
Yamaoka is a partner, has its headquar- 
ters at 26 Broadway where it moved 
four years ago after being for years at 
120 Broadway. 

He was graduated in 1928 from 
Georgetown Law School, Washington, 
D. C. Attendance at the law school was 
interrupted for a year when he became 
affiliated with the Philadelphia Sesqui- 
centennial Exposition which was held to 
observe the 150th founding of the na- 
tion. 

At the Exposition, Mr. Yamaoka was 
secretary of the Japanese Government 
Commission and it was there that he 
first met Nobusuke Kishi, one of Japan’s 
commissioners and who later until re- 
cently was Prime Minister of Japan. 

After the Exposition, Mr. Yamaoka 
returned to law school and on gradua- 
tion he became a resident of New York 
City where he served as secretary to 
Hiroshi Saito, then Consul General in 
New York and later Japanese Ambas- 
sador to Washington. 

In 1929 and 1930 he was assigned to 
be advisor to the Japanese delegation 
to the International Naval Conferences 
held in London. 

Those duties over, Mr. Yamaoka re- 
turned to New York City and became 
affiliated with the law firm, then called 
Hunt, Hill & Betts. A decade later 
he became a member of the firm which 
1s presently Hill, Betts, Yamaoka, Free- 
ull & Longeope. He was admitted to 


New York Bar in 1931 and to the Jap- 
anese Bar in 1950. 




















After World War II began, part of 
Mr. Yamaoka’s duties was to help liqui- 
date and resolve many of the issues be- 
tween the Japanese and American com- 
panies. 


Following the war came the trial of a 
group of Japanese including Tojo who 
were accused of being major “war crim- 
inals.” He was asked to serve by the 
United States as chief of the American 
defense of those trials before an In- 
ternational Military Tribunal on which 
sat judges from 11 “Allied countries.” It 
resulted in seven of the accused being 
hanged and others given prison sen- 
tences. His duties in Japan in connec- 
tion with the trials consumed 2% years. 

Mr. Yamaoka is a director of several 
companies here and abroad and The 
Bank of Tokyo Trust Co. in New York. 
He is a director of the Japanese Cham- 
ber of Commerce, and the Japan So- 
ciety Inc., He is a member of the Bank- 
ers, Downtown Athletic and Huntington 
Country clubs and also of several clubs 
and associations in Japan. He belongs 
to several local and international bar 


associations. 
* * ok 


Seat Belts Urged for Government- 
Owned Vehicles 


Secretary of Labor James P. Mitchell 
has urged all Federal agencies to adopt 
a Federal Safety Council recommenda- 
tion that seat belts be used on govern- 
ment-owned motor vehicles. In a letter 
to agency heads, the Secretary pointed 
out that the council’s recommendation 
was based on prior study and the ex- 
perience of agencies which have installed 
safety belts in their vehicles. The belts 
substantially reduce death and injury 
from accidents, it was learned. 

“Vehicle accidents are the greatest sin- 
gle cause of occupational death in the 
Federal service,” Mr. Mitchell said, “ac- 
ccunting for 35 fatalities in 1958 at an 
average cost of $43,800. Direct costs 
to the government for more than 2,800 
traffic injuries to its employes that year 
were two and a half million dollars.” 
The Iedera! Government operates about 
250,000 motor vehicles in the United 
States and abroad, excluding those as- 
signed to tactical military units. 

The use of seat belts is also publicly 
suppcrted by the American Medical As- 
sociation, the American College of Sug- 
geons, the National Safety Council, the 
U. S. Public Health Service, and other 
organizations concerned with health and 
safety, it was pointed out, 

The Federal Safety Council, represent- 
ing various Government agencies, advises 
the Secretary of Labor on safety stand- 
ards for Federal employes. 


ok * * 


The Gregg Family 


Leon S. Gregg, vice president of 
American General Insurance Co. of 
Houston and a senior partner in the 
firm of John L. Wortham & Son, that 
city, has been with both organizations 
for three decades. He is the brother 





Transferred to Home Office 








STANLEY T. SHAW 





of Dr. Davis W. Gregg, president of 
American College of Life Underwriters, 
Philadelphia, the latter giving him credit 
for his selecting insurance as a career. 
Because of close relationship with the 
Gregg ‘family, I asked Benjamin N. 
Woodson, president of American Gen- 
eral Life if he woud not tell readers 
of this page something about Leon S. 
Gregg. Here are his comments: 


“Fifteen years older than Dave, Leon 
has been more father than brother to 
him. Leon has been highly gratified 
by the success of Dave. Both were stu- 
dents of University of Texas. Immedi- 
ately after graduation Leon joined the 
Texas State Insurance Department, spe- 
cializing in casualty and surety matters 
and he became a recognized authority at 
a very young age on casualty rating mat- 
ters, compensation particularly, and was 
an early student of what is now known 
as retrospective rating. 


“He joined American General and John 
L. Wortham & Son when our company 
started the use of a compensation rating 
plan akin to present retrospective rating. 
Leon was a pioneer in this field, and our 
plan outdated retrospective rating prac- 
tices. 


“Leon, encouraged and aided by Gus 
S. Wortham, head of the American Gen- 
eral Companies, becoming excited about 
the value of Wharton School urged and 
inspired Dave to attend that institution, 
which is an important example, but only 
one of many, indicating the profound in- 
fluence that the older man has had on 
the life of the younger. 

“IT think you will be interested to know 
that the father of these two men was 
an excellent lawyer in Austin, a man 
of brilliant attainments who was a county 
judge and later secretary of state for 
Texas. All the Gregg forebears in 
this area were people of substance and 
position, and the distinction which both 
Leon and Dave have attained is in keep- 
ing with the bloodlines in the family.” 


* * * 


S. T. Shaw’s New Post 

Stanley T. Shaw, manager of the fire 
and marine department at the Louisville, 
Ky., branch office, will be brought into 
the home office at Hartford as assistant 
superintendent of agencies in the casu- 
alty-fire agency depertment of The Trav- 
elers Indemnity. Mr. Shaw is a graduate 
of Drake University in 1949 and follow- 
ing graduation joined The Travelers as 
a special agent, fire and marine lines, at 
the Des Moines office. In 1950 he was 


transferred to Kansas City in the same 
capacity. He went to St, Louis in 1953 as 
assistant manager and three years later 
went to Detroit in the same capacity. 
Mr. Shaw was appointed manager at 
Louisville in 1959, 
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Fred Weissman’s Special 

The annual convention of International 
Union of Marine Insurance held in 
Washington a few weeks ago, the first 
of international meeting in Monte Carlo 
each September is subject of a special 
edition by International Insurance Moni- 
tor which is published by Fred Weiss- 
man. 

In an editorial he said about the In- 
ternational Union’s convention: 

“One has only to think of the situa- 
tion before the Second World War, and, 
even the first postwar years, in order 
to understand the tremendous change 
that has taken place in the American 
attitude towards foreign markets in this 
country in particular. What a few short 
years ago seemed the concern of a small 
number of foresighted individuals in this 
country has become an important part 
of our marine insurance business and a 
subject of great interest to many other 
branches of the vast American insurance 
industry.” 

ee os 
Best’s 1960 Digest of Insurance Stocks 

The thirtieth annual edition of Best’s 
Digest of Insurance Stocks has been 
issued. “From the beginning the sole 
aim of this reference work has been to 
make available accurate, complete, fac- 
tual, and authoritative information, in 
such form as to be readily understood 
covering the value and earnings of in- 
surance stocks,” says the editors. 

Exhibits are presented on about 70 
fire-marine and casualty-surety com- 
panies, and a few insurance holding cor- 
porations, selected out of the much 
larger total number of companies in 
operation on those in which owners of 
insurance stocks are most likely to be 
interested. 

In the volume’s introduction the fol- 
lowing statement is made: 

“The fire-casualty business imposes 
upon itself a self-denying ordinance by 
which practically the whole of the un- 
derwriting profits are plowed back into 
the business. Dividends upon shares are 
invariably limited to an amount much 
smaller than the interest earned on the 
invested funds. The cumulative growth 
effect of earnings retained for the pur- 
pose of assuring stability and future ex- 
pansion is one of the most important 
factors responsible for the favorable per- 


formance of insurance stocks over a long 
period of years.” 
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Diemand, INA, Defends 
Continuous Policies 


ALSO A DIRECT BILLING PLAN 


Company President Cites to Dallas 
Agents Numerous Advantages; No 
Threat to Expirations 


Diemand of Insur- 
ance Company of North America states 
that “if I were an agent I woud be 
doing everything in my power to en- 
courage my comp: nies to adopi immedi- 
forms and di- 


President John A. 


ately continuous policy 
rect billing for every personal line of 
insurance. Nor would I worry about 


commission percentages on such forms.’ 

He made this strong defense of direct 
billing and continous policies in a talk 

before the Dallas Association of Insur- 
ancé Agents in Dallas, Tex. 

The National Association of Insurance 
Agents, at its recent convention in At- 
lantic City, rez ffirmed an earlier declar- 
ation of principle against these relatively 
new insurance company practices. 

Mr. Diemand also asserted that INA 
protects agents on expirations, and at the 
same time observed that fellow agents 
in a producers’ community, his competi- 
tors, “don’t believe that you own the 
expirations. 

Too Much Office Detail for Agents 


“Hundreds of agents have told me they 


are so burdened down with the high 
cost of office detail that they are out 
of the insurance business, and in the 


accounting business,” Mr. Diemand said. 
“Bookkeeping is a fundamental job. It 
must be done and done well; but book- 
keeping details, particularly in the per- 
sonal classes of business, must be moved 
out of the offices of agents, and into 
central accounting offices where it can 
bé handled more efficiently and econom- 
ically, so as to relieve agents for the 
vital function of sales and service. The 
extent of this problem was revealed in a 


survey of New York State agents last 
year. The study turned up the appalling 
fact tl vat these agents were spending 


50% of their working days in their offices, 
checking balances. I doubt if any agent 
here wants to be a bookkeeper or col- 
lector. 

“The common complaint of agents— 
large and small producers with whom I 
frequently confer—is the high cost of 
office detail and thus far none has 
voiced objections to either direct billing 
or continuous forms of policies. The life 
insurance business gives the object les- 
son and with the advent of one stop sell- 
ing the producer has more time to sell 
producers more business, and face to 
face selling again becomes a fact. 

Assets of Direct Billing 

“Direct billing by a company for per- 
sonal classes of business is not an iso- 
lated problem. First, it permits payment 
plans on a monthly, quarterly, semi- 
annual or annual basis. Customers like 
this choice. Millions of policyholders 
of direct writing automobile insurance 
companies, as well as life companies, use 
this system. Direct billing, therefore, 
helps in the sale. The American public 
generally lives by the month. 

“A second important opportunity can 
flow from direct billing: It will make 
available at an earlier date premiums 
which, under our present sy stem, are in 
the course of collection. The insurance 
business must be put on the same sound 
cash basis, as are utilities. 

“In my own company, on June 30 of 
this year, we nad $130‘ million in the 
course of collection, of which $78 mil- 
lion is currently on the installment pre- 
mium plan. 

“Premiums in the course of collection 
impose a heavy expense to account for,” 
Mr. Diemand told the agents. “We put 


up reserves for business for which no 
payment has been made. They represent 
funds that coald be invested or could be 
used to assist in offsetting underwriting 
losses. Additionally, anyone who has 
lived through depressions and recessions, 
or who has read any economic history 
of the United States, will sieep a great 
deal better knowing his business is being 
currently paid for. Direct billing will 
help us achieve a more healthy condition. 
No Threat to Expirations 

“Direct billing is not a threat to agents’ 
ownership of expirations. From the 
standpoint of my own company, as a 
matter of policy, our agency agreement 
spells out that guarantee, and we are 
glad to have it do so. Further, we are 
willing to consider reinsurance of an 
agent’s expirations to make meaningful 
this guarantee of his ownership of the 
business,” Mr. Diemand declared. 

“Let us not be confused about this is- 
sue. Ownership of expirations is really 
and finally determined only by the re- 
lationship between the agent and _ his 
customers. You know from personal ex- 
perience, or from talks with your fellow 
agents, that there can be a vast differ- 
ence in the value of the two agencies, 
both doing the same volume of business. 
If service has been good and friendly 
and frequent, an agency is worth far 
more than is another, where the custom- 
ers have infrequently seen the principals. 

“Your competitors, the fellow down 
the street, don’t believe that you own 
the expirations. A good competitor will 
lo his level best to get a customer away 
from you. Direct writers don’t believe 
you own expirations. They are proving 
that every day. 

“I offer you this assurance: that from 
the standpoint of INA, we put into con- 
tract form that INA agents do own their 
expirations. I also offer you an observa- 
tion gained from more than a half-cen- 
tury of experience: your surest and 
safest guarantee of ownership (and en- 
hancement) of your business will come 
from face-to-face contact with your cus- 
tomers. That contact should be made as 
frequently as possible. Get rid of your 
detail to the extent that it can be han- 
dled by your company and you can do 
it. 

Need Eye-to-Eye Selling 
“I believe in advertising. I believe in 
(Continued on Page 24) 


Morris AFIA Manager for 
West Indies Federation 


James O. Nichols, president of the 
American Foreign Insurance Association, 
Arthur J. 
Morris, formerly superintendent of the 
London, England, casualty department, 
as manager of AFIA’s branch office in 
Port of Spain, (Trinidad), West Indies 
Federation. A British citizen, Mr. Mor- 
ris joined AFIA London in 1954. 

The island group, formerly known as 
the British West Indies, assumed feder- 
ation status in 1958 and inc’udes the 
islands of Antigua, Barbados, Dominica, 
Grenada, Jamaica, Montserrat, St Christ- 
opher-Nevis-Anguilla, St. Lucia, St. Vin- 
cent and Trinidad-Tobago. The econ- 
omy mostly depends upon agricultural 
products such as sugar cane, coffee, 
bananas, etc., but tax incentives and rich 
mineral deposits aid in the transition to 
an industrial economy. 

AFIA is the sole United States prop- 
erty insurance group to maintain a 
branch office in Trinidad. Mr. Morris 
will supervise operations of the Aetna, 
Hartford Fire, The Home, St. Paul Fire 
and Marine, and the Springfield Fire and 
Marine insurance companies in the fed- 
eration, as well as the Bahama Island, 
British and French Guiana, Surinam, 
British Honduras, and the British Virgin 
Islands, 


announces appointment of 





Standard Advances Ladman 
And Nolan in New York 


Standard Accident of Detroit, an- 
nounces appointment of Joseph F. Lad- 
man, Jr., as assistant manager of its 
New Y ork branch and Thomas H. Nolan, 
Jr., as manager of that branch’s engi- 
neering department. 

With a background of over 13 years in 
in'and marine insurance, Mr. Ladman 
joined Standard Accident in 1959 as 
manager oi the property department of 
the New York branch. He has served 
four years in the U. S. Merchant Ma- 
1ine and is a graduate of the U. S. 
Merchant Marine Academy and Cornel! 
University. 

Mr. Nolan began his insurance career 
in 1944 as a safety engineer and in 1946 
joined Standard Accident’s New York 
branch in that capacity. He was made 
supervisor of the engineering depart- 
ment in 1950. Mr. Nolan served in the 

S. Marine Corps during World War 
I and has attended New York Univer- 
sity. 








Our newsletter, PoINts & VIEWPOINTS, issued monthly since 1953 with- 
out a break — and certainly none for the editors — slices away at obfus- 
cation* to reach the essence of insurance matters important to brokers 
in the New York Metropolitan area and their assureds. Its “reader-respon- 


sivity” is unusually high. 


If you find Points & Viewpoints valuable, think of the many serv- 
ices available to you when you open an active account with Jaffe Agency. 
Hours 9 to 5, Mondays through Fridays. Call this instant! 


*Absence of light; hence confusion, bewilderment — It’s 
like reading manual changes at the end of a hard day, 
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Four Appointments Made 
By Royal-Globe Group 


The Royal-Globe Insurance Group an- 
nounces four appointments. 

In New York Robert H. Broski has 
been named automobile manager of the 


casualty underwriting planning depart- 
ment. He succeeds Frank G. Holzhauer, 
who was named manager of the group’s 
“Red Shield” automobile 
when that department was organized 
some months ago. Mr. Broski was form- 
erly casualty manager in Cleveland. He 
has been with the group since 1949, 

Ronald F. Tuite, formerly special agent 
at Detroit, has been promoted to state 
agent. He has been with the group since 
1956. 

In Memphis, Tenn., State Agent O. L. 
Dobbs has retired with a service record 
of almost 45 years. Succeeding as super- 
vising state agent for west Tennessee 
is William L. Hester. Mr. Hester will 
be assisted by State Agent Eli Whit- 
aker, who was promoted from special 
agent in July. 

At Rochester, N. Y., 
Wheeler, Jr., has been appointed special 
agent. _ will be associated with State 
Agent E. C. Ehrlich. 


department 


Charles M. 





Federation Essay Winners 
To Attend Lunch. Nov. 30 


It is announced by the chairman of the 
essay contest of the Insurance Federa- 
tion of New York that the five winners 
would be invited by the Federation to 
attend the annual luncheon at the Wal- 
dorf-Astoria Hotel on Wednesday, No- 
vember 30, in order to receive their 
awards during the program. 

John D. MacLennan, chairman of the 
essay contest committee, in commenting 
on this decision said, “This move was 
decided upon because of the belief that 
the authors of the winning essays might 
in this way be more properly rewarded 
and would further advance their interest 
in the private enterprise system.” 

Closing date for submission of essays 
was originally set for October 30, but 
this date will probably be postponed to 
a later date in order to give more people 
the opportunity to enter the contest. 





F. I. Caruso, NBFU, Dies 


Fred I. Caruso, special agent in the 
arson department of the National Board 
of Fire Underwriters, ~— suddenly on 
October 11 in Arlington, Va. He was 55 
years old. After practicing law in West 
Virginia for six weeks he joined the Na- 
tional Board where he served as a spe- 
cial agent in Pennsylvania and Cali- 
fornia and recently in the Washington, 
D. a area, 

Caruso, who was born in Mones- 
ane “e. was educated in the public 
schools of West Virginia and the Uni- 
versity of West Virginia. He received 
the degree of Bachelor of Law at the 
University of Kentucky law school. Mr. 
Caruso, who made his home in Arlington, 
is survived by a son, Michael S. Caruso; 
a brother, and a sister. 
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Chairman Ins. Division 


USO Fund Drive in N.Y.C. 
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vice president and 
Home Insurance Co., 
will serve as s chairman of the Fire, Cas- 
} Insurance Division 
the 1960 Greater New York USO Cam- 
paign to raise funds to expand its serv- 
ices to Armed Forces personnel both in 
this country and overseas. Tc 
fecti job, the USO needs $11,500,000, 


205,000, he stated. 

Thi ; ” is less dramatic 
than a shooting war, i 
of the same morale problems for the 





stringent training and constant vigilance, 
the adjustments required to living away 
from home for the first time in strange 


at many milit: iry installations ies the 


need for " off- base recreation as great as 


is a past president of the 
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“Topping Off” of Hartford 
Building in Chicago 
James C. Hullett, president of the 
Hartford Fire Insurance Company Group 


and Chicago Mayor Richard J. Daley 
joined in a_ traditional ceremony 
signaling the “topping-off” of the new 


$20-million Hartford Building under con- 


struction at 100 South Wacker Drive, 
Chicago. 

Special tribute was paid to the 500 
members of the construction staff who 


gathered as the American and Chicago 
flags, along with a traditional pine tree 
and the last load of cement, were raised 
to the top of the building. The sky- 
scraper, future home of the Hartford 
Insurance Group’s Western department 


staff, has 20 stories and two basement 
levels. 
Hartford Fire’s Wes’ern department 


is the oldest and largest of nine auton- 
omous departments established by the 
company which this year marks its 150th 
anniversary. For 30 vears Chicago of- 
fices of Hartford Fire and subsidiary 
companies have been in the Wrigley and 
Insarance Exchanee Buildings. 


HARTFORD HARRISBURG OFFICE 


Offices of the Hartford Fire Insurance 
Company Group opened October 3 in a 
new location, 1 Riverside Office Center 
at 2101 North Front St., Harrisburg, Pa. 
The consolidated office houses personnel 
of the Hartford Fire, Hartford Accident 
and Indemnity and the New York Un- 
derwriters Insurance Co. Provision also 
has been made for staff members of the 
Hartford Life. 


New York City 
sociation, and a 


Agents As- 
member of the execu- 
tive committee of the New York Board 
of Trade. He is also a member of the 
U. S. and New York Chambers of Com- 
merce, the Casualty and Surety Club of 
New York, the Bankers Club of Amer- 
ica, and director of the New York Board 
of Fire Underwriters. His other civic 
activities include the American Red 
Cross and the Greater New York Fund. 

While the USO is not a part of the 
government or a military organization, 
it is responsible to the President of the 
United States and the Secretary of De- 
fense. 
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_are off and running strong, oe 
is with HOMEOWNERS sales across — 
2 the nation meee pace. 2. 


Murray Glens Falls 
Asst. Manager for Ohio 


The Glens Falls announces appoint- 
ment of Louis P. Murray, Jr., as assist- 
ant manager of the Ohio department 
with headquarters in Columbus. Mr. 
Murray succeeds Wilfred C. Barr who 
has been promoted to superintendent of 
field underwriting and transferred to the 
Glens Falls home office at Glens Falls, 
N: ¥. 

Mr. Murray joined the Glens Falls in 
1953 following graduation from Univer- 
sity of Connecticut. He is a native of 
Connecticut and a graduate of the Glens 

Falls home office advanced training 
course. He was transferred to the Phil- 
adelphia office where, for six years, he 
has been supervising the company’s 
southern New Jersey territory. 

After completing the required course 
of study, Mr. Murray was awarded the 
designation CPCU in September, 1959. 
He also participated as an instructor in 
the Rutgers University CPCU program. 





Actuarial Society Ready 
With Fire Ins. Rating Book 


The Casualty Actuarial Society has 
published “Fire Insurance Rate Making 
and Kindred Problems.” The book con- 
sists of 10 studies of the methods used 
in making rates for fire insurance. It 
embraces statistical plans, procedures of 
rate revisions, development in rate mak- 
ing techniques, credibility and catas- 
trophes, each written by an acknowl- 
edged expert in his field. 


The papers although technical in 
nature can, with few exceptions, be un- 
derstood by the insurance man who is 
not versed in actuarial methods. The 
studies originally appeared in the Pro- 
ceedings of the Casualty Actuarial So- 
ciety and are brought together in a con- 
venient 155-page hard back book. 

This is the first of series of pub- 
lications being devdoned as part of the 
Society’s educational program. Copies 
may be obtained (price $5) on applica- 
tion to A. Z. Skelding, secretarv-treas- 
urer, Casualty Actuarial Society, 200 East 
42nd Street, New York 17. 
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Purdue Research Program 


On Farm Mutual Insurers 
A grant of $2,500 has been given to 
Purdue University’s agricultural experi- 
ment station by the National Association 
of Mutual Insurance Companies for a 
study of management practices of farm 
mutual insurance companies. This grant, 
the second by NAMIC, will partially fi- 
nance a research project on the subject 
of how size affects the operating effi- 
ciency of farm mutual eg. a 
After the data has been gathered there 
will be an attempt to analyze alternative 
courses of action for small companies. 
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Calls Education 


The future of the American insurance 
industry, as well as other forms of com- 
mercial and enterprise, de- 
pends upon recruit and 
train young men possessing college level 
educations forms of higher 
learning, asserts John A. Diemand, presi- 
dent of the Company of 
North America. 

Speaking before the Southwest Chap- 
ter of the Society of Chartered Prop- 
erty and Casualty Underwriters in Dal- 
las, Texas, October 13, INA’s chief ex- 
ecutive observed that a highly educated 
insurance producer will willingly adapt 


industrial 
its ability to 


or other 


Insurance 


to the new processes and techniques of 
insurance marketing in order to survive. 

Change and Growth Key to Survival 

“Change and growth are the key to 
economic survival, the maintenance 
tradition,” he “Tn- 
managements are re- 
sponsible for developing a corps of em- 
ployes who have recognized the all- 
pervasiveness of change and are pre- 
pared to foster it when advisable and 
to live with it at all times. A major task 
of our education department is to dis- 
— this responsibility to all young 
men under its gidance.” iat 

Mr. Diemand said, that “professional 
societies, such as the CPCU and the 
CLU movement, have the responsibility 
for assisting in adopting and promulgat- 
ing new coverages, new plans, and new 
procedures whenever they are clearly 
in the policyholder’s interest.’ 

Mr. Diemand added, there can be no 
justification, in such a time, for looking 
hackward, for longing for the “good old 
days.” For those with the vision and 
the ambition to take their place in a 


not 
of outmoded added. 
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Key to Growth 


new era, the future offers boundless op- 
portunity. We must never cease to ques- 
tion and to learn. We must be, and en- 
courage others also to be a living part of 
this new age of education. In the insur- 
ance business as well as in others, sci- 
ence, knowledge and participation may 
well be our key’ to survival and growth 
in the latter part of this wondrous 
twentieth century.” 


Markets of the Sixties 
Speaking of markets in the 1960s, for 
insurance, and other sales Mr. Diemand 
said: 
“Our population will be a mobile one 


—with one out of four—more than 50 
million—Americans changing their ad- 
dress every year by 1970. Think what 
that means to insurance people. The 
suburban areas will continue to grow, 
creating more demand for convenience 
and service shopping, and an_ even 


greater dependence on the family car or 
cars. The growth in income, particularly 
in the $7,500-and-over group will bring 
a widening range of discretionary spend- 
ing, with a range of spending options 
great that there will no longer be 
merely a question of this purchase or 
that purchase, but of choosing a whole 
new style of life (including education). 
“The market of 


so 


the Sixties will be 
characterized by diversity, not uniform- 
ity. It will be dominated by taste, not 
necessity. Signs of a rising sophisticated 
urge for ‘the better things in life’ are 
already developing, with 15 million 
Americans spending part of their time in 
painting, drawing and scu'ptoring, with 
Americans buying twice as many books 
in a year than they did ten years ago, 
with double the pre-war number of 
amateur musicians today, and with near- 
ly nine million adults enrol'ed in after- 
hours study programs. 

“One basic reason for the marked up- 
grading of taste is the increasing pro- 
fessionalization of the work force. An- 
other strong factor is the trend toward 
higher educational levels. Formal edu- 
cation leads to better taste. 

“Our economy has developed a kind of 
vital circle. The increasing application 
of science in production demands special 
knowledge and skilled techniques. It 
produces prosperity and leisure for those 
who meet its needs. In turn. well-paid 
and well-educated citizens with time on 
their hands provide us, for the first time 
in our history, with a sophisticated mass 
market.” 


AUTO CLAIMS ASSN. MEETS 

The Automobile Claims Association of 
New York held a dinner meeting Tues- 
day, October 18, at Archer’s Restaurant. 
John Herman, assistant to the loss de- 
partment vice president of Motors In- 
surance Corp., spoke on unitized con- 
struction against frame construction. He 


showed a film in conjunction with his 
talk. 


Consultants 
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Acquires Medland and Son 

Control of the Toronto firm of Med- 
land and Son Limited has been acquired 
by the London and Midland General 
Insurance Co. John W. Medland, man- 
ager and proprietor of the Toronto firm, 
will become executive vice president in 
charge of administration with the Lon- 
don company. 

London and Midland will also take 
over management of the Peerless Insur- 
ance Co., Toronto, which has been man- 
aged by Medland and Son. 





Diemand on Selling 


(Continued from Page 22) 


writing letters. I believe the telephon: 
is a useful instrument, and judging from 
the telephone bills, INA people spend 
a great deal of their time on the ’phone. 
But, my friends, when it comes to build- 
ing a business, I believe in eye-to-eye 
selling. When we are going to ask our 
managers’ throughout the country to em- 
bark upon a program, I like to talk with 
them personally, 

“T urge you to see your customers and 
prospects personally, to encourage your 
associates to do so. One stop selling 
inakes this imperative. Make new friends 
for the stock-agency business. Make new 
contacts with the peop!e moving into 
your communities and neighborhoods. 
Let these customers and prospects see 
the kind of people you are. If we don’t 
keep our old friends and make new ones 
then the fellow who is out doing so will 
take our business away from us. 

“So let us appraise, in the light of our 
experience, the development of contin- 
uous policies and direct billing. This de- 
velopment can be the greatest asset ever 
presented to the American Agency Sys- 
tem; and we should know something of 
that system, because we at INA founded 
it in 1807. We have supported it every 
moment since then. We propose to do 
so in the future. 

“If ownership of expirations is not the 
issue, then what is? It’s the same old 
issue. Majority rule and no exceptions. 
The pace of progress must be geared to 
those least willing to venture, those least 
well equipped to meet the challenge of 
competition. 

“If I were an agent, I would be doing 
everything in my power to encourage 
my companies to ‘adopt immediately con- 
tinuous policy forms and direct billing 
for every personal line of insurance, Nor 
would I worry about commission per- 
centages on such forms. We must look 
at the total commission account, not 
percentages by lines. It is mystifying to 
the president of an American company to 
look at the $400,000,000 which annually 
goes to London, and to wonder about the 
commissions paid on that business. 


Commission Changes 


“There will be changes in traditional 
percentages as work loads are shifted, 
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as economies of operation are effected. 
But the important thing, as I see it, is 
the agents will be able to make more 
money, because they will be able to 
spend more time in selling improved 
packages,” Mr. Diemand stressed. “We 
have seen just this situation in the 
Homeowners field. 

“We are this fall ce‘ebrating the 10th 
anniversary of INA’s Homeowners pol- 
icy. We calculate that we will pass the 
$200,000,000 mark of premiums written 
for this class about the first of the year. 
This policy up-graded an entire market. 
It made it possible for agents to sell in- 
surance to value, and to sell needed cov- 

erages in a package form. It enabled 
them, on our book of business alone, 
{o earn more than $40,000,000 in com- 
missions, 

“You put that business on a continuous 
policy, with direct billing to the customer 
and add merit rating to it, and you have 
business practically beyond the reach 
of competition. You have customers for 
life; and you have prospects for life in- 
surance, for an automobile insurance, for 
accident and sickness insurance. You 
then will be ab'e to concentrate on this 
all-important job of account selling and 
make it count, in your cash register.” 


SUBADFAST 








Stuart’s portrait of our first 
president so well brings out 
Washington’s steadfast charac: 
ter. For 161 years the Provi- 
dence Washington has been 
steadfast in its loyalty to its 
agents and in its belief in the 
agency system. 


You do well 
when you sell » 9 
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1960 Fire Prevention Code Issued 


Publication of the 1960 edition of the 
Fire Prevention Code, incorporating 
changes and additions to bring it up to 
date, is announced by the National Board 
of Fire Underwriters. This is a revision 
of the 1956 edition of the code, which 
was first published in 1930. 

The Fire Prevention Code is a set of 
regulations recommended for adoption 
as law to provide communities with the 
power to enforce correction of fire haz- 
ards. The code prescribes regulations 
governing conditions hazardous to a life 
and property from fire, and provides a 
suggested ordinance under which a mu- 
nicipality may adopt a Fire Prevention 
Code and estab'ish a bureau of fire pre- 
vention. The code is so worded as to 
make it readily adaptable for quick 
adoption. ; 

Many communities adopt the code by 
reference, using a brief “adopting ordin- 
ance” such as the model one appended 
to the Fire Prevention Code. More 
than 1,600 communities throughout the 
country have either adopted some edi- 
tion of the code, or have a code based 
largely on one of these editions, 

Cause of Fires 

“The death and destruction daily oc- 
curring from fire and explosion is the 
result usually of a combination of cir- 
cumstances,” said Everett W. Fowler, 
chief engineer of the National Board. 
A common contributing factor is the 
improper hand'ing and use of flamable 
and explosive commodities. For in- 
stance, improper location and venting of 
tanks at a bulk plant for flammable 
liquids has resulted in fire, and injary to 
firemen. BX 

“Liberation of gas in a faulty piping 
system has brought about fire and_ex- 
plosion. Reaction of certain chemicals 
in a manufacturing process not properly 
controlled has destroyed plants. Machin- 
ing a new alloy without proper safe- 
guards can cause a disastrous fire. Ni- 
trate film improperly stored can cause a 
serious fire if ignited. 

Roseburg Explosion 

“The fire and explosion that blasted 
a 12-block area in Roseburg, Ore., on 
August 7, 1959, killing 13 people, injuring 
125 others, and causing $9 miilion of 
property damage, should never have 
happened,” Mr. Fowler said. ; 

“The Roseburg fire and explosion em- 
phasized the need for broader regula- 
tions covering the transportation and 
storage of hazardous materials. The 
adoption of more complete safety codes 
with strict enforcement by state and 
local authorities is one way to minimize 
the possibility of another Roseburg. 

“No community can afford to be with- 
out a fire prevention code and every 
fire prevention code should be enforced,” 
Mr. Fowler declared. 

The newly revised fire prevention code 
contains more tight knit regulations cov- 
ering the transportation and storage of 
blasting agents, flammable liquids, haz- 
ardous chemicals and compressed gases. 
It also contains revisions of regulations 
pertaining to welding and cutting, the 
use of blow torches and provisions re- 





MERITmatic Plans Expand 


Pennsylvania has approved Zurich- 
American’s MERITmatic Homeowners 
insurance plan. The electronically pro- 
cessed, low-cost, package plan for house- 
holders is written in the American Guar- 
antee and Liability Insurance Co. 

On November 1, Arkansas will be- 
come the 29th state to offer MERIT- 
matic automobile insurance, a low-cost 
plan for safe drivers, developed by the 
Zurich-American Insurance Companies. 
Other states in which MERITmatic plan 
's available are: Alabama, Arizona, Cal- 
‘tornia, Colorado, Connecticut, Delaware, 
Georgia, Indiana, Iowa, Kansas, Mary- 
land, Michigan, Minnesota, Mississippi, 
Missouri, Montana, Nebraska, New Jer- 
sey, New Mexico, Ohio, Oregon, Penn- 
Sylvania, Rhode Island, Tennessee, 
Nashington, West Virginia, Wisconsin, 
and Wyoming. 


garding the use of ethylene in fruit 
ripening processes. 

Copies may be obtained by writing to 
the National Board of Fire Underwrit- 
ers, 85 John Street, New York 38, N. Y. 
In the Middle West, write to 222 West 
Adams Street, Chicago 6, Ill., and if west 
of the Rockies, to 465 California Street, 
San Francisco 4. 


PEARL-MONARCH CLUB MEETS 

The Quarter Century Club of the 
Pearl4Monarch Insurance Group held 
its seventh annual meeting and banquet 
at the New York Athletic Club on Octo- 
ber 4th. Six new members were inducted 
among them, Mr. A. T. Chisholm, United 
States manager. 

The following were elected officers: 
C. F. Kareth, president; G. R. Heath, 


first vice president; P. M. Schmees, sec- 
retary and treasurer. 





RICHARD L. WOOD DIES 
Richard L. Wood, 91, an insurance 
producer in Buffalo, N. Y., for 62 years, 
died recently. He went to Buffalo in 
1898 as partner in the firm of Vedder 
and Wood. The firm later was called 
Richard L. Wood & Co. and was in- 


corporated under the name of Mr. Wood 
in 1955 when the firm consolidated with 
McPherson-Carter Co. Mr. Wood re- 
mained active in the business until he be- 
came ill. 





This advertisement is 
currently appearing in: 


* FORTUNE 
* TIME 
+* NEWSWEEK 


* U.S. NEWS 
& WORLD REPORT 


SOMEBODY GOOFED! 





Procrastination . . . a gap in protection . . . or maybe the 


agent’s company could not handle the precise coverage needed 


Whatever the cause, it’s too late now! 


Our current national advertisement recommends a frequent 
review of the insurance program by an America Fore Loyalty agent. 
He can provide just about every type of commercial coverage 
and the services of specialists whenever required. 


Can you? 
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Brewer Cites Current Trends in 


Insurance of Explosion Damage 


By Wa. Conant Brewer, JR. 
Attorney in Boston 


Insurance Section of the American Bar As- 
sociation in Washington. One trend is the 
increasing risk of explosion in the home 
and in industry and the other the movement 


Two trends are apparent today with 
respect to explosion damage according to 
lV’m. Conant Brewer, Jr., Boston attorney, 
who addressed the recent meeting of the 








SENET SRT LER LLL TIRE I, ROAR 


BOS! 


Oheneneremmnnmanenosite 


OO te 
Og 











The right time for profits is—all i 
of the time! 7 

















Anytime is the time to insure 
your clients’ overseas risks, person- 
nel and investments—through the 
facilities of AIU— practically any- 
where in the world. 

Now is the time to find out how 
easy it is to cash in on this pro- 
ductive potential...call the AIU 
office nearest you. 


AMERICAN 
INTERNATIONAL 
UNDERWRITERS 


Chicago + Dallas + Denver + Houston + Los Angeles 
Miami « New York © Portland 
Washington 


New Orleans « 


San Francisco © Seattle 


Tulsa © 





toward insurance of explosion in an all-risk 
policy rather than by a separate contract 
or endorsement. Part I of Mr. Brewer’s 
talk was published last week. Part II fol- 
lows, and included in this installment ts a 
discussion of sonic boom damage : 


PART II 


In addition to difficulties inherent in 
developing a judicial definition of ex- 
plosion, the customary exclusions from 
coverage, have left their mark on the 
law in this field. Some of the exclusions 
have been drafted with a view to distin- 
guishing the explosion coverages offered 
respectively by the fire and the boiler 
policies, (“business exclusions”), while 
others simply represent an attempt to 
eliminate unwanted hazards (“definition 
exclusions”). In the former case, there 
are continuing problems of interpreta- 
tion, often resulting in a dispute between 
the companies themselves; while in the 
latter there is usually a record of past 
litigation resulting in an undesired ex- 
tention of coverage by judicial interpre- 
tation, followed by the insertion of the 
exclusion as a protective measure. 

Business Exclusions 

In the fire policy, the exclusion of loss 
caused by the explosion of various steam 
devices and of rotating machinery are the 
principal examples of business exclusions. 
Steam explosions being violent in nature 
and expensive in their consequences, it 
is not surprising to find some litigation 
over the scope of this exclusion. These 
cases concern the question of whether 
a particular device using steam falls 
within one of the specific descriptive 
phrases of the exclusion, such as “steam 
engine.” While throwing some illumina- 
tion on methods of cutting logs and com- 
pressing cotton, these cases offer little 
difficulty. No cases have been found on 
the rotating machinery exclusion, but it 
is commonly said in the industry that this 
is intended to exclude broken fan blades. 

Under the boiler and machinery policy, 
the business exclusions are those men- 
tioned above, namely, explosions caused 
by fire, fire caused by explosion, and 
combustion explosion in the air caused 
by an insured explosion, all of which are 
covered under the fire policy or extended 
coverage endorsement. Litigation under 
these exclusions will generally determine 
which policy applies. In theory, the 
coverages are mutually exclusive. Most 
of the problems are problems of fact, 
with relatively few decided cases in this 
area. 

Recent technological developments are 
responsible for the third exclusion. While 
the writer is not aware of any decided 
cases on the point, there have been sev- 
eral disputed claims of large size in 
which, prior to the adoption of the 
exclusion, recovery under the _ boiler 
policy was made in circumstances where 
a minor “tearing asunder” of a pressure 
vessel released inflamable vapors into 
the atmosphere, resulting in a combustion 
explosion of large dimensions. This was 
apparently felt to be a hazard not con- 
templated by the parties to the boiler 


contract and more properly in the sphere 
of the explosion insurance offered by the 
fire companies. 
Definition Exclusions 
In the area of what might be called 
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definition exclusions, it will be recalled 
that the fire policy excludes sonic boom, 
electric arcing, and various troubles with 
water pipes. Electric arcing offers little 
of interest from the legal standpoint; it 
is common knowledge that the fire com- 
panies were vexed with a number of 
claims based on loss to electrical equip- 
ment caused by the sudden arcing or 
shorting of electrical currents, usually 
accompanied by noise and heat. There 
was, of course, no expansion of volume, 
release of pressure, or chemical change, 
and therefore none of the true attributes 
of an explosion. It has some of the at- 
tributes of a ‘business exclusion, since 
arcing is often insurable under the boiler 
policy. 

Unlike electric arcing, sonic boom and 
the water pipe troubles do have interest- 
ing legal backgrounds, which are worth 
considering for the lessons to be learned 
even though the hazards are now ex- 
cluded in most contracts. 

Sonic Boom Problem 

Sonic boom, being a function of air- 
craft flying in excess of the speed of 
sound, is a good example of a trouble- 
some side effect of a useful techno- 
logical change. It may be defined as a 
pressure wave created mechanically by 
the passage of an object through the air 
at a speed higher than the speed of 
sound (usually called Mach 1, since it 
varies with the air pressure). This wave 
is somewhat similar to wave damage 
along a shore from a boat passing at 
excessive speed. Like wave damage of 
this sort, it diminishes in proportion to 
the distance from the source. If the 
flight is at low altitudes momentary pres- 
sures of four or five times atmosphere 
can be created. 

While the details of sonic boom are not 
entirely understood its operation is clear 
in principle. Up to Mach 1, air is com- 
pressible, and is readily forced aside by 
a moving object, but at higher speeds 
it loses its compressibility, with the re- 
sult that a much higher percentage of 
the energy of the moving object is 
transmitted outward in pressure and 
sound waves constituting sonic boom. 
There is again a certain parallel in the 
action of an object moving through water. 
It is known that a boat, for example, of 
a certain length has a certain maximum 
speed through (as distinguished from on 
top of) the water; when this speed is 
reached, the only result of the applica- 
tion of additional force is wave forma- 
tion. The analogy is only an aid to un- 
derstanding; the scientific background is 
quite different. 

At one time the armed services ex- 
pressed doubt that sonic boom could in 
fact produce structural damage to objects 
on the ground, but two airport terminal 
buildings have now been so extensively 
damaged by low-flying military aircratt 
that no question remains on this score. 
Military pilots operate under strict in- 
structions as to the areas and altitudes 
at which they may exceed the speed of 
sound. 

Despite the fact that sonic ‘boom 
creates sound and pressure waves similar 
to those created by an explosion of, for 
example, a dynamite charge, there is 
little justification for considering sonic 
boom to be an explosion. The character- 
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istic sudden release of energy and ex- 
pansion of volume which, in the case of 
a true explosion, create the sound and 
pressure, are entirely lacking. In addi- 
tion, the sonic boom rolls along the 
ground following the progress of the 
aircraft in a manner which is entirely 
untypical of an explosion, which com- 
monly has its source in a single place. 


Not an Explosion Court Holds 


Considerable attention has been given 
to this point in the legal and insurance 
publications since 1957. So far, the ques- 
tion has been directly considered only in 
one case, Bear Bros., Inc. v. Fidelity 
and Guaranty Ins. Underwriters, Inc. 
which held that sonic boom did not con- 
stitute an explosion under a builders risk 
policy insuring direct loss by explosion. 
Although a lower court decision, the 
opinion is carefully considered, and was 
given after a lengthy trial in which a 
number of experts participated. One 
may hope that the point has been set- 
tled, although the lack of authoritative 
precedent suggests that further litiga- 
tion will be required. 

It is clear, however, that part of the 
insurance industry has taken the posi- 
tion that the point is settled. An ex- 
clusion has been added to the extended 
coverage endorsement in the words: 
“Concussion unless caused by explosion.” 
Presumably a knowledge of industry 
history would be required to know that 
this means sonic boom. It has already 
been applied, apparently with success 
from the defendant’s standpoint, to a 
case in which damage was caused by con- 
cussion from an unknown source, al- 
though bearing some resemblance to 
sonic boom, The general reaction of the 
dwelling house insurers to sonic boom 
seems to be that it is uninsurable, while 
that of the insurers of industrial property 
is that it may be insured subject de- 
ductible. 


Bursting of Water Pipes 


The other type of occurrence which, by 
virtue of judicial extensions, was a source 
of trouble to the insurers for many years, 
and which has now been excluded from 
many of the explosion coverages, is water 
hammer and the bursting of water pipes 
from other causes. Water is essentially 
an incompressible substance. A column 
of water transmits force applied at one 
end in essentially the same manner as a 
steel rod, and a hammer blow applied 
at one end of either will result in a blow 
of equivalent energy at the other. 

This quality of water is used to advan- 
tage, among other applications, in the 
hydrostatic testing of pressure vessels, 
where pressures in excess of the designed 
pressure can be safely applied with the 
knowledge that, if a failure occurs, there 
will ‘be little or no damage to property 
or personnel in the immediate area. This 
contrasts with a steam explosion, for ex- 
ample, where the compressed steam im- 
mediately expands to a volume many 
times that which it occupied in the vessel, 
and in so doing produces local pressures 
similar to or in excess of those produced 
by chemical explosives. 

Water hammer is simply the transmis- 
sion of momentum pressures caused by 
the abrupt shutting off of a flowing 
column of water, with the resultant 
cracking or breaking of pipes and fittings. 
It creates a noise and frequently dis- 
tributes the pieces of pipe and contents 
thereof around a small area. It, again, has 
none of the expansion in volume which 
should be the characteristic of a true 
explosion. The mechanism by which 
freezing of pipes may burst the pipe is 
so well known as to not require discus- 
sion. It also lacks the expansion of vol- 
ume essential to an explosion. 

Both of these phenomena have been 
held to be explosions by courts using an 
improper concept of explosion, and there- 
fore have been excluded from the cover- 
age offered by the fire insurance com- 
panies. The problem has not become 
acute for the boiler and machinery com- 
panies, principally because of a general 
policy exclusion of losses caused by lack 
of heat has avoided the freezing claims, 
and the type of industrial equipment 
generally insured is less susceptible to 


water hammer damage. 

Another type of incident which has 
been held to be an explosion ‘but which 
lacks the essential feature of expansion 
of volume, and which may therefore in 
the future become the subject of an ex- 
clusion, is illustrated by the cases involv- 
ing bursting of concrete grain elevators 
after the wetting down of the contents 
by flood waters, or by the simple failure 
of the elevators as a result of the pres- 
sure of the weight of contents coupled 
with improper design. Where it appears 
that there has been a sudden breaking 
of the elevator accompanied by a noise 
and caused by the swelling of wet grain, 





perhaps accompanied by the generation 
of gases, it has been held that there was 
an explosion and that coverage existed 
under the fire insurance policy. 

There is no doubt that in these cases 
the pressures involved were high. It 
would seem that this is the type of case 
to which the word “rupture” could typi- 
cally be applied, but unless it could be 
shown that a substantial expansion of 
compressed gases took place upon the 
failure, a fact made unlikely by the porus 
quality of the grain, there seems to be 
little justification for treating these oc- 
currences as explosions. 


(To Be Concluded) 


Springfield Advances Mahn 


C. Hohman Mahn, secretary and for- 
mer sales manager of the Eastern de- 
partment office for Springfield-Monarch 
Companies, Springfield, Mass., has been 
promoted to the home office sales staff. 
He will supervise Springfield’s managing 
general agencies. 

Mr. Mahn, a graduate of Washington 
University, began his insurance career as 
a local agent in Missouri. He joined the 
Springfield in 1923 and served as special 
agent and, later, as state agent in Mis- 
souri. He was called to the home office 
and elected a secretary in 1951. 


With the addition of Life and Accident and Health to our 


long established and growing capacities in strategic per- 


sonal and commercial lines, we offer independent agents 


and brokers a uniquely coordinated traditional service. 
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Directors Approve 


Glens Falls, 


Kansas City F. & M. Affiliation 


\ proposal by the Glens Falls Insur- 
Co. to exchange share of its 
-apital stock for each the 
Kansas City Fire and Marine Insurance 
approved today by the 
company. The pro- 
exchange to be made to 
holders of Kansas City F. & M. stock 
will be conditioned, among other things, 
upon the customary verifications, author- 
Falls stock, 
regulatory 


one 
share of 


ance 


been 
each 


Co. has 
directors of 


posed offer 


ization of additional Glens 


approval by the necessary 


bodies, the filing of a registration state- 


ment with the Securities and Exchange 
Commission, and acceptance of the offer 
by holders of at least 80% of the shares 
City F. & M. 

According to a joint statement 
ident George D. Mead at the Glens 
Stites Morton T. 


f Kansas 
by 
Pres 
Falls 


and Jones 


Clinics Advocated for 
Juvenile Fire Setters 
Rochester, N. 
Y., in national convention were urged 
to help in establishing clinics and guid- 


Fire Chiefs meeting at 





ance centers fer the treatment of men- 
tally and emotionally disturbed children 
in their communities. Where such clinics 
exist, they were urged to facilitate the 
prompt admission and treatment of juve- 
] hre setters 
The recommendation, made by Wil- 


liam D. Rossiter, chief of the State Fire 
Marshal Division, Madison, Wis., comes 
about as a result of the high incidence 


declared 
“the most 


fires set by juveniles. He 
that fire setting by juveniles is 


serious and perplexing single problem 
-onfronting the fire service as far as in- 
cendiarism is concerned.” He estimated 
that 50% of all “set fires” are set by 
uldren. 

In his report, Chief Rossiter said that 


of Kansas City F. & M., operations of 
the two companies are largely comple- 
mentary and the purpose of this afflia- 
tion is to provide a broader base for 
further expansion, particularly in the 
Midwestern states. It is planned that 
Kansas City Fire and Marine will con- 
tinue to operate as a separate company, 
with headquarters in Kansas City. It was 
further explained that these develop- 
ments contemplate full multiple line op- 
erations augmented by gece pre- 
mium finance facilities and including life 
insurance to be written by the National 


Life Assurance of Canada, an affiliated 
company. 
Glens Falls has outstanding 1,300,000 


shares of stock held by approximately 
4,800 shareowners and Kansas City Fire 
and Marine 100,000 shares in the hands 
of some 800 holders. On a combined 
basis the two companies would have an 
annual premium volume in excess of 
$100,000,000 and assets would approxi- 
mate $190,000,000. 


the arson committee of the International 
Association of Fire Chiefs recommended 
that an effort be made by the fire serv- 
ice to separate the juvenile who sets fires 
accidentally, through curiosity or inci- 
dental to play, from those juveniles who 
set fires because of mental or emotional! 
disturbances, through vandalism or to 
cover the evidence of another crime 
such as burglary or theft. 





Saunders of Texas Wins 


Prison Term Reversal 

J. Byron Saunders, former chairman 
of the old Texas Board of Insurance 
Commissioners, won reversal of a two- 
year prison term conviction for perjury 
before a legislative committee in a split 
decision handed down by the three-mem- 


ber Court of Criminal Appeals in Aus- 
tin, October 5. 
The majority opinion held that Mr. 


Saunders was not guilty of perjury but, 
if anything, of swearing in testi- 
mony given in 1957 during a probe of a 


false 
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special House committee into the col- 
lapse of ICT Insurance Co. and other 
BenJack Cage concerns. It upheld the 
contention that Mr. Saunders could not 
be guilty of perjury, even though he 
might have sworn falsely, because per- 
jury could be committed, under existing 
statutes, only by false testimony in a 
judicial proceeding. It was held that 
interrogations by a legislative commit- 
tee are not embraced by the perjury act. 

If made final, the ruling also would 
bar prosecution on _ similar perjury 
charges against another former board 
chairman, Garland A. Smith, and _ his 
son-in-law, Max Wayne Rychlik, who 
also testified during the probe. 

Les Procter, Travis County district 
torney, has announced that the 
would seek a rehearing. 


at- 
state 





NEW COTTON GIN POOL 
Formation of Davis 
Underwriters, a pool of 


Gin Insurance 
ae stock 


companies, is announced by H. L. Davis, 
Jr, of H. L. Davis & Son, ie 
general agency at San Antonio, which 


will manage the new organization. The 
pool will handle fire and extended cov- 
erage on cotton gin buildings and mach- 
inery, seed and baled cotton floaters, 
cotton cargo and garage-keepers legal 
liability for trailers in gin yards. Oper- 
ations are to be confined to Texas this 
year, but it is planned to branch into 
other southern seates late next year. 
The Davis firm also operates the Davis 
Hail pool. 


REINSURANCE 


Casually 
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Surely 
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COMPLET! 


Aetna Names Examiners 
John R. McElraevy has been promoted 


from examiner to supervisor of the re- 
insurance department, the Aetna Insur- 
ance Co. announces. Mrs. Margaret D. 


Jenks has been appointed examiner in 
the same department. 

A native of Brooklyn, 
was educated at Cornell 
joined the Aetna in New 
December, 1939, being transferred to 
Hartford in October, 1941. During World 
War II, he served with an artillery unit 
of the United States Army here and in 
Europe. 

Mrs. Jenks joined the Aetna in June, 
1946, as a clerk in the reinsurance de- 
partment, in which capacity she has 
served until here present appointment. 
Born in Hartford, she is a graduate of 
Weaver High School. She has been ac- 
tive in the Aetna Girls’ Club. 


Mr. McElraevy 
University. He 
York City in 





Kidston Accountants Pres. 
Arthur L. Kidston was elected presi- 


dent of the New England Mutual In- 
surance Accountants Association at the 
annual meeting in Boston. Mr. Kidston 


formerly served the association as vice 
president and as a member of the Elec- 
tronics Committee. 

Mr. Kidston is assistant treasurer of 
the Worcester Mutual Fire. He is a 
graduate of the I.B.M. Technical Schools 
of Washington, D. C., and Endicott, New 
York. 
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North on Making Profits in Future 


(Continued from Page 1) 


of this movement is well along, at least 
at the company level. 

“It is true that the controllable items 
of expense are a small percentage of the 
total, but there is still room for more 
to be done. Uncontrollable expenses 
are almost impossible to shave. Taxes, 
board and association assessments, loss 
adjusting expense, fringe benefits, audit- 
ing, and examining by state authorities, 
certain communications, printing, etc. 
leave little room for more than fractional 
savings, and these have already just 
about been exhausted. 

“Salaries, travel expense, data proces- 
sing, advertising, postage, te’ephone, 
dues, and charitable contributions, are 
about all in the list of controllable items, 
and none of these holds much room for 
adjusting now. 

“Then comes the largest item of ex- 
pense—agents’ commissions!” President 
North stated. “It is interesting to com- 
pare the expense breakdown of direct 
writing and/or non-agency companies 
with those of agency companies. They 
are not much apart on loss ratio, al- 
though their losses are figured against a 
lower unit premium, to be sure. But with 
slight variation, there is no great dif- 
ference on other operating expenses, be- 
fore Federal income tax, except sales 
expense or agent’s commission. In fact, 
their prices are generally gauged to 
recognize this important difference. 

“To further complicate the picture for 
stock agency companies, we find our own 
agents occasionally weakening their posi- 
tion by selling policies in ‘cut-rate’ com- 
panies when they run into a little price 
competition, instead of trying to first 
justify a fair charge for their own valued 
service! 

“Once I mentioned the term ‘net rate’ 
in a speech in Louisville as a possible 
solution to the price problem whereby 
the agent could add a fee or service 
charge to make up the final premium, 
and I compared it to the professional 
service fees of doctors, lawyers, etc. 
Complaints came to me from agents far 
and wide for even mentioning it, al- 
though we see it done, daily, on large 
compensation and liability risks. When 
the agent does it voluntarily, I suppose 
it is defensible!” President North ob- 
served. 


Commissions Headed Downward 


“There is every indication that com- 
missions will be gradually adjusted 
downward as time goes on. The effect 
should be reflected in the rate. This 
is the largest but not the only area of 
expense that has not been adjusted to 
its economic level. 

“However, there are many ways in 
which I believe the agent could save ex- 
pense that might conceivably equal such 
an estimated adjustment. This would in- 
clude continuous policies, renewal certif- 
icates, direct billing, and merging some 
of the mechanical operations with other 
agents, Continuous policies and direct 
billing are particularly adaptable to 
class-rated and class-underwritten risks, 
such as autos, dwellings, home-owner’s 
policies, etc. 

“While groups of agents could com- 
bine their policywriting, billing and ac- 
counting, there may be other objections 
to this and, anyway, the use of elec- 
tronic data-processing equipment by 
companies today probably points to more 
efficiency and a more practical solution 
to these mechanical costs. We can learn 
a good deal, I think, from the life end 
of the insurance business. Life agents 
are not much hampered by multiple of- 
fice details. 

“In fact, everything is done by their 
companies to save the agent’s time for 
more vital sales efforts. This is where 
we seem to fall down. You need more 
time to call on customers and prospects, 
and we need to relieve you of some of 
the expensive mechanical detail. You 
can still realize as much net profit, I 
believe, even at lower rates of commis- 
Sion, and our product can be priced at a 
more competitive figure, which will aid 
your volume and improve our selection. 








JOHN A. NORTH 


“There is still another item of expense 
wherein the direct writer has an ex- 
pense advantage over us. It is the state 
premium tax. For sake of illustration, 
let us say the tax is 3%—some states 
more, but that is about the average. The 
tax is applied to the gross premium, 
which in our case includes commission. 
For example, a premium on a risk is 
$100. The state tax is $3.00. We receive 
a net premium of $80 after the agent 
deducts $20 for commission, but the tax 
then represents 3.8% of $80, which is all 
of the premium we see, and the agent of 
course pays no tax on the 

“The direct writer, on the other hand, 
also receives $80 which is net and gross. 
The 3% tax is $240— a 60-cent differ- 
ence in the amount to be remitted to 
the state, on the same or comparable 
risk. Multiply by a million and you can 
see we are talking about real money. 
How happy we would have been these 
past five or six years to have had 6&0 
cents’ profit in every $100 of premiums! 
Had we been on a net-rate basis, for 
instance, we could have reduced our 
taxes to the states by several million 
dollars, and there is no justice in paying 
a tax on your commission anyway. 

“Tt is true that legislation would have 
to be revised to resolve this matter, 
but perhaps we should fight more ag- 
gressively for legislative reforms,” Mr. 
North continued. “Certain it is, we 
spend enough money now at hearings 
trying to get adequate rates, and at- 
tending legislative commission sessions, 
answering to legal maneuvers of inde- 
pendent companies, and taking no end 
of abuse from those trying to make 
political ‘hay’ from the publicity at- 
tendant upon attack of the corporation 
whose sound management has made its 
policies the strongest and best protection. 
If this same energy could be directed 
by us to obtaining some effective 
changes in legislation, both taxwise and 
otherwise, there might result some bet- 
ter conditions for both of us. 


Federal Tax Gains For Mutuals 


“I must not pass up the opportunity 
to pay my respects to the federal in- 
come tax treatment. Stock companies 
like mine do not ask for any different 
treatment than that applicable to other 
corporations in business for profit. The 
present normal rate of 52% of net profit, 
before dividends to stockholders, is a 
drag on business expansion, but it is the 
same for all, except a few privileged 
companies and co-operatives. 

“Our mutual competitors are fortunate 
in being subject only to 1.1% tax on 
gross income. That, to be sure, is bur- 
densome when they have underwriting 
losses. Under similar conditions a stock 
company would pay no tax, nor would 





any corporation with an operating loss. 
But in years of profit, which are frequent 
for mutual fire and casualty companies, 
it gives them quite an advantage. 

“Take the reported figures for the 

first six months of 1960 ot a large non- 
agency mutual company. Their reported 
net income was roughly $30 million for 
those six months. Of this, about $20 mil- 
lion was underwriting profit, the bal- 
ance investment and other income. Be- 
cause investment income to corporations 
is taxed on a different basis than under- 
writing income, the 1.1% in this case 
produces a tax liability of approximately 
$2% million under the present mutual 
formula, leaving a rather handsome addi- 
tion to surplus, 
_“But if the normal corporate rate of 
52% applied to underwriting profit alone 
had been in effect as for stock compan- 
ies, their tax liability to Uncle Sam 
would have been nearly $11 million for 
six months! Furthermore, stock com- 
panies are taxed before dividends to 
stockholders, whereas the mutual form- 
ula permits dividends to policyholders to 
be deducted before taxes, and the policy- 
holder is not taxed on this income,—but 
the stockholder is taxed on dividend in- 
come, as you know. 

“These differences are all further rea- 
sons for legislative reform mentioned 
earlier and, in all fairness, it is time you 
and your companies ceased being whip- 
ping boys for the politicos and regula- 
tory authorities who wish to make an 
impression on the uninformed electorate. 
We have truly been too soft! 

Company-Agent Cooperation 

“We certainly need to combine forces 
more than ever before. We need each 
other’s support much more than in the 
past. I am distressed when I read of a 
group of agents suing their own com- 
panies, or forcing commission control by 
legislation, when I am sure both situa- 
tions were possible of solution by nego- 
tiation. The effect of this type of vindic- 
tive legislation, within the family, can 
only be a breakdown of company-agency 
relations, and you will lose the most 
in the long run. The present tendency 
toward fewer and larger groups of com- 
panies can so limit the market that your 
services may not be needed, and the 
small personal lines may be abandoned 
to the direct writer with expense ad- 
vantage. Where will you be then? 

We need you and, separated from us, 
you will have access to no comparable 
market for placing your risks. Strong 
evidences point to the necessity of our 
working out these internal adjustments 
amicably and making a more aggressive 
sales effort, together. You, as agents, 
have a considerable latent power in the 
state legislatures. Together, we could 
rectify many inconsistencies and unfair 
situations which now exist. It would 
take time to recite them, if I knew them 
all, but I have indicated a few at least. 
This is an area where company and 
agent should be in complete accord 
and present a united front.I fear that 
is presently not the case, and only the 
worst for both of us can result if not 
corrected. 

“I plead with you to look with favor 
on eliminating as much office and time- 
consuming detail as possible to allow 
your maximum effort to be devoted to 
productive selling time with prospects. 
Your income can more than double even 
with some down-grading of commissions. 
This is an economic truth, and your life 
insurance friends can prove it to you. 

“There are 61 million people in the 
United States of America between the 
ages of one day and eighteen years. 
Few of them have ever brought an insur- 
ance policy, let alone understand it. If 
you had no other vineyard in which to 
work during the next 25 years, this group 
alone would bear real fruit. At least 
your sons who will inherit those precious 
expirations would find this an exciting 
challenge. 

“Each year, over 3 million more future 
prospects will come right along behind 
the 61 million, and they will all need 
food, clothing, homes, autos and produc- 
tive tools——values which must be in- 
sured. Unless you get out among them, 
meet and talk with them as friends and 
neighbors, someone else will.” 


Fund Announces Low 
Cost Homeowners Plan 

RATE SAVINGS OF 15% OR MORE 

Company Handling of Billing, Collection 


And Policywriting Functions to 
Cut Agent Expenses 








Fireman’s Fund announces a new, low- 
cost Homeowners program to be under- 
written by its subsidiary, Home Fire 
and Marine of California. 

The tri-package policy line up, called 
Economy Plus Plans for Preferred 
Homeowners, is designed for homes in 
the $10,000 to $35,000 bracket and aimed 
at competing for a share of this fast- 
growing, price conscious market. The 
Fund conducted a survey among repre- 
sentative producers and home owners in 
selected suburban and expanding metro- 
politan areas. The resulting Economy 
Plus Homeowners concept was framed 
to meet the requirements outlined by 
participants in the poll. 

Agents representing The Fund in Ala- 
bama, California, Colorado, Connecticut, 


Florida, Georgia, Indiana, Maryland, 
Michigan, Montana, Nebraska, Ohio, 


Tennessee, Utah, Vermont, Wisconsin, 
West Virginia, Wyoming and the Dis- 
trict of Columbia will receive announce- 
ments of the new coverage this month, 
along with a detailed research report on 
the market potential. Filings are pend- 
ing in other states. 


Highlights of New Program 


Consumer, company and producer all 
share in the expense-cutting practices 
necessary for the low cost program. 
Highlights of the Economy Pius Plans 
include: 

Use of existing Homeowners 
with modifications. 

Coverages designed solely for quali- 
fied risks representing owner occupied, 
single dwellings in the medium price 
range, built since 1929, located in ade- 
quately protected areas and used ex- 
clusively for permanent residential pur- 
poses. 

A $50, non-reducing deductible applies 
to all Section I coverages, including fire 
and lightning, unless the loss is $500 or 
more, or unless buy-back provisions are 
in effect. A $100 deductible applies to 
wind and hail losses in those states 
where it is mandatory. 

A substantial savings over standard 
premium rates of up to 15% or more 
depending on state. 

Lower agent commission per unit of 
sales with commensurate reduction in 
office expenses through the company’s 
handling of billing, collection and policy- 
writing functions. 

Ownership and control of the business 
by the producer is safeguarded with his 
identity preserved in all respects. 


forms 


Continuous Policy 


Policies are written on a continuous 
basis with installment premiums payable 
every three years, or on a straight three- 
year term basis, depending upon the 
state. 

Premiums are payable in full with the 
application, unless financed. The Fund’s 
Cap/Time Credit Account Plan can be 
used at the option of the insured, and 
a special C.O.D. premium payment fea- 
ture allows a 30-day grace period for use 
when payment by a bank or other lend- 
ing agency cannot be arranged prior to 
delivery of the policy. 

A pre-numbered application becomes 
a 10-day binder when signed by the 
agent. The number of the application 
becomes the number of the policy when 
approved by the company and inserted 
in a special policy jacket along with the 
appropriate Homeowners form, deduc- 
tible rider and endorsements. Policies are 
returned to the agent for delivery to the 
insured and payee, if any. 

Additional information about Economy 
Plus Plans for Preferred Homeowners 
can be obtained by writing to The Fund’s 
Research, Development & Sales Division 
at the San Francisco home office, or 
nearest departmental office. 
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Presidential Year Antics Set Gala Back- 
ground for Agents Meeting in 
Washington This Month 
Caught in the carnival spirit of a 
Presidential political year, the annual 
convention of the National Association 
of Mutual Insurance Agents in Wash- 
ington, D. C., October 24-28, will fea- 
ture chartered trains, planes, Indians, 
red jackets, flag waving, parades and a 
general atmosphere of drum-beating en- 
thusiasm as a background for its more 

serious affairs of state. 

Supporting their native son, George 
P. McKiever, Miami, who becomes presi- 
dent of NAMIA at this annual session, 
the Florida delegation will arrive in 
Washington, D. C., on a chartered train. 
David J. Hamrich, Talahassee, president 
of the Florida association, will lead the 
delegation which has adopted Indian 
costumes and regalia in celebration of 
the national honor bestowed upon Mc- 
Kiever by NAMIA. 

The Michigan delegation, at the same 
time, will arrive in Washington under 
the leadership of Ronald DeKuiper, pres- 
ident of that state association, attired 
in flaming red jackets designed to pro- 
mote attendance at the 1961 annual con- 
vention in Detroit. Michigan will also 
join forces with the Texas state asso- 
ciation in sponsoring a booth on_ the 
exhibit floor of the convention. Joint 
target of the booth is to promote at- 
tendance at the mid year session in 
Houston, March 12-15, 1961 as well as 
the annual meeting in Detroit, October 
15-18. 

Another new feature of the 1960 
NAMIA session will be presentation to 
John Keyser, Kalamazoo, Mich., retiring 
president, of a 50-star United States flag 
which flew over the White House on 
Tuly 4, 1960. the first day the new flag 
became the official symbol of the U. S. 
The flag was obtained for NAMIA by 
Congressman August E. Pohansen, Rep- 
resentative from Battle Creek, Mich., for 
the presentation honoring Mr. Keyser as 
a Michigan native son. 


HARMON JOINS FLA. FIRM 


Transportation Insurance Underwrit- 
ers’ executive vice president, Frederick 
G. Paige, announces from the Fort 
Lauderdale, Fla., headquarters appoint- 
ment of William J. Harmon to the 
newly created post of special agent in 
charge of surplus and excess lines. Mr. 
Harmon is a veteran of many years 
service with Harmon Insurance Agency 
which was established in Ashtabula, 
Ohio, in 1923. A native of Ohio, Mr. 
Harmon was president of the agency 
from 1948 until his recent relocation in 
Florida. 


N. Y. Agents’ Program for 
Poughkeepsie, Binghamton 
The New York State Association of 
Insurance Agents announces that the 
program is complete for the third series 
of regional meetings to be conducted by 
the association in Poughkeepsie and 
3inghamton October 26 and 27. The ses- 
sions will open with a luncheon and will 
be continued throughout the afternoon 
with the girls having their “Buzz Ses- 
sion” separately from 2:00 p.m. to 4:00 
p.m. 


President Robert B. Douglass of Pots- 
dam will be featured speaker on indus- 
try problems at the luncheon followed 
by Arthur L. Schwab legislative repre- 
sentative. The afternoon session for 
agents at Poughkeepsie will feature 
Craig Thorn, Jr. of Hudson in a panel 
session with C. Harvey Kelley, director 
of research and development, National 
Association of Insurance Agents, dis- 
cussing “The Ideal Agency” and “Beat 
the Clock for Improved Profits.” At the 
Binghamton meeting Matthew Lampell 
of Poughkeepsie will team up with 
Harvey Kelley on this panel discussion. 

During this period the girls will be 
hearing from Elsa MacDonald of the 
Motor Vehicle Bureau about those 
“FS’s” as well as “Policy Coverage Com- 
parison for Dwelling Property” which 
will be handled by Richard Voorhees, 
Poughkeepsie manager for the Royal 
Globe Group at the Poughkeepsie meet- 
ing. Larry Newman of the Commercial 
Union Group, from Syracuse, will han- 
dle this subject at Binghamton. The 
“Buzz Session” will be moderated by 
Ann Quigley of Poughkeepsie at the 
Poughkeepsie meeting, and by Betty Lou 
Mosher of Binghamton at the Bing- 
hamton meeting. 

he entire group will hear a discus- 
sion on “Advertising is a Two Way 
Street” by James R. Matthews, director 
of advertising and public relations, Na- 
tional Association, and the sessions will 
be wound up by Kenneth Rog’er, assist- 
ant manager of the auto division of the 
National Bureau of Casualty Underwrit- 
ers discussing “A New Look in the As- 
signed Risk.” 





Giesa to Head Idaho Agents 


At the recent annual meeting of the 
Idaho Association of Insurance Agents 
at Sun Valley, William M. Giesa of 
Coeur d’Alene was elected president, suc- 
ceeding John H. Whitesell of Twin Falls. 

Garth Haddock, Kellogg, was elected 
a director for the northern part of the 
state; Jess W. Swan, Boise, re-elected 
director, southwestern district; Kenneth 
Bell, Rupert, for south-central; and 
Keith Mollerup, Pocatello, for southwest. 
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Suter Feature Speaker 
At Dinner of GIBA 


Cornelius W. Haarmann, Jr., president 
of the General Insurance Brokers’ As- 
sociation of New York, Inc., announces 
that the principal speaker at the thirty- 
fifth annual dinner will be Bruce H. 
Suter, senior consultant of the insurance 
department of Ebasco Services, Inc. Be- 
fore becoming associated with Ebasco, 
Mr. Sutter was with the South-Eastern 
Underwriters’ Association and the Aetna 
Insurance Co. 

The GIBA, to be held in the grand 
ballroom of the Statler Hilton on Oc- 
tober 26, will also feature award of the 
Association’s 1960 gold medal to J. Ray- 
mond Berry, general counsel, National 
Board of Fire Underwriters. Holgar J. 


Johnson, president, Institute of Life In- 
surance, will act as toastmaster. 





Two New York Brokerage 


Firms to Integrate 
Frank B. Hall & Co., Inc. and Farmer 


& Ochs, Inc. have formed a new insur- 
ance brokerage corporation owned joint- 
ly by the two firms. The new organiza- 
tion will be known as Farmer Ochs,— 
Frank B. Hall & Co., Inc, and will con- 
tinue the brokerage business now being 
conducted under the name of Farmer & 
Ochs, Inc. which was founded in 1915 by 
Henry Farmer, Sr. 

Henry Farmer will be chairman of the 
board of the new organization and Wil- 
liam T. Dunn will be president. The 
board of directors consist of Thomas 
Bennett, Erroll Bourdette, William T. 
Dunn, Henry Farmer, Melvin A. Holmes, 
B. Lytton Johnston, Henry D. Russ, and 
Edwin G. Stephens. 

The staff of Farmer & Ochs, Inc. will 
be integrated with the personal of Frank 
B. Hall & Co. Inc. Until this takes 
place about January 1 they will remain 
at their present location 130 William St. 





Buck Joins Grossman 

Grossman Insurance Agency of Cats- 
kill, N. Y., announces association with 
its agency of Richard J. Buck. Mr. 
Buck travelled Wisconsin, Pennsylvania 
and eastern New York fields for the 
Reliance Insurance Co. until two years 
ago when he joined the Hanover as state 
agent in eastern New York State. He 
has specialized in fire, inland marine and 
allied insurance lines throughout his 
company affiliations. 
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Introductory Textbook 
Written by Dr. Elliott 


A new introductory textbook on prop- 
erty and casualty insurance is released 
for sale to the general public, according 
to Jack Brittan, Alliance, president of 
the Nebraska Association of Insurance 
Agents. Title of the book is “Property 
and Casualty Insurance,” and the author 
is Dr. Curtis M. Elliott, Professor of 
Economics and Insurance at the Uni- 
versity of Nebraska. Publisher is the 
McGraw-Hill Book ‘Co., New York City. 
It was prepared under auspices of the 
National Association of Insurance 
Agents as a textbook for persons in the 
insurance field, as well as students in 
colleges and universities. 

The book stresses the property and 
casualty insurance fields. It contains 11 
chapters on insurance principles, fire, 
automobile, casualty, marine, liability, ac- 
cident and health, and bonds, as well as 
chapters on the types of insurance com- 
panies and insurance marketing systems. 
It is anticipated that it will become the 
basic textbook for use in insurance 
schools and seminars, as well as for 
college curricula. Sales price of the book, 
according to McGraw-Hill, is $6. 
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Corroon & Reynolds 
Group Merger Proposal 


TWO COMPANIES ARE INVOLVED 





| Directors of American Equitable, Mer- 


chants and Manufacturers Back Plan; 
Amer. Equitable to Continue 





Directors of the American Equitable 
Assurance Co. of New York and the 
Merchants and Manufacturers Insurance 
Co. of New York have recommended a 
merger of those two companies. Both 
companies are under management of 
Corroon & Reynolds Corporation. 

The merger plan is subject to the ap- 
proval of stockholders and the Super- 
intendent of Insurance of New York. 
Stockholders of record on October 17 
will vote on the proposed merger at a 
special meeting of both companies on 
November 21. The merger would be- 
come effective December 31. 

American Equitable Assurance will 
continue and will have a capital of $2,- 
000,000 consisting of 800,000 shares of a 
par value of $2.50 per share. Stockholders 
of the present American Equitable will 
receive 2-1/10 shares of new stock for 
each old share. Stockholders of the 
present Merchants and Manufacturers 
will receive 72/100ths of a share of new 
stock for each old share. As a result 
of the merger, the combined assets of 
the new American Equitable would ap- 
proximate $51 million, with policyholders 
surplus exceeding $26 million. 





OVER 307,000 “DONNA” CLAIMS 


Fixed Property Losses May Total $85,- 
000,000 Excluding Auto and Marine; 
1,250 Adjusters on Job 
The property insurance business may 
expect about 307,000 claims from Hurri- 
cane “Donna,” the National Board of 
Fire Underwriters’ disaster committee 
has reported to the committee on adjust- 
ments. A survey just completed, indi- 
cates that the estimated insured losses 
on fixed property will probably reach 
$85,000,000. This figure excludes auto- 
mobile and marine claims, which have 
been included in other larger estimates 

of losses. 

More than 1,250 adjusters, bureau, in- 
dependent, and staff representing all 
property insurance interests, are concen- 
trating on property losses created by 
“Donna.” At the end of the first month 
of adjusting work, 65% of all losses re- 
ported had been inspected by adjusters. 
Of this amount, approximately one-half 
the adjustments have been completed. 

As the work is progressing, adjusting 
staffs are being shifted to meet the needs 
of various sections of the disaster area. 
In certain sections, as high as 90% of 
all reported losses have been inspected 
and are in process of adjustment. 

Immediately following the preliminary 
survey of damage after the hurricane hit, 
the National Board established consult- 
ing offices in the areas which were hard- 
est hit. Offices manned by National 
Board’s adjustments department person- 
nel and senior loss executives were es- 
tablished at Fort Myers and Miami, Fla., 
Wilmington, N. C., Norfolk, Va., and 
Fall River, Mass. 








JOINS TOPLIS & HARDING 

Richard C. Gilliam has joined Hugh 
C. Graham as associate manager of the 
office of Toplis & Harding, Wagner & 
Glidden, Inc. in New Orleans, and will be 
in charge of the non-marine section of 
that office. The ocean marine department 
continues under management of .Mr. Gra- 
ham. Mr, Gilliam has an extensive back- 
ground of service with General Adjust- 
ment Bureau and Home Insurance Co. 





ARIZONA FIRE RATES CUT 

Under a new rating schedule of the 
Arizona Fire Rating Bureau, fire insur- 
ance rates were cut October 1 in a num- 
ber of Arizona communities. About half 
the homes in Tucson received substantial 
reductions, Phoenix, Yuma, and Mesa 
were to receive the same reduction. Pres- 
cott, Parker, Glendale and Nogales were 
to get a lesser reduction. 


Smith of INA Tells How Agents 


Can Assure Own Successful Future 


The insurance industry is in a state of 
transition—former dominating influences 
have fallen to one side, and the self- 
regulation of yesteryear has given way 
to regulation by government stated 
Bradford Smith, Jr., executive vice presi- 
dent of the Insurance Company of North 
America. 

Speaking before the Ohio Association 
of Insurance Agents in Columbus, Ohio, 
October 17, the INA executive added that 
when planning recommendations for 
further changes in rate regulatory laws, 
agents should consider policyho'der in- 
terest foremost. In this regard, he said, 
agents should consider ways to reduce 
the area of regulation. “What we need 
is a minimum of restriction in our busi- 
ness—not more of it,” he observed. 


Causes for Loss of Auto Risks 


Mr. Smith continued by saying that 
much of the nation’s automobile insur- 
ance business has been lost by stock 
agency companies because of two main 
factors—‘First, we failed to appraise or 
act upon the growing cost-consciousness 
of the buying public. Second, we failed 
to cover the mass market with aggressive 
sales effort.” Mr. Smith added, how- 


Fund Transfers Iliff to 
New York; Other Changes 


In one of several organizational 
changes within the Fireman’s Fund, 
William J. Iliff, manager of the South- 
western marine department at Dallas, 
is being transferred to New York City, 
where he will become part of the man- 
agement team operating under direction 
of Vice President John H. Dillard. Mr. 
lliff’s principal responsibilities will in- 
clude the administration and supervision 
of all branch offices and field operations 
in the Eastern department. 

Max Dickerson, currently assistant 
manager of the Southwestern marine 
department, takes over management of 
that department, while John Deadman, 
chief underwriter in the Southwestern 
marine department, becomes assistant 
manager. 

Philip L. Pitts is becoming assistant 
departmental manager of the Southwest- 
ern department, while Richard E. Hoe- 
fert, presently manager of the fire de- 
partment in The Fund’s Southern Cali- 
fornia office at Los Angeles, is being 
transferred to Dallas to succeed Mr. 
Pitts as manager of the fire department 
there. 

Clemens A. Fortman, currently man- 
ager of the research, development and 
sales department in the Southern Cali- 
fornia department succeeds Mr. Hoe- 
fert in the management of the fire de- 
partment there. Succeeding Mr. Fort- 
man in RDS at Los Angeles is Howard 
G. Taylor, who joins The Fund after 
nine years experience with another com- 
pany where he specialized in sales pro- 
motion and production. 








A. Leslie Smith Dies 

A. Leslie Smith of Buffalo, N. Y., 61, 
died following a heart attack October 
11. He was vice president of Marsh 
& McLennan Inc., insurance brokers, 
with offices in the Marine Trust Bldg. 
He had been under a physician’s care 
for a heart condition for several months 
but had been at work daily. He was a 
specialist in loss adjusting. 

Mr. Smith was born and educated in 
Ridgefield Park, N. J. He became an 
office boy in the New York City office of 
Marsh & McLennan when he was 14. He 
went to Buffalo in 1924 as manager of 
the Buffalo office and was named as vice 
president about 10 years ago. Mr. Smith 
was a member of the Insurance Club of 
Buffalo, Association of Average Adjust- 
ers, Buffalo Club, Propellor Club and 
Port Colborne Club. 


ever, that there are currently companies 
and agents who are working hard to 
overcome past mistakes and stage a 
comeback through economy automobile 
insurance plans. 

Mr. Smith also remarked on the need 
for stock agency companies to reduce 
costs so that insurance would be placed 
in a more favorable competitive position 
in the huge consumer marketplace. Di- 
rect billing and continuous policies, he 
explained, appear to be the best approach 
to keeping the agency stock company 
system healthly and competitive. Mr. 
Smith asserted these beliefs by telling 
the Ohio agents, “INA will offer a direct 
billing, continuous policy plan as an op- 
tional facility in the near future.” 

In closing, Mr. Smith stated, “if agents 
support rate regulatory laws which allow 
stock companies the flexibility they re- 
quire to meet competitive challenges, 
and if agents cooperate with their com- 
panies in passing along to policyholder’s 
the benefits of reducing the overall cost 
of furnishing them with the right kind 
of insurance, agents will then assure their 
own future. Remember that the policy- 
holder is the No. 1 boss and that he 
holds the key to success,” he concluded. 


INA Ad Campaign on TV, 


“Saturday Evening Post” 

In its 1960 fall advertising program, 
the Insurance Company of North Amer- 
ica is reaching a vast national audience 
through the use of TV commercials and 
an all-new series of magazine insertions. 

During the now-underway 11l-week 
program, INA sales messages will be 
broadcast over NBC-TV’s ‘today’ show 
with Dave Garroway and associates par- 
ticipating. In addition to INA’s TV spon- 
sorship, the company has scheduled four 
black-and-white, one-half-page spreads 
in the “Saturday Evening Post.” 

Alternately featured in both media are 
two of INA’s personal lines “packaged” 
policies, the INA Homeowners and the 
INA-Champion automobile policy. 

The first “today” show commercial in- 
volved a special interview taped at the 
National Association of Insurance Agents 
convention at Atlantic City, N. J. On 
camera were NBC news correspondent, 
Frank Blair, and Joseph L. Murray, Jr., 
state director of the NAIA from Wash- 
ington, D. C. who stressed the increas- 
ing importance of the role played by in- 
dependent insurance agents. The remain- 
ing schedule of INA’s “today” show 
commercials will conclude on December 
3. 








Devens Group Chairman 


United Hospital Fund 


David W. Devens, assistant vice presi- 
dent of Johnson & Higgins, international 
insurance brokers, has been named chair- 
man of the Professional, Financial and 
Insurance Group of the Business and 
Professional, Division in the United Hos- 
pital Fund’s 81st annual campaign. Grin- 
nell Morris, senior vice president of The 
Hanover Bank and Division chairman, 
announced Mr. Deven’s appointment. 

Mr. Devens will lead volunteer execu- 
tives in the drive to raise the group’s 
quota of the overall campaign goal of 
$3,000,000. Money raised in the United 
Hospital Fund campaign helps support 
free and below cost care of the needy 
sick in the 82 voluntary nonprofit hos- 
pitals which are members of the Fund. 

Mr. Devens is treasurer of the Society 
of Memorial Cancer Center. 


Yorkshire Office Moves 


The Yorkshire of New York and the 
Seaboard Fire & Marine announce re- 
moval of their offices from 90 John 
Street to the America Fore Loyalty 
Group building at 80 Maiden Lane. The 
Yorkshire companies are affiliated with 
the America Fore Loyalty Group. 








U. S. Fire Loss Down 


Estimated fire losses in the United 
States during September amounted to 


$81,845,000, the National Board of Fire 
Underwriters has reported. According 


to Lewis A. Vincent, NBFU’s general 
manager, this loss represents a decrease 
of 1.4% below losses of $83,027,000 re- 
ported for September, 1959 and a de- 
crease of 9.1% under losses of $90,037,000, 
for August, 1960. Losses for the first 
nine months of 1960 now total $828,851,- 
000, an increase of 3.5% over the first 
nine months of 1959, when they amounted 


to $800,887,000. 
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EDWARD W. HALL DEAD 
Edward W. Hall, who retired as 
sistant treasurer of National Union 
surance May, 
following a long ill- 
World War I, Mr. 
Hall joined National Union’s accounting 
He 
until 1945 
In 1947, 


as- 
In- 
Companies last died re- 
at his home 
ness. A 


cently 
veteran of 


department more than 39 years ago. 


served in various capacities 


when he was named comptroller 


he was given the additional duties of 
auditor, and, in 1949, was elected assist- 
ant treasurer, He is survived by his 
widow. 


today’s 
Minute Man 


..at the Middlesex Mutual and 
Lynn Mutual Companies can 
provide you with dependable, 
modern coverages that meet 
your clients’ needs best. The 
134-year-old tradition of the 
“Minute Man Companies” con- 
tinues today to contribute to 
Agency growth by providing 
faster, more dependable service. 
Middlesex Mutual and Lynn 
Mutual offer an increasing num- 
ber of progressive Agents the 
opportunity to build a better 
business, based on sounder 
client relationships. 





Commerce Chamber Deals with Many 


Insurance Problems Howe Reports 


The insurance committee of the Cham- 
ber of Commerce of the United States 
has been confronted by many 
situations during the past months. Ralph 
W. Howe, NAIA representative to the 
Chamber said to the National Associa- 
Agents convention 
Mr. Howe, Rich- 
active in NAIA 
directors 
before 


serious 


Insurance 
City. 
long 


tion of 
in Atlantic 
mond, Va. 
fairs, told the national that 
a look at the major items the 
last Congress will give a good picture: 

1, H.R. 4103 (Government 
hazardous risks. 


af- 


Indemnifi- 
cation covering 
2. Marine insurance, government com- 
petition. 

3. Boating safety. 

4. Incentives for individual 
plans (Keough & Ray Bills). 

5. Workmen’s compensation for radi- 


retirement 


ation hazards. 


6. Federal assistance to states for 
a % | regulations. ; 
The Chamber’s programs of prac- 


tical politics workshop and its economic 
discussion groups. 

8. Demands for 
care for the aged. 


attention to medical 


miceies New hides on 
AMA Planning Council 


Appointment of three new members 
to the planning council of the American 
Management Association’s Insurance Di- 
vision is announced by Lawrence A. Ap- 


pley, AMA president. They are William 
L. Hughes, general manager, insurance 
department, Armstrong Cork Co., Lan- 
caster, Pa.; Anthony F. Noll, senior vice 
president, Liberty Mutual, 3oston, 
Mass., and Nathan H. Siegel, secretary, 
Detroit Steel Corp., Detroit. 

The Insurance Division’s Planning 


Council consists of 21 executives who 
serve AMA on a voluntary basis by pro- 
viding advice and counsel to the asso- 
ciation in the planning of meetings held 
by the division. Vice president in charge 


of the division is J. C. Cristy, manager 
—insurance, Upjohn Co., Kalamazoo, 
Mich 





Torrey Joins NFPA 


Theodore Torrey, Jr, has been ap- 
pointed to the staff of the National Fire 
Protection Association, as engineer, fire 
record department, it is announced by 
Percy Bugbee, general manager of the 
organization. 

For five years Mr. Torrey has 
in the engineering department of Ark- 
wright Mutual Insurance Co., transfer- 
ring there after more than three years 
inspection work in the New England 
area for Factory Mutual Engineering 
Division. Prior to that he was employed 
as a safety inspector in New York City. 
Mr. Torrey studied fire protection at 
Illinois Institute of Technology in Chi- 
cago and has attended Northeastern Uni- 
versity in Boston. 


been 


Puerto Rican Expansion 


The island of Puerto Rico is attracting 
United States business in ever increas- 
ing numbers. Atlantic Insurance Un- 
gg eel managing general agents on 
the island, have expanded their facil- 
ities to accommodate these new national 
accounts. 

Manuel Font, menewer of Atlantic In- 
surance Underwriters of San Juan, states 
that this growth pattern is not limited 
only to Puerto Rico but extends through- 
out the Caribbean, and Atlantic Insur- 
ance is affording facilities in these areas. 


“This is so, in spite of the tremendous 


strides made by private companies in 
providing medical insurance. Only about 
25% of the people had some form of 


medical insurance in 1946 while in 1957 
more than 70% of the population were 
protected ‘by health insurance. Since 
1952 the percentage of aged with health 
insurance has increased from 25% to 
roughly 50%. 


Health Care For The Aged 


“The major drive in the Senate was 
to add health care benefits for older 
people under Social Security and paid 
for through increased Social Security 
payroll taxes. To meet this situation, 
the Chamber went to great length to 
warn of the very grave danger. Ulti- 
mately this program for the aged could 
be socialized medicine without freedom 
of choice for those needing care. All this 
push in spite of a committee which is 
scheduled to report its two years of 
study to the President of the United 
States in January, 1961. 

“Much work is to be done. Legislators 
should be talked to, written to or wired 
to; letting them know how you feel 
about this which could mean so much 
to our economy.” 





AFIA Legion Meets 


Assistant Secretary Robert Hughes 
was elected president of the AFIA Le- 
gion at the 15th annual meeting at the 
Carlyle Hotel in New York, succeeding 
Charles M. Bowers. Nineteen members 
of this international quarter-century 
club of the American Foreign Insurance 
Association were present. 

Other officers elected include F1 
Hamann, vice president; Emma Chris- 
tofer, secretary, and Archibald Cubbin, 
treasurer. The new continent vice presi- 
dents are Charles Rodrigues, Bombay, 
for Asia; Clarence Massey, Sydney, for 
Australia; Enrique Merino Alcaino, San- 
tiago, for South America and Maurice 
Costi, Rome, for Europe. 

The Legion promotes fellowship among 
its membership now comprising 58 active 
and 11 retired members. Twenty-two are 
at AFIA’s headquarters in New York and 
47 in branches throughout the world. 
One member has reached the 40 year 
service mark, 13 have completed 35 years, 
and 26 have 30-35 years with the associa- 
tion. 
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MORLEY Employment _ 
Agency, Inc. 


140 Nassau Street, New York 38, N. Y, 


A by of P ositions Open 


V.P. needed with fire exp. - 
Cas Prod Mgr NYC lg lines - 


A&H man to start dept. 2 to $124 
Cas Prod Man Asst V.P..0 to $12M 
Fire Man Asst V.P. __ to $12M 
Cas Undwtr mutual co $10 M 
Spec Agt cas to reloc $9M+ 


Fire Eng, degree, exp 
Safety Eng, reloc Chic _ 
Off. Mgr., Excess Li. exp 
Reserve Anal, hvy WC exp _. 
Cas. Act. intl brkge firm 
Brkge sales, excess agcy . 


For More Complete Details 
Phone WO 4-7000 








HARTFORD CHICAGO CHANGES 


Moloney Western Dept. Manager and 
Timmons of Live Stock Transit 
Dept.; Moloney Succeeds Beebe 

Two major promotions in the Hartford 

Fire Insurance Company’s Western de- 


partment at Chicago are announced, 
William H. Moloney becomes Western 
department manager and W. Melvin 


Timmons as manager of the live stock 
transit department. Mr. Moloney suc- 
ceeds the late Philip S. Beebe, and Mr. 
Timmons succeeds Edward J. 
Jr., who retired in June. 

Associated with Hartford Fire at Chi- 
cago since February 1946, Mr. Moloney 
was a marine special agent before his 
1947 appointment as assistant superin- 
tendent of the marine department. In 
1952 he was promoted to superintendent 
of the marine department and in January 
1956, was elevated to assistant manager 
of the company’s Western department. 
Mr. Moloney, a Chicago native, was 
graduated from Northwestern University. 

Appointment of Mr. Timmons is the 
first step toward consolidation of Hart- 
ford Fire’s live stock mortality and live 
stock transit departments in Chicago. 
Mr. Timmons, born in Cincinnati, was 
educated in Chic: igo where he joined the 
Hartford in 1929. He became a special 
agent for the Hartford Live Stock In- 
surance Co. in 1935 and in 1947 was 
promoted to assistant manager. A year 
later Mr. Timmons was named — ger 
of the Hartford Live Stock with Carl J. 
Froebel. Mr. Timmons and Mr. Froebel 
will continue as co-managers of that 
omen. 
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Aircraft Rescue and Fire Fighting 


Stronger fire fighting and rescue set- 
ups for airports are urged in a newly- 
issued publication of the National Fire 
Protection Association, to keep pace with 
the needs of turbine-powered aircraft. 
The increased passenger loads, much 
greater quantities of fuel carried and the 
larger fuselage and wing span of the new 
transports call for an updating of min- 
imum requirements, the association says. 

The NFPA recommendations are em- 
bodied in a 1960 edition of NFPA Stand- 
ard No. 403, dealing with aircraft rescue 
and fire fighting services for airports. 
They cover aircraft weighing over 200,- 
000 pounds, of the size of the Douglas 
DC-8, the Boeing 707 and the Convair 
990, 


For aircraft of this size, new NFPA 
recommendations call for availability of 
a total 9,000 gallons of water for foam 
production, with mobile equipment to 
handle it at a discharge rate of 1,500 
gallons per minute. Up to 6,000 of these 
9000 gallons may be supplied on water- 
tank vericles designed to provide a con- 
tinuing supply to the active fire fighting 
units. 

In earlier NFPA recommendations on 
this subject, including the 1959 edition 
of the standard, it is pointed out the 
largest category of aircraft were those 
weighing in excess of 120,000 pounds, like 
the DC-7, the Constellation 1649 and the 
Comet 4. For these aircraft recom- 
mended water supplies for foam produc- 
tion were 5,000 gallons, and a discharge 
rate of 1,000 gallons per minute. 


Standing unchanged in the 1960 edi- 
tion of the standard is the recommenda- 
tion of supplementary extinguishing 
equipment for either 1,000 pounds of 
carbon dioxide or 300 pounds of dry 
chemical. 

Other revisions tighten up on recom- 
mendations for elevated turrets, on the 
performance capability of water-tank 
trucks to supplement operational equip- 
ment, and the provision of aircraft 
emergency evacuation stairs to supple- 
ment the canvas escape slides provided 
on these transports. 

The standard, adopted at the NFPA’s 
1960 annual meeting, was prepared by 
the NFPA Sectional Committee on Air- 
craft Rescue and Fire Fighting under 
chairmanship of Robert C. Byrus of the 
University of Maryland’s Fire Service 
Extension. Also adopted at this meet- 
ing was a revised version of NFPA 
Standard No. 412 dealing with test pro- 
cedures for aircraft rescue and fire 
fighting vehicles utilizing foam. Minor 
in nature, this revision emphasizes that 
test procedures are designed to permit 
authorities in the the field to determine 
the capabilities of equipment now avail- 
able, rather than to indicate that the 
test procedures are designed to provide 
performance requirements. 

Copies of the new publications—NFPA 
No. 403, (68 pages, $1 a copy) and 
NFPA No. 412 (32 pages, 50 cents a 
copy)—are available from the National 
Fire Protection Association, 60 Battery- 
march Street, Boston 10, Mass. 





Seide Talks in London on 
U. S. Cargo Theft Losses 


One segment of the crime wave in 
the United States is being sharply curbed 
today through a system of safeguards 
which now protect many billions of dol- 
lars of goods and prevent thousands of 
crimes annually. This was reported by 
Jack Seide of New York, president of 
the Babaco Alarm Systems, who is visit- 
ing England. Mr. Seide is an authority 
on crime trends in the United States and 
manufacturer of a device to eliminate 
thefts of cargo in transit from motor 
vehicles equipped with it. 

“The United States, like all the world, 
has seen the upsurge of a record crime 
wave in the years since the end of 
World War II,” Mr. Seide said. “One 
of the areas hardest hit was that of goods 
in transit, naturally easy prey for or- 
ganized crooks in this mobile age.” 

In the past 15 years, thefts of goods 
from trucks and salesmen’s cars have 
increased more than fivefold and now 
Tepresent an annual toll of between a 
quarter and a third of a billion dollars, 
he said. 

“This property loss would have been 
vastly worse had it not been that many 
billions of dollars worth of goods have 
come under the protection of truck and 
car alarms which have scared thieves 
away from the protected vehicles with- 
Out exception,” according to the New 
York manufacturer. “Most of the car- 
goes of greatest susceptibility to theft 
come under this protecion, as many in- 
surance companies have required these 

€vices on shipments they cover. So 
widespread has the need and the value 
of this protection become that it is now 
used even by the famous Railway Ex- 

Press Company and even by the Govern- 


ment on certain valuable shipments, such 
a8 uranium haulage.” 


Join Adjusters’ Assn. 


The executive committee of the Na- 
tional Association of Independent In- 
surance Adjusters has voted to accept 
into membership the firm of Penn East- 
ern Adjusters of Indiana, Pa., owned by 
George V. Terry, and a new partner- 
ship of Coons & Horton, New Albany, 
Ind. Harold M. Coons was a partner 
in the former NAIIA member firm of 
Pruyn and Coons and has recently re- 
turned to the independent field as a vice 
president of the Horton Adjustment Co., 
Inc., and as a partner in the firm with 
Benjamin Horton, immediate past presi- 
dent of NAITA, 

The National Association now has 458 
member firms. 
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Auto Rates Reduced in Missouri 


An overall reduction in premiums for 
collision, comprehensive and fire insur- 
ance for automobiles, effective October 
19, was announced for Missouri by the 
National Automobile Underwriters As- 
sociation on behalf of its affiliated com- 
panies. While most car owners will pay 
less for their automobile physical dam- 
age, a relatively small proportion will 
pay somewhat higher premiums, the 
NADA said. 

The revised premiums for automobile 
physical damage insurance for private 
passenger cars are applicable to all pol- 
icies, including the family automobile 
policy and the special automobile policy. 
Overall the premium changes for private 
passenger cars result in an average re- 
duction of 2.3%. For commercial auto- 
mobiles, fire insurance rates are re- 
duced and the reductions range from 10 
to 15%. Collision innsurance premiums 
for intermediate and long-haul com- 
mercial automobiles are reduced and the 
reductions range from 10 to 20%. 

For many St. Louis car owners re- 
ductions for automobile liability insur- 
ance will become effective at the same 
time as a result of a change in the 
boundary of the St. Louis rating terri- 
tory. The boundary change affects 
motorists insured by affiliated compan- 











Atbert Wittcox & CO. inc. 


99 JOHN STREET, NEW YORK 38, N.Y. 
PRYOR STREET, ATLANTA 3, GA. 


11 


ESTABLISHED 1916 


Reinsurance Planned and 
Negotiated - Admitted and 
Foreign Market Facilities 


Facultative - Treaty - Excess of Loss 
Fire - Marine - Inland - Casualty 


BE 3-4191 
MU 8-4270 











ies of the National. Bureau of Casualty 
Underwriters. 

Previously for automobile liability in- 
surance rating purposes all area within 
the city limits of St. Louis was one rat- 
ing territory. Under the new set-up the 
city of St. Louis is divided into two terri- 
tories; the central area is now the “St. 
Louis metropolitan” territory and the 
surrounding area within the city limits 
is designated as the “St. Louis semi- 
suburban” territory. 

For liability insurance, private pas- 
senger car owners in the St. Louis semi- 
suburban area receive rate reductions 
ranging from $8 to $29, according to type 
of policy and use of car and age and 


marital status of male drivers under age 
25. 





Payne Motors Treasurer; 
Edwards Comptroller 


George L. Payne has been elected 
treasurer and Robert H. Edwards elected 
comptroller of Motors Insurance Cor- 
poration. MIC is a subsidiary of Gen- 
eral Motors Acceptance Corporation. 

Mr. Payne, formerly assistant treas- 
urer, succeeds ‘Charles A. Robson who 
is retiring after an association with the 
company of more than 33 years. A grad- 
uate of the University of Illinois, Mr. 
Payne joined MIC in 1940 in Indian- 
apolis. After serving there and in. St. 
Louis and Greenwood, Miss., he was 
named district office manager in Green- 
wood in 1949. He served in the branch 
operations department in the executive 
office in New York during the period 
1950 through 1955 when he was elected 
assistant treasurer. 

Mr. Edwards, a graduate of the Uni- 
versity of Utah and Stanford University, 
joined the company in 1947 in Salt Lake 
City. In 1953 he was named district of- 
fice manager in Fresno, Calif. Since 
1955 he has served in the executive office 
in New York. 

Mr. Robson joined the company in 
1927, after a number of years in insur- 
ance, and served his entire career in 
the headquarters in New York. He held 
various supervisory positions until his 
election as treasurer in 1955. 


MO. AUTO DEATHS RISE 


Automobiles and trucks are killing 
Missourians at a greater pace than in 
1959 the most recent information from 
the ‘Missouri State Highway Patrol indi- 
cates. The only encouraging situation 
was September had only 86 traffic deaths 
compared with 93 for that month last 
year. Going into October the total for 
the year was 735 traffic fatalities against 
only 639 for the same period in 1959. 
In the week ended on October 1 there 
were !17 traffic deaths, which was five 
below the corresponding week last year. 
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State Auto Accident 
Commission Rejected 


BY CALIFORNIA LAWYERS IN LA. 





State Bar Delegates Recommend Com- 
pulsory Liability Study; Controversy 
Over Comparative Negligence Rule 





After disapproving a proposal for the 
creation of a California state automobile 
accident commission to handle personal 
injury claims, the annual conference of 
State Bar Delegates in Los Angeles 
recommended a study of compulsory li- 
ability insurance. 

The delegates approved appointment 
of a committee to study the question of 
requiring presentation of a liability in- 
surance policy as a prerequisite to ob- 
taining yearly registration of vehicles. 
This proposal also would provide pen- 
alties stronger than those under the 
present California financial responsibility 
laws. 

A point that found the committee 
sharply divided concerned adoption of 
the rule of comparative negligence in 
lieu of the present rule of contributory 
negligence. There was some favor for 
requiring a deposit of security or com- 
pulsory insurance as a prerequisite to 
issuance of a driver's license. 

Disapproval of the proposed creation 
of a state automobile accident commis- 
sion came in an overwhelming negative 
vote on the following question: “It is in 
the public interest and in aid of the ad- 
ministration of justice to establish a com- 
mission to hear and decide controversies 
arising out of automobile accidents ?” 


Rejection Had Been Recommended 


Rejection of the proposal had been 
recommended in a report by a committee 
on personal injury claims. “Anything 
that a commission could do,” it said, 
“a court can do better, and the public 
will be better off by having the courts 
hear and determine automobile accident 
controversies.” 

The proposed commission, recom- 
mended by Governor Brown, was the 
subject of an 18-month study by the 
bar committee, which in recording its 
flat opposition to the plan, offered sug- 
gestions for improving the present court 
system. 

The committee’s report he!d that the 
doctrine of “liability without fault,” un- 
der which all traffic victims would be 
compensated regardless of fault, is not in 
the public interest. 

“The indemnification of the careless, 
reckless or incompetent at the expense 
of the one without fault,” it said, “is 
shocking to the moral sense and wholly 
unjustifiable. Adoption of such a doc- 
trine would place a premium on reckless 
conduct.” 

It noted that caseloads before a com- 
mission would substantially exceed those 
presently in the courts and the cost of 
operation would be materially increased. 
The committee also expressed belief that 
automobile insurance rates would rise 
and commission awards set by formula 
and rigid rules would be inadequate 
compensation for persons who incur 
serious injuries. 

Contentions that existing court pro- 
cedures may cause uncertainty and un- 
fairness do not warrant substitution of 
a commission plan, the committee said, 
adding that the elements of court de- 
lay and congestion are not such as can- 
not be remedied within the framework 
of the judicial system. 

Agreeing that personal injury suits 
should be tried within eight months of 
filing—a mark several counties in the 
state fall short of, the committee’s re- 
port said one of the best ways to achieve 

(Continued on Page 35) 


Added Features of 
NAII Annual Meeting 


AUTO ACCIDENT COMP. FORUM 





Featured on Final Day of St. Louis 
Gathering Will be Panel on Auto- 
mobile Cancellations 





Two forum discussions, one on auto 
accident compensation systems and the 
other on automobile policy conce'lations, 
are added features of the convention 
program arranged by National Associa- 
tion of Independent Insurers for its an- 
nual meeting October 31 to November 3 
in St. Louis. : 

Prof. Harry Galven of University of 
Chicago will moderate the auto accident 
compensation forum in which the follow- 
ing will participate: Prof. A. A. Ehren- 
zweig, University of California; Prof. 
Herbert Kuvin, University of Miami, and 
Leo Selinger, general manager, Civil serv- 
ice Employees Insurance Co. Discussion 
on these forum talks, both pro and con, 
will be given by George Menefee, insur- 
ance consultant of Baton Rouge, La.; 
Clarence Kennedy, senior vice president 
of Allstate, and Stuart H. Struck, presi- 
dent, Dairyland Mutual of Madison Wis. 

Moderator of the auto cancellations 
panel will be P. N. Snodgrass, president, 
General Casualty of Wisconsin. Its par- 
ticipants will be Norman L. Reuter, sec- 
retary, Emmco of Indiana; Fenton A. 
S. Gentry, president, Southern Fire & 
Casualty, and Dr. Rennie. In turn their 
views will be evaluated by Irving J. 
Maurer, president, Farmers Mutual 
Automobi'e of Madison, Wis.; J. J. Mal- 


Insurers to Testify Oct. 28 
At New York ARP Hearing 


Auto insurance underwriters will get 
a chance to tell their side of the story 
at the fourth New York hearing on prob- 
lems of non-renewal and/or cancellation 
of automobile liability insurance, Friday, 
October 28 at 14 Vesey Street, New 
York City. Two weeks ago in Mineola, 
L. L, policyholders who had been forced 
into the assigned risk plan, gave testi- 
mony. 

The hearing, scheduled for 10:30 a.m. 
in the New York County Lawyers As- 
sociation auditorium by the Condon Com- 
mittee on Insurance ‘Rates and Regula- 
tion, will be devoted to the presentation 
of testimony by insurance carriers, and 
particularly by their underwriting depart- 
ments. Personnel of the State Insurance 
Department will also report on results of 
the study made by them of insurance 
company underwriting practices, 





lon, secretary-treasurer, Preferred Risk 
Mutual of Des Moines, and a Retail 
Credit Co. representative. 

The convention will be welcomed by 
Missouri Superintendent of Insurance 
C. Lawrence Leggett with response by 
Edward B. Rust, president of State 
Farm Mutual Automobile. NAII presi- 
dential address will be delivered at the 
opening session November 1 by C. W. 
Leftwich, vice president, Nationwide Mu- 
tual, following which NAII General 
Manager Vestal Lemmon will give his 
annual report. 





N. C. WORK. COMP. RATES UP 1.2% 
North Carolina Insurance Commis- 
sioner Charles F. Gold has approved an 
increase in workmen’s compensation rates 
averaging about 1.2%. He said the in- 
crease had been justified by the Com- 
pensation Rating & Inspection Bureau 
of North Carolina largely because of 
an upward revision in the medical fee 
schedule for compensation cases. 











HEAD ‘EM 
OFF 

AT THE 
PASS 


Invariably, the Western hero is faster on the draw, trigger and horse than the outlaws. 


How else could he “bring ’em in?” Insurance-wise, corralling a case is invariably more 


certain when the company you deal with is fast on the service, and generous with it. 


Why don’t YOU draw on the experience and service upon which PUBLIC SERVICE 


MUTUAL has built its reputation—and steady growth—for 36 years. 


Our deviation arrangement and liberal commission 


make Public Service 


20% DEVIATION: 
General Liability in all forms. 


15% DEVIATION: 
Fire and allied lines. 


SPECIAL DIVIDEND PAYING: 
Workmen’s compensation. 








insurance easier to sell. 


10% DEVIATION: 

Automobile bodily injury and 
property damage liability: all 
classes. 


MUTUAL INSURANCE CO. 


HOME OFFICE: 10 Columbus Circle, 


New York 19, N. Y. 


36 years of public service 


WILLIAM E. DANDRIDGE, Agency Supt. Hempstead: 138 Front St., ROBERT ZMOOS, 
Mgr. New Rochelle: 245 Hugenot St., W. E. BYRNE, Rep. Rochester: 10 Gibbs St., 
WM. C. VAN VECHTEN, Mgr. Buffalo: 907 Morgan Bidg., JOSEPH MURPHY, Rep. 


Syracuse: 813 State Tower Bidg., 


JAMES E. MacCOLLUM, Rep. 


Program Ready For 
AMA Fall Ins. Meet 


SET FOR NOV. 9-11 IN CHICAGO 





To Feature Industry’s Role in Medical 
Care Programs for Retired Em- 
ployes—Panel Discussion 





A five-man panel discussion of indus- 
try’s role in medical care programs for 
the retired employe will be a highlight 


of the fall insurance conference of the § 
American Management Association Noy, © 


9-11 at the Drake Hotel, Chicago. 
Representatives of the AFL-CIO, top 
management, the American Medical As- 
sociation, the insurance industry, and 
Blue Cross will discuss what should be 
done legislatively and voluntarily by in- 
dustry for retired employes. 
Participants in this panel will be: 
Leonard W. Martin, acting 


Medical Association, Chicago; 
D. Miller, vice president and associate 


actuary, Equitable Life Assurance So- § 


ciety; Jerome Pollak, Social Security 
program consultant, International Union, 
United Automobile, Aircraft and Agri- 
cultural Implement Workers of Amer. 


ica, AFL-CIO, Detroit; E. D. Stark- 
weather, vice president — personnel, 
North American Aviation, Inc., Log 


Angeles, and James E. Stuart, president, 
Blue Cross Association, New York, N. Y, 

For the first time at an AMA insur- 
ance conference a representative of a 


muiiicipal fire department will tell reg- | 


istrants how cevepera ion between indus- 
try and local fire departments can re- 
duce fire losses. Speaker will be Frank 
P. Reilly, divisional marshal, Chicago 
Fire Department. 


Court Decisions Product Liability Cases 


Recent court decisions in product li- f) 
ability claims will be explained by W.f 
J. Condon, attorney, Swift & Co., Inc. [ 
New York. The impact of compens:tion f 
rehabilitation programs will be explored } 


by Scott W. Allan, assistant vice presi- 
dent, Liberty Mutual. 

Other topics to be covered at the ses- 
sions include: Current facts on marine 


cargo risks, crime insurance, the board 


and stockholders’ view of insurance pro- 
tection for the company, what happened 
to the umbrella, opportunities for insur- 
ance managers, exporting loss contro! 
know-how, allocating insurance costs, 
and automobile leases. Speakers include: 

John L. Doran, manager, marine cargo 
department, Frank B. Hall & Co., New 
York; George McEwen, assistant to the 
president, Despard & Co., Inc., New 
York; Peter Chiuminatto, Charmin 
Paper Products Co., Green Bay, Wis; 
Thomas J. Byrne of Byrne, Byrne & 
Co., Chicago; Raymond Brady, assistant 
treasurer—insurance, Chase Manhattan 
Bank, New York. 

Also Baxter Gentry, vice president, 
Johnson & Higgins, Inc., New York: 
Richard Prouty, secretary and _insur- 
ance manager, Norton Co., Worcester, 
Mass.; Frank A. O’Shaugnessy, attorney, 
insurance department, Container Corp. of 
America, Chicago, and Neill Crowley, as- 
sistant insurance manager, American Cy- 
anamid Co. New York. 





Oklahoma ARP Drivers Get 
65% Auto Rate Increase 


Oklahoma’s worst drivers recently got 
a 65% increase in automobile liability 
and collision insurance rates. State In- 
surance Commissioner Joe B. Hunt ap- 
proved the increase suggested by the 
governing committee of the Oklahoma 
Motor Vehicle Assigned Risk Plan. 

The plan for insuring drivers whose 
records are so bad companies will not 
voluntarily write their policies had been 
charging up to 35% penalty for the 
worst risks. 

Under the new schedule approved by 
Commissioner Hunt they can be charged 
up to 100% penalty starting at 10%. 
Reason for the increase was heavy losses 
among the plan’s insured drivers. 
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Salladin Discusses 
Special Lloyds Covers 


AT MARYLAND AGENTS’ MEETING 





Baltimore Insurance Man Also Stresses 
Tailored Plans, Capacity Problems 
And Placing of Coverage 





Under the title “Coverage Available 
through Lloyd’s—Not Readily Available 
in the American Market,” W. D. Salla- 
din, vice president, London Facilities, 
Ltd., Baltimore, discussed problems 
Lloyd’s faced in placing coverage includ- 
ing company methods before the 24th 
annual convention this week of the 
Maryland Association of Insurance 
Agents, Inc. at the Hotel Emerson, Balti- 


more. 

In presenting his talk, Mr. Salladin at 
the outset broke his topic down into four 
separate parts: (1) Coverage not readily 
available in London market; (2) capacity 
problems ; (3) special covers and (4) 
tailored plans for commercial risks. He 
added that in placing coverage Lloyd’s 
had two methods of handling problems: 
(1) Contract placing, and (2) open mar- 
ket. 

“You will find,’ Mr. Salladin said, 
“that most of the correspondents to 
whom you submit your business have 
certain contract facilities. The most 
common, of course, are fire, excess li- 
ability, auto physical damage and mal- 
practice to name a few. The use of these 
contracts is at the discretion of the con- 
tract holder within limits prescribed by 
the contract, and he may bind cover 
without submission to underwriter.” He 
continued : 


Open Market Presents Problems 


“The open market presents problems 
that are often improperly handled this 
side due to a lack of understanding of 
the market itself. Whereas the Lloyd’s 
market is large, with tremendous ca- 
pacity, the recognized ‘lead underwrit- 
ers’ in any given class are few, so nearly 
every submission in a class will first be 
presented to the syndicate recognized as 
the experts in that class.” 

Mr. Salladin said that “it is a mistake 
to have the same submission going to 
London from several correspondents in 
the hope of securing a better quotation.” 
It often works in reverse, he pointed out, 
and will result “in higher rates, or in 
some cases complete withdrawal, be- 
cause in most instances the same lead 
will see all submissions.” 

He added that “some brokers will, of 
course, approach the market without 
authorization of the insured, and to pro- 
tect yourself in such cases a broker of 
record letter is helpful.” The speaker 
continued: 

“There is only a very limited flat li- 
ability market in London today, either at 
Lloyd’s or with the British companies, 
except in specialized classes to be dis- 
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Hoosier Casually Company 
of 


A. & S.— AUTO — GENERAL LIABILITY 
BURGLARY 


“The Hoosier Treats You Right” 


Maryland Insurance Agents 
Elect J. M. Gorges President 


The nominating committee under 
Joseph C. Hlavin, vice president of Poor, 
Bowen, Bartlett & Kennedy, Inc., Balti- 
more, proposed the following slate of 
officers, elected this week at the 24th 
annual convention of the Maryland As- 
sociation of Insurance Agents, Inc.: 

Chairman of the board—George M. 
Dallas, Salisbury; president—James M. 
Gorges, Baltimore: executive vice presi- 
dent—William F. Burkley, Elkton; state 
national director—Morris D. Bassford, 
Hagerstown; secretary — F. Addison 
Fowler, Baltimore, and treasurer—Glenn 
A. Main, Jr., Frederick. 





cussed later. The burglary and robbery 
market is very limited indeed. We have 
all seen the cycles in every class of 
business in our domestic market and the 
London market goes through the same 
cycles. 

“Most of you have used London for 
capacity reasons, either to fill out fire 
lines where you did not have domestic 
facilities, or on liability where the neces- 
sary limits were not available from your 
chosen primary carrier. To provide this 
capacity is an important function of 
Lloyd’s. 

“Extremely high limits of fire insurance, 
are available following strong domestic 
warranties at board rates. The minimum 
warranty for board rate is_ generally 
$10,000. Most contracts held by Ameri- 
can correspondents require a minimum 
warranty of $5,000 at 200% of board rate, 
and a minimum warranty of $10,000 to 
provide board rate. 

“The Lloyd’s open market, also, offers 
a relatively limited market for sub- 
standard business such as schedules of 
tenement properties, usually placed with- 
out warranty at a combined Fire and 
E. C. rate of $1 or two times board rate; 
whichever is higher. 

“The Lloyd’s excess liability market is 
quite stable, both as to rates and ca- 
pacity. Certain covers such as excess 
automobile over assigned risk limits, or 
reduced limits on coverage not assigned 
due to youthful or over age drivers is 
usually written at a flat premium with 
minimums determined by the limits re- 
quested, and layers required to complete. 
Excess limits over policies subject to ad- 
justment by audit are usually written on 
the basis of a minimum and deposit sub- 
ject to a percentage of the finally de- 
veloped primary premium, or on a rate 
based on gross receipts, as in the case 
of long haul trucking. 

“Automobile physical damage insur- 
ance for both private passenger and 
commercial vehicles is available. You 


have all had this problem on a private 
passenger car when a good client reaches 
my age and has a son just driving age, 
and no auto physical damage market 
available. Lloyd’s will write, of course, 
at a loaded rate. The same applies to 
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commercial risks. Each risk is rated on 
the basis of a completed application by 
contract holders or underwriters.” 


Profit Producing Special Covers 


Mr. Salladin next mentioned “interest- 
ing and profit producing special covers. 
Some of these included: Amusement 
park and carnival liability; malpractice 
liability (doctors, dentist, osteopath, 
optometrist, audiologist) ; professional in- 
demnity (insurance agents, lawyers, en- 
gineers or real estate agents); personal 
accident; builders risk and contractor’s 
equipment policies including broad form 
property damage; chattel mortgage non- 
filing and lenders single interest; avia- 
tion hull and liability; retrospective pen- 
alty indemnity insurance, usually stop- 
ping losses at 105% to 110% of standard, 
and all risk package deals. 

Each of these forms, the speaker 
pointed out, is rated by underwriters or 
contract holders on the basis of com- 
pleted application forms available “from 
your correspondent.” Here, Mr. Salladin 
emphasized the need for complete un- 
derwriting information to keep a firm 
market and do the best job for the 
client. He also stressed that full and ac- 
curate information “is the key to pro- 
viding the coverage desired at competi- 
tive rates.” 

Turning next to tailored plans for 
commercial risks, the speaker brought 
out that a poll of the 100 largest cor- 
porations in the U. S. would reveal a 
very small portion of cover written on 
conventional forms. “On the contrary,” 
he said, “you will find special forms with 
high deductibles, but with high limits, 
and very broad insuring agreements.” 
Examining this aspect further, Mr. Salla- 
din stated: 

“It is possible to employ deductibles 
with extremely high limits on very broad 
forms of coverage both for first and 
third party cover at premiums compar- 
able to lower limits and limited cover 
without deductibles. For example first 
party cover written on an all risk plan 
to include water damage, flood collapse, 
animal damage, etc., for real property, 
personal property and U. & O. can be 
made to include named peril covers pro- 
vided by fire, E.C., V.&M.M., burglary, 
robbery, and transportation. : 

< sound primary liability program 
with minimum limits of 100/300 can be 
ercntenes a wane r umbrella liabil- 
ity policy with a limit from $1,000,000 to 
$10,000,000 excess of i ea excess of 
a deductible on all risks not covered by 
the primary. A combination of the two 
aforementioned make it possible for the 
insurance manager or president of a cor- 
poration to say to the board of directors, 
the maximum possible loss we can suffer 
is whatever the maximum deductible is 
employed in his particular plan. 

“Should you have a risk where the 
F.LA. or factory mutual covers fire, 
E.C., V.&M.M. and S.L. you can write 
difference in conditions or balance of 
perils cover excluding fire, E.C. etc. 
providing your client with all risk insur- 
ance thereby developing premium income 
and retaining control of your risk.” 


CONN. AGENTS TO MEET OCT. 27 


Faunce of AFCO to Open Annual 
Gathering; Baldwin, Mann, Kuenkler, 
And Martin on Executive Panel 
George Faunce, III, president of AF- 
CO, national premium finance organi- 
zation, will open the annual meeting of 
the Connecticut Association of Insur- 
ance Agents, October 27 at the Statler- 
Hilton in Hartford. Mr. Faunce’s talk 
“How to Sell More than Monthly Pay- 
ments” will follow election of officers and 
association reports during the morning 

session, 

That afternoon a company executive 
panel will discuss the “American Agency 
System and Its Future.” Panelists will 
include: Lytton M. Baldwin, vice presi- 
dent, The Travelers; Arthur S, Kuenk- 
ler, executive vice president, Security- 
Connecticut Insurance Group; Guy E. 
Mann, senior vice president, Aetna Life 
Affiliated Group, and Edward J. Martin, 
vice president, Phoenix of Hartford. 

Morning panelists will be moderated 
by Joseph C. Young, superintendent of 
the Insurance Co. of North America’s 
school for agents. As discussion leader 
he will speak on “What Makes a Good 
Agent.” 

Participating in the discussion will be 
David E. Ashton, Ashton-Baldwin 
Agency, Hartford; Bernard J. Burns, 
Burns & Howlett agency of Milford, 
Conn.; Edward C. Eaton III of the J. 
Watson Beach agency, Hartford, and 
Louis Follis, Jr. CPCU of the Follis 
agency of New Haven. 

Before the afternoon panel, Dave 
Johnson, Pensacola, Fla. past chair- 
man of the National Association of In- 
surance Agents will make an address 
and show NAIA’s 1961 advertising cam- 
paign film. 

The Connecticut Insurance Depart- 
ment and several cooperating associa- 
tions will be on hand. A cocktail party 
is scheduled for 6 o’clock and a banquet 
for 7. Entertainment will follow. 


WILLIAM D. CLAPP DIES 
William D. Clapp, 82, a vice president 
of Boller-Clark, Inc., Rochester, N. Y., 
insurance concern, died October 7. He 
had been in the general insurance busi- 
ness for many years and formerly was 
with Carl H. Hennrich, Inc, 











California Lawyers Reject 
(Continued from Page 34) 


this is to maintain a ratio of one Super- 
ior Court judge for every 40,000 popula- 
tion. 

While expressing doubt as to the ef- 
ficiency of the pre-trial system in per- 
sonal injury actions, the committee fa- 
vored reasonable inducements to waiver 
of juries but flatly opposed abolition of 
jury trials. 

Given support in varying degrees were 
the following: Separate trials as to li- 
ability and damage, use of court-ap- 
pointed medical experts, and enlarging 
the monetary jurisdiction of muncipal 
court. 
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R.W. Daum, Jr. Traces Life Ins. Trends 
In Multiple Line Reinsurance 


In the recent essay on “Multiple Line Reinsurance” prepared by Robert W. Dawm, 
Jr. of Insurance Co. of North America, which won for him the Anglo-American Fellow- 
ship awarded under auspices of New York Insurance Society’s School of Insurance and 
sponsored by Agency Managers Ltd., New York, Mr. Daum discusses as follows the 
“Life Insurance Trends in Multiple Line Reimsurances” ; 


PART III 

“At the 1959 year-end there were 144 
primary company groups operating or 
organized to sell life as well as property 
and casualty insurance. The potential 
effects of these developments on the pub- 
lic, the companies, their agents, and even- 
tually their reinsurers are tremendous. 

“In 1957 Professor James McPherson 
of Boston College, writing in the ‘Journal’ 
of the American Association of Univer- 
sity Teachers of Insurance, gave the 
following ‘tongue in cheek’ illustration 
of the ultimate development in this di- 
rection. 

Possible Case History 

“Tmagine the possible case history of 
the All Insurance Co. insuring an indus- 
trial giant, Peers-Throwbucks. Peers ob- 
tains an insurance contract (or con- 
tracts) covering the property, products 
and operation of the business, the em- 
ployes, their personal and real property, 
their personal liability, as well as their 
planned estate goals. The employe would 
look to Peers for his pay-check. All 
Insurance, however, is the source for 
money to replace his income when he is 
disabled, for any accident or illness, for 
money to indemnify the plaintiff (claim- 
ant) whom the employe negligently in- 
jured, for money to replace his damaged 
home, for money to meet tuition bills 
incurred by his children, for money to 
supplement social-security benefits upon 
retirement, and, even for money for his 
widow to use to pursue another husband 
—preferably one employed by Peers, of 
course.’ 

“In the intervening three years there 
have been many proposals for employer- 
group property and casualty covers, and 
some have been written. Couple this 
with the developments in the group life 
and pension field and the continued trend 
to packaging of commercial insurance 
lines, and Professor McPherson’s illus- 
tration loses some of its fantasy. 

“At the moment, only two professional 
reinsurers, the Insurance Co. of North 
America Companies, and the Swiss Re- 
insurance through its ownership of North 
American Reassurance, are operating on 
an all lines basis, although the home 
offices of many of the U. S. branches of 
foreign reinsurance are doing a life rein- 
surance business—some of it coming 
from this country. 

Market for Life Reinsurance 

“Life reinsurance has traditionally been 
handled on a direct basis between com- 
panies, although many brokers have now 
included these covers in their portfolio 
of services. One leading broker reports 
a considerable volume of life reinsurance 
—some of it on risks of American origin, 
but most originating in South America. 
The markets for this cover are the sev- 
eral life insurance companies that active- 
ly solicit reinsurance, but primarily in 
the foreign market. 

“The problems and opportunities that 
all lines trend presents is receiving atten- 
tion in the inner circle of reinsurer man- 
agement. However, it is of interest to 
note that not one professional reinsurer 
commented on this problem in its 1959 
annual report. 

“It can be definitely stated that two 
of the largest professional reinsurers are 
actively considering the formation of a 
life reinsurer—one may act before this 
year is over. 

“Life reinsurance—like the direct life 
business—is highly competitive, and the 
reinsurers appear to be taking a long 
hard look before rushing in. However, 
they stated their position as a matter of 
fact, not as an excuse. The principal 
problem mentioned is the availability of 
personnel. E 

To be Concluded Next Week 





‘Most Motorists Favor Safe 
Driver Plan’: McWilliams 


“The enthusiastic public response to the 
introduction of the safe driver insurance 
plan in Ohio and 13 other states clearly 
indicates that the great majority of 
motorists want their automobile insur- 
ance premiums to reflect their driving 
record.” James McWilliams, automobile 
division manager of the National Bureau 
of Casualty Underwriters, told the In- 
surance Board of Cleveland recently. 
He also pointed out that “safe drivers” 
were anxious to take advantage of the 
15% premium discount offered them 
under the plan. 

“Ohio was one of the few states orig- 
inally selected for early introduction of 
the safe driver insurance plan developed 
by the NBOU and NAUA,” Mr. Mc- 
Williams said. “As in other states, it was 
introduced in Ohio on December 15, 1959 
together with a special ‘package’ auto- 
mobile policy combining liability, colli- 
sion, comprehensive and other insurance 
coverages at a premium saving under the 
cost of comparable coverages if bought 
separately.” 

‘Mr. McWilliams believes that the 
reason the plan has been widely ac- 
cepted, is that “it provides a 15% dis- 
count for ‘safe drivers,’ those motorists 
who have not been involved in an acci- 
dent or convicted of a moving traffic vio- 
lation in the previous three years. For 
those motorists who are accident-free 
but have been convicted only of a minor 
moving traffic violation there is a 5% 
discount. On the other hand, the acci- 
dent-prone driver, those involved in ac- 
cidents or convicted of serious violations 
pay higher rates,” he pointed out. 


Edelman and Abbott Upped 
By Buffalo Insurance Co. 


John L. Edelman, former general 
claims manager, has been elected vice 
president and Leo J. Abbott, manager 
of the western and central New York 
department has been elected resident 
secretary of Buffalo Insurance Co. 


Mr. Edelman, who attended University 
of Toronto, has been in insurance for 
25 years advancing through various 
claims department capacities. He as- 
sumed top supervision of the Buffalo In- 
surance Co.’s claims management in 1958. 

Mr, Abbott has been associated with 
the Buffalo for five years in production 
and branch management capacities. He 
was educated at Rensselaer Polytechnic 
Institute. For the past 15 years he has 
been active in insurance production work 
in a number of northeastern territories. 





NO MANUAL OF RATE CHANGE 

The governing committee of the Com- 
pensation Rating and Inspection Bureau 
of New Jersey has reviewed the combined 
experience of the member companies for 
the fiscal year ending June 30, 1960 and, 
with the approval of the Commissioner 
of Banking and Insurance, has voted 
unanimously to continue the present 
manual of rates in force without change. 

“The action of the committee is in 
accordance with the decision reached 
when the present rates were adopted to 
make no adjustment in the manual of 
rates for January 1, 1961 unless the indi- 
cated deviation, up or down, was more 
than 5% or it was necessary to make an 
adjustment to reflect a change in the 
law,” Bureau Manager Bernard Hamilton 
stated. 
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“TO HELEN, WITH LOVE!” 


The Greeks weren’t just being coy. 
When they finished their over-sized toy 
They’d put quickly to sea 
For a gift-giving spree 
That surely would overwhelm Troy. 


Caveat emptor: 


So, of gimmicks and gifts be aware; 
Look policies over with care. 
You may seem to be saving 
On insurance you’re craving, 
But you'll really be up in the air! 


Check first with G F & C! 








GENERAL FIRE AND CASUALTY COMPANY | 


(A Multiple Line Stock Company) 
Home Office: 1790 Broadway, N. Y. 19, N Y. 


PHILADELPHIA NEWARK CHICAGO 
PITTSBURGH MINNEAPOLIS 
JACKSONVILLE, FLA. LEXINGTON, KY. 
RUSTON, LA. CORAL GABLES, FLA. 


Insurance written through agents and brokers only 
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LONG’S RULING PETITIONED 
NBCU, NAUA Contend Tenn. Commis- 
sioner Acted Arbitrarily in Dis- 
approving Auto Rate Filing 
The National Bureau of Casualty 
Underwriters and the National Automo- 
bile Underwriters Association last week 
filed petitions in the Circuit Court of 
Davidson County in Nashville, Tenn. for 
judicial review of Tennessee Insurance 
Commissioner John R. Long’s refusal 
to approve their automobile insurance 

proposals last month, 


The two rating organizations are pe- 
titioning for judicial review of Commis- 
sioner Long’s order of September 9, 
1960 in which he disapproved automobile 
insurance filings made by the rating 
organizations on behalf of their member 
and subscriber companies. NBCU and 
NAUA have retained James O. Bass of 
the Nashville law firm of Bass, Berry 
and Sims to represent them. 

The filings proposed automobile lia- 
bility and physical damage rate increases 
which would have been combined with a 
low-cost special automobile policy and a 
“safe driver” merit rating plan. This 
combination “would have reduced insur- 
ance costs to drivers free of accidents 
and serious traffic violations during the 
past three years.” The filing also would 
have allowed a 10% premium discount 
for compact cars, 

In their petitions, the two rating or- 
ganizations took issue with the Commis- 
sioner over the matter of rate filings by 
rating organizations on behalf of their 
members and subscribers. The petition- 
ers pointed out that Tennessee law spe- 
cifically approves such methods of mak- 
ing insurance rates. 

The rating organizations contended in 
their petitions that the Commissioner 
acted arbitrarily in diapproving the rate 
filings on the stated grounds and that 
his order was not in accordance with 
law.. They requested the Court to va- 
cate and annul the order and remand the 
matter to the Commissioner for further 
proceedings in accordance with applicable 
Tennessee law. 





G. E. Summerhayes, Formerly 
With America Fore, Dies 


George E, Summerhayes, retired vet- 
eran of 38 years’ service with the Amer- 
ica Fore companies of America Fore 
Loyalty Group, died suddenly Sept. 22 
at his home in Hohokus, 'N. J. He was 
67 years old. 

Mr. Summerhayes had served America 
Fore with Fidelity & Casualty of New 
York throughout his career and was 
superintendent of the fidelity division 
in the home office bonding department 
when he retired in 1958 under the 
Group’s retirement plan. 

A native New Yorker who received 
his secondary education in England, he 
joined Fidelity & Casualty in 1920 as an 
underwriter in the bonding department. 
He became supervising underwriter there 
in 1948, stepping up in 1957 to superin- 
tendent of the fidelity division. 

Mr, Summerhayes played a prominent 
tole in the development and underwrit- 
ing of commercial blanket and compre- 
hensive dishonesty, disappearance and 
destruction (3-D) policies. He was ac- 
tive on various advisory committees of 
the Surety Association of America and 
was the author of numerous articles for 
Msurance trade journals. 

Surviving are his son, a brother, and 
two grandchildren. 





JOHN C. TRAVERS, 66, DIES 


John C. Travers, 66, who was believed 
to be the dean of casualty claim man- 
agers in the Buffalo area, died Oct. 6. 
€ retired in May, 1959 as a claim man- 
oper for the America Fore Loyalty 
pi Mr. Travers had been casualty 
B alms manager for the same company in 
uffalo Since the early 1920’s and had 
— claims totaling many millions of 


LeBrun in New Post in 
N. Y. With Mass. Bonding 


George P. LeBrun, Jr. has joined the 
Massachusetts Bonding in its New York 
branch office as special agent to handle 
brokerage production in this area, it is 
announced by New York Manager 
Joseph H. Boyce. 

Mr. LeBrun, well known along Wil- 
liam Street, was formerly affiliated with 
the Atlantic Companies and other lead- 
ing companies as special agent in the 
metropolitan New York area. 
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KLEY HEADS PHOENIX OFFICE 

The General Accident Group has an- 
nounced the establishment of an Arizona 
branch office in Phoenix, for the further 
development of its business in the state. 
Robert L. Kley, who has been named 
manager, entered insurance in 1947, fol- 
lowing service with the Army Air Force. 
Subsequently, he managed an agency in 
Twenty-nine Palms, Calif. and then 
joined London Assurance in Los Angeles. 


His most recent assignment was state 
agent for Arizona. 
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T. R. Blackwood Advanced 


Promotion of Terence R. Blackwood 
to agency superintendent at Hartford 
Accident & Indemnity’s Baltimore office 
is announced by Vice President Frank 
C. McVicar. Mr. Blackwood joined the 
company at Baltimore in 1946 and was 
a casualty underwriter before his 1949 


appointment as a special agent. 
World War II Mr. Blackwood 
as an Army Infantry 


During 
served 
lieutenant for 


more than three years. 
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Get This Issue Free! 


Name 


AMERICAN SURETY COMPANY 
Agency & Production Department 
100 Broadway, New York 5, N. Y. 


Please send me a copy of MaILRoap To Prorits, featuring 
Employee Bonds. 
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ARE YOU 
GETTING 
THIS KIND OF 
NATIONAL 
ADVERTISING 
SUPPORT? 


TWO FINE HALF-HOUR TV SHOWS 
FOR 26 SUNDAYS ON NBC-TV 


Would you like to have your prospects pre-sold on your services and 
your company before you make the call? You bet you would. That’s 
why the Kemper Insurance companies are again backing their agents 
with a solid schedule of prestige advertising on network television. 


Two top programs will be paving the way to increased sales for agents 
of Kemper Insurance companies on Sunday afternoons starting Sep- 
tember 25. Celebrity Golf will feature well-known personalities of the 
entertainment world challenging Slammin’ Sammy Snead to nine-hole 
matches, with donations to worthy charities hinging on the outcome. 
Immediately following, Chet Huntley Reporting will turn the keen 
scrutiny of the country’s ace news reporter on timely and intriguing 
topics of national and international importance. 


This Sunday double-feature of sports and news will expose millions 
of viewers weekly to sales messages on the independent agency service, 
countrywide facilities, full line protection and savings opportunities 
through policyholder dividends available through agents of Kemper 
Insurance companies. 


if you are interested in representing one of the progressive 
Kemper Insurance companies and getting this kind of national 


advertising support, write Agency Production Department, 
Home Office, Chicago 40. 


LUMBERMENS MUTUAL CASUALTY COMPANY 
AMERICAN MOTORISTS INSURANCE COMPANY 





KEMPER 


INSURANCE 


divisions of Chicago 40 











Fed. Gov’t, State Ins. 
Departments in Huddle 

TO DISCUSS MUTUAL PROBLEMS 

NAIC, Department of Defense, H.E.W. 


And FTC Meet on Military Auto 
Coverage, 1957 Agreement 








Problems of mutual interest to the 
Federal Government and state insurance 
departments were explored recently in a 
series of meetings between the Federal 
Liaison Committee of the National As- 
sociation of Insurance Commissioners 
and officials of three government agen- 
cies—the Departments of Defense and 
Health, Education and Welfare, and the 
Federal Trade Commission. 

Spokesmen for the three agencies 
agreed with California Insurance Com- 
missioner F. Britton McConnell, chair- 
man of the NAIC committee, that the 
conferences were harmonious, helpful 
and reflected a spirit of cooperation on 
both sides. 

The meeting with Stephen S. Jackson, 
Deputy Assistant Secretary of Defense, 
and his associates, was concerned prin- 
cipally with the sale of automobile cov- 
erage to military personnel. The Defense 
Department, in response to numerous 
complaints, has been seeking means to 
curb the sale of substandard policies, in- 
cluding those with coverage limited to 
losses as a result of accidents on military 
posts, by some direct-mail and other 
allegedly “fly-by-night” insurers. 


Progress of 1957 Agreement Discussed 


The commissioners met with members 
of the Federal Trade Commission to dis- 
cuss progress of the 1957 agreement un- 
der which the FTC advises persons reg- 
istering complaints regarding allegedly 
unfair trade practices by insurance com- 
panies to the appropriate state insur- 
ance department. This agreement was 
instituted at the height of the FTC 
investigation of A. & H. insurance ad- 
vertising, when some ten thousand com- 
plaints had been received by the Com- 
mission. 

Reflecting the success of the liaison 
pact and of efforts by the industry and 
state insurance departments to raise the 
level of ree Commissioner Mc- 
Connell said the FTC reported that only 
19 such complaints had been received 
in the June through August period this 
year, and only 490 since November, 1957, 
when the agreement went into effect. 

The NAIC group outlined to HEW 
officials its resolution and that of the 
National Association of Life Under- 
writers concerning the “relations and 


distinctions between insurance and the 
social security system.” 
HEW spokesmen, while lauding the 


commissioners for their cordiality and 
spirit of cooperation, indicated they do 
not anticipate any action designed to re- 
move from the social security termin- 
ology references to “insurance.’ 


Babcock and Niles Advanced 
By General Accident Group 


William D. Babcock, Jr., assistant gen- 
eral manager of the General Accident 
and Treasurer of Potomac and Penn- 
sylvania General, will assume executive 
supervision over the data processing ac- 
tivities in addition to his present re- 
sponsibilities in the ‘field of accounting. 

Charles L. Niles, Jr., who joined the 
group in February, 1960, as assistant ac- 
tuary, has been promoted to the posi- 
tion of actuary and, in addition, will ex- 
ercise general supervision of the Group’s 
statistical department. 

These changes come in connection with 
the retirement last month of Dudley M. 
Pruitt,:former assistant general manager 
and actuary, General Accident Fire & 
Life Assurance Corp. and secretary of 
Potomac Insurance Co. and Pennsylvania 
General (as reported in The Eastern 
Underwriter, Sept. 9.) 

Mr. and Mrs, Pruitt have sailed for 
Japan, where Mr. Pruitt will direct the 
program of the American Friends Serv- 
ice Committee. 








F. BRITTON McCONNELL 





Zurich Elevates St. Louis, 
Des Moines Offices, Names 4 


—., 
Zurich-American Cos. have recently 
elevated their St. Louis and Des Moines 


offices to full branch status, reporting 
directly to the ‘Chicago head office, 
Nathan C. Neesley has been named 


branch manager of the St. Louis office. 
Thad A. Kenny will manage the Des 
Moines office. 

Zurich also promoted Joseph E. “Pat 
Murphy to sales supervisor in Atlanta 
succeeding E, B. Johnson, who retired 
and Ralph E. McCorkle, Jr. to under- 
writing supervisor in Pittsburgh. 

Mr. Neesley joined Zurich-American 
in 1958 as superintendent of agencies, 
midwest department, after experience as 
assistant manager of Oklahoma branch 
oftice, Maryland Casualty and vice pres- 
ident of a Grand Rapids, Mich. Insur- 
ance agency. In 1959 he was appointed 
resident sales supervisor for Zurich- 
American at St. Louis. 

Mr. Kenny joined Zurich-American 
in 1958 as agency supervisor in the 
Grand Rapids office with 12 years’ ex- 
perience in production and underwrit- 
ing. He was Michigan state manager for 
the Trinity Universal of Dallas. Prior 
to that he was an underwriter for Em- 
ployers Group in Chicago. He was ap- 
pointed superintendent of sales at Grand 
Rapids last year. 

Mr. Murphy joined Zurich-American 
in Atlanta as a sales representative in 
1958. Prior to that he had nine years’ 
experience in insurance production with 
the America Fore Group. 

Mr. McCorkle joined Zurich-Ameri- 
can’s Atlanta office as a senior under- 
writer in 1958 after seven years’ under- 
writing experience with The Travelers 
and Maryland Casualty. He was trans- 
ferred to the head office underwriting 
unit in Chicago last March. 





Casualty Engineers’ Course 


Begins Oct. 26 In New York 


A course entitled Construction Loss 
Prevention Fundamentals, designed es- 
pecially for casualty engineers and safety 
engineers, will begin October 26 at the 
Insurance Society of New York. 

Topics covered include: Tailor made 
safety programs; accident analysis; pro 
gress reports; basic engineering prin- 
ciples; the use of field instruments to 
determine the effects and control of vi- 
brations associated with blasting and pile 
driving; and field methods-for determ- 
ining factors of safety in sheeting, shor- 
ing, and temporary structures. 

C'asses meet on Wednesdays from 

5:30 to 7:30 p.m. for ten weeks and the 
tuition is $30. The instructor, William 4 
Luna, is a section engineer with Liberty 
Mutual. Further information or regis 
tration forms may be obtained at_ the 
society’s office, 225 Broadway, New York 


City (WOrth 2-411), 
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Morrill Backs NAII 
Rating Law Proposal 


TO SPEED EFFECTIVE DATE 


State Farm Mutual V. P. Gives Argu- 
ments Before Mutual Casualty Cos. 
Conference, Points to Abuses 





Strong support for rating laws which 
would allow rates to become immediately 
effective when filed was voiced last week 
in Chicago by Thomas C. Morrill, State 
Farm Mutual Automobile Insurance Co. 
vice president. fuer 

The proposed change, which is advo- 
cated by the National Association of 
Independent Insurers, was called “one of 
the most significant and constructive 
steps toward better public relations for 
both the business and its regulators” by 
Mr. Morrill in his address to the Con- 
ference of Mutual Casualty Companies. 

Mr. Morrill also cited as an example 
of bad public relations the “abuse of one 
segment of the business by another,” 
which, he said, “does a disservice to the 
whole business.” 

In backing the NAITI proposed rating 
law change the speaker said that it fol- 
lowed a principle which had worked well 
in California. The NAII arguments for 
its bill, he disclosed, are that it allows the 
forces of competition to keep rates rea- 
sonable, and the state insurance com- 
missioner does not bear the brunt of 
the public ire when rates are raised. 


Commissioner Feels Like Captive 


Mr. Morrill referred to the NAII sug- 
gestion that under the all-industry ap- 
proach many an insurance commissioner 
must feel that he is a captive of his 
rating law with his staff buried under a 
daily influx of rate filings of every shade 
of importance. He is under the pressure 
of time and staff limitations. He must 
often feel prevented from devoting his 
attention to major regulatory problems. 

The proposed bill, Mr. Morrill pointed 
out, would enhance the overall effec- 
tiveness of the regulatory process in that 
it equips the commissioner with powers 
which he can use as he elects, rather 
than imposing duties he must discharge 
when a filing is made. 

From the standpoint of the company 
filing rate revisions, the bill allows re- 
action to the dynamics of the business. 
It assists the company in maintaining 
rates low enough to be competitive, yet 
high enough to return a profit. Since 
the company need not fear delay in get- 
ting increases when needed, it also can 
be quick to reduce rates when exper- 
lence permits. 

Mr. Morrill also pointed to the District 
of Columbia rating bill recently intro- 
duced by Senator Joseph C. O’Mahoney 
as one which paralleled the NAII bill in 
intent and effectiveness. “There is a 
rapidly swelling body of industry support 
for the principles of these two bills,” he 
concluded. 


Capacity Problem ‘Most Serious’ 

In discussing the public relations prob- 
lems of the automobile insurance in- 
dustry today, Mr. Morrill labeled the 
capacity problem as one of the most 
serious. 

“This matter of accepting our fair 
share of the capacity problem, seen from 
the standpoint of our rights as a private 
enterprise, can be regarded as an un- 
warranted intrusion into the prerogatives 
of management. 

“And individual companies do still re- 
tain the right to set their own course. 
But it is hard to see how an entire 
business, offering a service which state 
laws induce people to buy, can duck the 
responsibility for seeing to it that the 
Service is available in adequate supply 
and upon reasonable terms. 

If we do duck it,” Mr. Morrill em- 
Phasized, “it is hard to see how we can 
complain about public reaction. 

It is a tribute to the statesmanship 
of our business that many constructive 
Programs are underway to help resolve 
the problems of the automobile insur- 
ance business,” 

Mr. Morrill also struck out at the “oc- 


Advises Auto Contract 
Go to Mutual Casualty 


ake 





CYRUS E. MAGNUSSON 


The Minnesota department of admin- 
istration has awarded the 1961 liability 
insurance on all state-owned motor 
vehicles to the second lowest ‘bidder on 
the ground that the low bidder, Empire 
Fire & Marine of Omaha was too small 
a company to assume the risk of the 
state policy. 

The contract was awarded to Mutual 
Service Casualty of St. Paul on its bid 
of $81,862 for one year’s coverage. The 
Empire company had bid $79,949. Before 
making the award, Arthur Naftalin, com- 
inissioner of administration, asked the 
advice of Insurance Commissioner Cyrus 
E. Magnusson who said that Mutual 
Service had $20,506,000 in assets com- 
pared to $1,293,059 for Empire and Mu- 
tual service had $4,594,256 surplus against 
$528,840 for Empire. 

“Although Empire has met all neces- 
sary financial requirements and no doubt 
contemplates doing so in the future,” the 
Commissioner said, “it is advisable for 
the department to discourage the writing 
of excessive volume on large aggregate 
amounts in this size company.” 

Mutual Service has had the state con- 
tract every year since 1953 and has bid 
lower than other companies each year 
by amounts varying from $5,000 to about 


$60,000. 





casional outbreak of public abuse of one 
segment of our business by another” as 
another deterrent to full understanding 
and appreciation of the insurance in- 
dustry and its problems by the public. 

“At a time when we all should be doing 
everything within our power to build 
public regard for private insurance en- 
terprise, one agents’ group is spending 
a million dollar fund on ads which de- 
scribe the terrible things which will hap- 
pen to people who buy ‘the wrong in- 
surance on your car, home or business,’ ” 
he charged. 

“The public pouring of acid on a part 
of the business does a disservice to the 
whole business,” he continued. “The 
sponsors of these ads assume too much 
if they think the American public under- 
stands the difference between the in- 
dependent agent, the employe agent and 
the exclusive agent. 

“All the public is sure to get out of 
such an ad is the disturbing concept that 
you can have trouble if you buy insur- 
ance. Public rock-throwing can only con- 
fuse and alienate the public and can 
only damage our image as a business.” 


SWANSON REPLACES POWELL 
Clifton E. Swanson, a salesman in 
the Los Angeles office of Employers 
Mutuals of Wausau, Wis., since 1955, 
has been named field sales manager. He 
replaces G. M. ‘Powell, who has been 
transferred to Philadelphia as branch 
sales manager. 
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Maine, Vermont Drivers to 


Save on New MIRB Program 


Many Maine and Vermont motorists 
will be able to obtain 
ings on their automobile insurance as a 
result of the introduction of the Mutual 
Insurance Rating Bureau’s package auto- 
mobile policy program effective October 
12. 

Important features of the new program 
include a newly designed, economy type 
policy providing a “package” of auto- 
mobile liability, medical expenses and 
uninsured motorists coverages at a con- 
siderable premium saving for many 
motorists, optional use of individual risk 


substantial sav- 


rating plans, variable policy periods, 
single limit. of liability with optional 
ranges, and_ alternative classification 
plans. 


The plan is available only for private 
passenger automobiles owned by an in- 
dividual or husband and wife. Flexibility 
has been achieved by introducing a wide 
choice of company options. The liability 
coverages, medical expenses, and unin- 
sured motorists protection have been 
“packaged” as a unit under the poticy, 
and are afforded at an overall premium 
saving for most motorists of 15 to 20% 
under cost of similar coverages, if sep- 
arately purchased. Individual risk rating 
plans may be used in conjunction with 
the new policy, making possible addi- 
tional savings for motorists who meet 
standards qualifying them for rate dis- 
count. 





Employers Mutuals Advances 
Leffler, Tillisch and King 


Employers Mutuals of Wausau, Wis. 
has announced that James R. Leffler, 
Los Angeles branch claim manager, has 
been appointed compensation claim man- 
ager in the home office. The position is 
a new one, according to J. E. Linster, 
claim department vice president. 

Succeeding Mr. Leffler in Los Angeles 
will be Michael R. Tillisch, Jr., Omaha 
claim manager. Robert C. King, claim 
examiner in the home office, will replace 
Mr. Tillisch in Omaha. 

Mr. Leffler is a graduate 
sity of Nebraska, class of 1941. His 
Employers Mutuals career, which be- 
gan in 1941, was interrupted by service 
in the Army in World War II. After the 
war, he went to Los Angeles as an ad- 
juster and a year later was made branch 
claim manager. 

Mr. Tillisch is a graduate of University 
of Wisconsin. where he received a law 
degree in 1950. His education was in- 
terrupted by service in the Air Force. 
He joined the company in 1950 and was 
an adjuster at Indianapolis, Louisville, 
Fort Wayne, and Milwaukee and claim 
examiner at East Orange, N. J., and in 
the home office claim department before 
being assigned to Omaha as claim man- 
anager in 1958. 

Mr. King, a graduate of University of 
Wisconsin, class of 1947. Until 1958, 
he was at the Portland branch office, 
where he was promoted from adjuster to 
claim examiner and later to assistant 
branch claim manager before he went 
to the home office as a claim examiner in 
1958. 


of Univer- 


J. F. Levis of F.&C. Retires; 
Succeeded by J. A. Carroll 


After more than 40 years with the 
Fidelity & Casualty of New York, James 
F. Levis, resident manager of the Phila- 
delphia office, retired October 1 under 
the America Fore Loyalty Group’s re- 
tirement plan. 

John A. Carroll, heretofore agency 
superintendent at Philadelphia, has been 
named to succeed Mr. Levis. Resident 
Manager Carroll has for many years 
been associated with the Philadelphia 
branch office and has served with Fidel- 
ity & Casualty for 20 years. 

Mr. Levis started in 1920 with F. & C. 
at the N. Y. home office. An accountant, 
he soon became cashier of the Philadel- 
phia office. Later Mr. Levis was assigned 
to the bond department and in 1930 went 
to Harrisburg as district manager. For 
a short time he was at the company’s 
Detroit office and returned to Philadel- 
phia where he was named agency super- 
intendent in 1936 and resident manager 
in 1951. He is a past president of the 
Casualty & Surety Managers Association 
of Philadelphia. 

Mr. Carroll, a graduate of Catholic 
University, joined Fidelity & Casualty 
in Philadelphia. During World War II 
he served in the Air Corps and for a 
short time after discharge from service 
was at the F, & C’s New York metro- 
politan office. Upon return to Philadel- 
phia he was promoted to casualty super- 
intendent in 1949 and later, agency super- 
intendent. 





Gottemoeller Named Asst. 
V. P. of National Casualty 


Bernard G. Gottemoeller, Columbus, 
Ohio has accepted the position of as- 
sistant vice president of National Cas- 
ualty in Detroit. He assumed his new 
post October 17, and will be in charge 
of all casualty claims. 

For the past 30 years Mr. Gottemoeller 
has been with Nationwide Insurance in 
the claims department. National Cas- 
uaity is a subsidiary of Nationwide 
Corp., a holding company associated with 
the Nationwide Insurance group. 

A graduate of Ohio State University 
with a law degree at Franklin Univer- 
sity in 1941, he joined Nationwide in 
1930 as an agent, and a year later trans- 
ferred to the claims department. Since 
1956 he has been director of claims pol- 
icies, During his 30-year tenure, his 
only absence from Nationwide was an 
18-month tour as a naval officer in 
World War II. 

Mr. Gottemoeller is a member of the 
Ohio State and American Bar Associa- 
tions, and a member and past president 
of the Columbus CPCU Chapter. 





INCORPORATION PAPERS FILED 


Incorporation papers have been filed 
with the Illinois Insurance Department 
for State Farm Assurance, a proposed 
wholly-owned affiliate of State Farm 
Mutual Automobile Insurance Co. 

Adali H. ‘Rust, board chairman of 
State Farm group, said the proposed 
new company would write life insurance 
in areas where State Farm’s _pres- 
ent life affiliate, State Farm Life Insur- 
ance Company, is not licensed. 

State Farm Assurance will be a non- 
participating company with capital of one 
million dollars and surplus of two million 
dollars. 
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Progress Cited; Cline 
Named; O’Connor Talk 


HIGHLIGHT IAHU BOARD MEET 

Stoakes Stresses Advancements; Travel- 

ers Man on Board; State Action Urged 
On Aged Care Financing 





The International Association of 
Health Underwriters at its recent board 
meeting in Chicago heard an optimistic 
report on IAHU progress, named a new 
board member and was urged to push for 
individual state enactment of the recent- 
ly passed Federal law to provide health 
care funds for the aged. 


‘Never before have we been so well 
organized, with so many outstanding 
programs already underway so early in 
the year,” F. Kenneth Stoakes, Loyal 
Protective, Los Angeles, president of the 
International Association of Health Un- 
derwriters, told board members. 


In the education field, he hailed the 
advanced health insurance sales and un- 
derwriting seminar, held at Purdue, Sep- 
tember 28-30, an unqualified success. The 
education committee of the association, 
headed by W. Harold Petersen, Under- 
writers National Assurance, Indianapolis, 
was empowered to go ahead with plan- 
ning for another seminar in April. At- 
tendance at the September session was 
30. Curriculum and texts will be further 
developed so that after the April sem- 
inar, the program can be put on at other 
schools around the country. 

Hal Nutt, director of the Purdue In- 
stitute of Life Insurance Marketing is 
co-operating in the endeavor. The asso- 
ciation’s educational effort will be in the 
direction of the 24% day advanced semi- 
nars from now on, rather than along the 
lines of 13-week basic courses. Where 
possible, however, local and state asso- 
ciations are urged to cooperate with 
LUTC-A. & H. courses. 

Mr. Stoakes further disclosed that 
zone chairmen reported new associations 
were being formed in the following 
areas: Bismark; Grand Forks; Wiscon- 
sin; Fox River Valley; upstate New 
York; Topeka; Key West; Muncie; 
Jackson; Michigan; Benton Harbor-St. 
Joseph; Kalamazoo and Phoenix. 

The board accepted the membership 
program outlined by Vice President John 
Symanitz, Inter-State, Minneapolis. Each 
association has been assigned a quota 
that will bring membership by next June 
to 6,100. 

The promotion put on last May 13 for 
Hoodoo Day was studied. 93 qualified 
for the exclusive Black Cat Club, by 
writing a minimum of 13 policies or a 
specified amount of equivalent premium 
on the Friday, the 13th. 


Hoodoo Day In October 


It was decided that because 1961 has 
two Fridays that fall on the 13th of the 
month—January and October—that just 
one should be designated official Hoo- 
doo Day. It was felt that participation 
would be lowered because of the holi- 
days; therefore the October date was 
selected as the official one. It is planned 
that promotion will commence early in 
the summer so that a much greater seg- 
ment of the business will have an op- 
portunity to take part. 

Reports were made on two outstanding 
meetings held during the past month by 
affliated associations. The Central Iowa 
association sales congress on October 7, 
set an all time attendance record high 
of 650. The luncheon meeting of the 
Oklahoma association drew a crowd of 
726 to hear sales lecturer and author 
Frank Bettger. 

Associate Company membership ap- 
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Business Firms Urged 
To Extend A. & H. Plans 


BY U. S. CHAMBER OF COMMERCE 








National Chamber Says Group Coverage 
Should be Offered to Both Retired 
And Present Employes 





The Chamber of Commerce of the 
United States urged business firms vol- 
untarily to make Group health insur- 
ance coverage available to all employes 
during their retirement years. 

Coverage should be offered both to 
former employes who have retired and 
to present employes when they retire, 
the National Chamber said Oct. 14 in its 
weekly newsletter “Washington Report.” 

Pointing out that rapidly growing pri- 
vate health insurance plans now cover 
half of America’s 16 million aged per- 
sons, the National Chamber says that it 
supports growth of private, voluntary 
plans. Federal, socialized medicine would 
be harmful, the Chamber believes. 

In its newsletter, read mostly by em- 
ployers, the National Chamber termed 
the retired employe, “your ambassador 
of good will in the community.” 

The National Chamber told employ- 
ers, “the economic well-being of your 


retired worker should be of concern to 
And, as you know, nothing can 


you. 


New York A. & H. Club to 
Hear Thacher and Steele 


Thomas Thacher, New York Superin- 
tendent of Insurance and WHoyt P. 
Steele, manager, government relations 
service, General Electric Co. will address 
the November 10 meeting of the Accident 
and Health Club of New York. Super- 
intendent Thacher will outline current 
developments of concern to the New 
York department, while Mr. Steele wi-l 
consider the role of insurance people in 
public affairs in 1961 and beyond. 

The speakers will be introduced by 
Douglas J. Moe, second vice president, 
Colonial Life, who is current president 
of the A. & H. Club. Toastmaster for 
the club’s 35th anniversary celebration 
will be William B. Cornett, director of 
accident and sickness, The Prudential, 
first vice president of the club. 





destroy the morale of a retired person 
living on a fixed pension quicker than 
a serious illness that wipes out his sav- 
ings and leaves him disgruntled and bit- 
ter in his old age.” 

The Chamber also urged the employer 
“to examine your employe Group health 
care program to see if it would be pos- 
sible for workers to carry over the health 
protections they enjoy in their jobs into 
their retirement years. 

“A carry-over benefits could have two 
important effects: (1) It would assure 
you of a contented former employe in 
retirement and (2) it would provide a 
dramatic answer to those who contend 
that a compulsory government tax-fi- 
nanced system is the only way to care 
for the needs of the aged. 

“Why not look into the question? The 
issue is certain to arise in the next ses- 
sion of Congress. Successful private 
plans will provide the Chamber with the 
evidence it needs to combat the com- 
pulsory approach. If you need any help, 
just contact the Chamber’s Insurance 
Department.” 











R. J. KEANE, Ine. 


110 E. 42nd Street, New York 17, N. Y. 
PHONE: YUkon 6-0230 


Ask for ART REITANO, AL NASSAU or BOB KEANE 


AVAVA 


All forms of Accident & Sickness—Special Risks, Trip 
Insurance, High Indemnity A. D. & D. — Group 
Travel — Major Medical, etc. 


VAaAvVayv 


Representing the following companies as 
General Agents exclusively for 
Accident &° Sickness Lines 


AMERICAN CASUALTY CO. of READING 


MASSACHUSETTS CASUALTY INSURANCE CO. 
of Boston, Mass. 


AETNA INSURANCE CO. of HARTFORD 


PEERLESS INSURANCE CO. of KEENE, N. H. 





Most States Falling 
In With Old-Age Plan 


AS APPROVED BY CONGRESS 





Majority Are Drawing Up Plans to Com. | 


ply With Federal Public Assistance 
To “Most Needy” of Aged 





Most states will be taking advantage § 
of the additional Federal public assist- § 
ance funds, made available by the social | 
security amendments of 1960, for pro. 7 


viding more medical 


persons already on the public assistance J 


rolis, preliminary 
the Department of Health, Education 
and Welfare indicate. 

The social security amendments also 


made available Federal funds for states” 


service to aged) 


reports received by @ 


BES: 


setting up programs to provide medical 7 
care benefits for aged persons not re- § 


ceiving old-age assistance, 


but deter. F 
mined by the states to be “medically | 


sem 


needy.” However, information on state § 


activity in this area is still sketchy. 


To date, according to HEW, five states | 


definitely are submitting plans which, 


if approved, will make Federal funds for | 


medical service to aged persons receiy- 
ing public assistance available as of 
October 1, operative date of the social 
security amendments. These states are 


Michigan, Arkansas, New Mexico, Okla- 


homa and Washington. 
State Progress 





Three states, Louisiana, Rhode Island © 


and Virginia, are believed able to sub- 
mit plans without new legislation, but 
have not yet indicated any intent to do 
so in time to make them eligible for 
Federal funds as of October 1; and Ken- 


tucky has passed legislation, effective J 
January 1, which will permit its partici- 


pation. 


West Virginia, Massachusetts and New & 


er: 


Jersey are expected to call special ses- § 
sion to consider legislation permitting F 


participation, and Hawaii, Illinois and 
the District of Columbia are now con- 
ducting studies of existing laws to de- 


termine if new legislation is requisite to 


participation. 

Four other states—Indiana, North Da- 
kota, Pennsylvania and Georgia—have 
notified HEW that they plan to submit 
proposals to their legislatures after Jan- 
uary 1. 

An additional 12 states which definitely 
do require new legislation are consider- 
ing whether to call special sessions or 
wait until the regular sessions of their 


legislatures. These are: Alabama, Cali- J 


fornia, Colorado, Delaware, Florida, 
Idaho, Montana, Nevada, North Caro- 
lina, Ohio, Utah and Wyoming. 

HEW has not yet received any infor- 
mation regarding the plans of Alaska, 


Arizona, Connecticut, Iowa, Kansas, 
Maine, Maryland, Minnesota, Mississippi, 
Missouri, Nebraska, New Hampshire, j 


New York, Oregon, 
South Dakota, Tennessee, Texas, Ver- 
mont, Wisconsin, Puerto Rico, the Virgin 
Islands and Guam. 

On September 16, two days after the 
President signed the Social Security 
Amendments, HEW provided the states 
with a 15-page “Prelininary Interpreta- 
tion of ‘Provisions for (Medical Care in 
Old-Age Assistance and Medical As 
sistance for the Aged.” 

It provided detailed information on 
state plan requirements, the use of ad- 
ditional Federal funds, the percentagt 
of Federal participation in each state’ 
expenditures for the new program a 


South Carolina, F 
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Beneficial Standard 
‘Clarifys Mechanism’ 


INVOLVING CREDIT CARD INS. 


Pres. Golden Tells IAHU “Provisions 
Made for Paying Full Commissions 
To Independent Agents, Brokers” 








In an action designed to clarify the 
mechanism it has created to join the 
American Agency System with credit 
card insurance, the Beneficial Standard 
Group of Los Angeles, through Alfred 
L. Golden, vice president of special risks 
this week issued a statement to the 
International Association of Health 
Underwriters, which recently met in Chi- 
cago. 

The letter, addressed to F. Kenneth 
Stoakes, president of IAHU was directed 
to the meeting’s agenda which dealt with 
the merchandising of insurance through 
credit cards, particularly those of oil 
companies, a method which has aroused 
the insurance industry. 


Mr. Golden’s message stated that the 
oil companies criticized by independent 
agents and brokers for direct writing 
inerchandising of travel policies through 
their credit cards, were bound to find 
themselves “in difficulty” because “it 
was obvious from the beginning that their 
specifications made no provisions for a 
proper relationship with the insurance 
profession.” 


Mechanism for Paying Commissions 
Created 

He pointed out that two years ago 
when Beneficial Standard Life originated 
and developed a program to make travel 
accident coverage available to Diners’ 
Club credit card holders, it took deliber- 
ate steps at the same time to create “a 
mechanism for paying full insurance 
commissions and renewals to independ- 
ent agents and brokers, 

“This we believe fundamental to any 
program that may be offered through 
credit card facilities.” Mr. Golden’s let- 
ter continued. He stressed the fact that 
even though a broker may have ar- 
ranged for the over-all program, Bene- 
ficial Standard Life still insists on paying 
commissions to agents and brokers in 
each community in which the credit card 
holder resides. 

“Furthermore, whether or not a par- 
ticular State Insurance Department reg- 
ulation calls for countersigning by a 
resident agent, we also make a practice 
of having all such policies countersigned 
by resident agents,” Mr. Golden ex- 
plained, “The literature goes out to the 
credit card holder and the recipient has 
the privilege of submitting it through 
is Own agent or broker, on either a 
credit or cash basis, at no additional 
cost to him.” 

The Beneficial Standard statement con- 
tends that under the detailed ssytem it 
has devised, in actual practice the credit 
card organization is making its “pay 
later” facilities conveniently available 
to the insurance profession, 

In September, 1958, the Los Angeles 
based company, which operates four sub- 
sidiaries in this country and Canada was 
the first insurance company in the world 
to market a travel accident policy 
through the credit facilities of the Din- 
ers’ Club. “Begun as a test in California 
only, the low-cost method of providing 
travel accident coverage was an im- 
mediate success and was extended na- 
tionwide. Later the Diners’ Club credit 
Operation was joined by the Sheraton 
Hotel credit card system.” 

According to Mr. Golden, at present, 


| the Beneficial Standard Group of Com- 


panies is the only insurance organization 
in the country to use all of the mass sell- 
ing techniques of direct writers in behalf 
of agents and brokers. He declared that 
independent agents and brokers through- 
out the United States and Canada are 
receiving “excellent commissions from 
Policies sold through national credit 
card facilities.” 





ACCO HAS BASKETBALL POLICY 





Team Members Covered Up to $1,000 
For Medical Expenses, $1,000 for 
Loss of Life, Dismemberment 
The special risk division of the A. & H. 
department of American Casualty of 
Reading, Pa., has announced a new pol- 
icy providing coverage for basketball 

teams for the 1960-61 season. 

The policy available covers midget, 
amateur, semi-pro, high school and col- 
lege or university team members. The 
policy covers all players, coaches and 
managers and provides coverage while 


practicing for or engaging in basketball 
and while traveling directly to or from 
scheduled games or practice sessions. 
Coverages for all teams provides up to 
$1,000 for medical expenses and up to 
$1,000 for loss of life or dismemberment. 


The basketball coverage offered by 
ACCO’s A. & H. department is a part 
of the year-round “every sport” insur- 
ance protection offered to participants 
in all major sports. Details of all plans 
are available from any of the ACCO 
branch and service offices across the 
country, or from the home office A. & H. 
department. 


NEW POST FOR R. W. WILSON 

Richard W. ‘Wilson has been appointed 
Consultant for Continental Casualty’s 
special risks group plans in Kansas City. 
Mr. Wilson, who joined the company as 
an aviation underwriter, will, in his new 
position, serve the agents and brokers of 
the Kansas City area as a consultant for 
all types of special risks group coverages. 
Because of the increasing scope in com- 
plexity of the special risks group busi- 
ness, Mr. Wilson will devote his entire 
attention to this rapidly growing area 
of the accident and health industry. 





You can count on Continental 
to write AsHon... 


ANYONE 




















There’s no getting around it—steeplejacking is a pretty hazardous occupation. But that doesn’t 


stop Continental. We’re just as pleased to write Accident and Health Insurance on steeplejacks as 


on the little lady whose greatest hazard is twisting a shapely ankle falling off a chair. 


See your nearest Continental Agent or Branch Representative for complete information on any of 


our A & H products-—Loss of Income . . . Hospital . .. Medical... Accidental Death . . . Travel, etc. 


Individual and Group coverages are available for Standard and Impaired Risks and People Over 65. 


For A&H agency appointments, write to: 


AGENCY DEPARTMENT 


Continental Casualty Company 


310 SOUTH MICHIGAN AVENUE, CHICAGO 4 





A Member of the 


CONTINENTAL-NATIONAL 
GROUP 


Continental Assurance Company 
National Fire of Hartford 
Transportation Insurance Company 
Tr eticinatiin | c 
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Can Write Credit Card 
Ins. Without Complaint 


SAYS PAUL M. KLEIN OF IAHU 
But Urges Credit Card People to Confine 
Role to Collection Functions; “Assn. 
Will Fight Abuses” 





There is a way credit cards can tie 
in with insurance and be very much in 
the public interest, according to the In- 
ternational Association of Health Under- 
writers. 

Paul M. Klein, Mid America 
Kansas City, president-elect of the trade 
association said as spokesman: “If the 
credit card people will confine their role 
to collection functions and let any agent, 
representing any company writing any 
policy that fits needs put whatever busi- 
ness the customer designates through the 


Ins., 


card system for payment, we have no 
complaint.” 

Mr. Klein, in interpreting a resolution 
passed by the IAHU board October 9, 
said that the most vicious of the current 
was fostered by coverage de- 
veloped primarily as a device to promote 
the sale of products or service in which 
the vendor has no insurable interest. The 


abuses 


association will support any legislation 
designed to curb these evils. 


Public Deprived of Advice 


Numerous inquiries had been received 
by the association. Investigation had 
been conducted at all levels. It was the 
general conclusion that the various 
credit card programs most complained 
about were operating within state law. 
However, they were not in keeping with 
the best interests of the public because 
they deprived the public of local advice 
and service plus undermining insurance 
professionalism. 

The association went into the issue 
because of the growing size of and in- 
terest in this sort of merchandising. F. 
Kenneth Stoakes, IAHU president, Loyal 
Protective, Los Angeles, said the asso- 
ciation investigated with an open mind. 
“We wanted to bring some constructive 
thinking to this rather than blanket 
condemnation and _ vituperation.” Mr. 
Stoakes added that he was grateful for 
the way carriers in this field had cooper- 
ated in giving information about their 
operations. 

He said it is obvious how competition 
forces new and greater abuses. The 
credit card people are in competition 
with each other and are spurred to al- 
ways bring forth flashier gimmicks to 
promote business. Insurance companies 
nationalize that they are forced into 
writing the business because of competi- 
tive pressures. 


Time for Field Force Disapproval 


It is unfortunate, Mr. Stoakes de- 
clared, that insurance has come to be 
considered a gimmick in this sense; that 
companies feel unless they write it, 
someone else will steal the business from 
underneath their nose. 

Now is the time for insurance field 
forces to express their attitudes of dis- 
approval to company management if the 
undesirable programs are being written 
by their company. In the long run, this 
may do as much or more good than send- 
ing back your credit card with an angry 
letter, he indicated. 

Following is the text of the October 
9h IAHU resolution: “The International 
Association of Health Underwriters had 
received many <inquiries regarding in- 
surance promoted by and _ purchased 
through the credit card system. 

“Investigation by officers of the asso- 
ciation and by numerous state and local 
association officers with the insurance 
departments of the various states indi- 
cates, in general, that insurance regula- 
tions have been compiled with up to this 
time. Nevertheless it is concluded that 
many sales schemes are not in keeping 
with the best interests of the public and 
do not lead to professional handling 





PAUL M. 


KLEIN 


of its insurance needs. Sale of insur- 
ance of any kind in this manner leads to 
lack of understanding of policy benefits 
and consequent bad public relations for 
the business as a whole. It eliminates 
important local service that is received 
when insurance is purchased from a local 
agent. 


Importance of Credit Card Mechanism 
Recognized 


“The importance and good of the 
credit card mechanism is generally rec- 
ognized; also the potential for abuse. 
Of the plans studied to date, many ap- 
pear not to be in the public interest, 
particularly those which were developed 
primarily as a device to promote the 
sale of products or services in which 
the vendor has no insurable interest. 

“We feel credit card systems should 
be confined to collection functions and 
would be beneficial to the insuring pub- 
lic if the following features were pres- 
ent: (1.) Freedom of selection of under- 
writing agent or company. (2.) Freedom 
of choice of policy coverage to fit in- 
dividual needs. 

“Therefore, the International Associa- 
tion of Health Underwriters recommends 
members bring to the attention of the 
general public and to the members of 
other organizations the abuses that exist 
and the future potential abuses of cur- 
rent practices. The association will 
strongly encourage and support any leg- 
islation introduced to correct these evils.” 





Mutual of Omaha Pays 
500,000th Medicare Claim 


Mutual of Omaha recently paid its 
500,000th medicare claim for the De- 
fense Department. Medicare provides 
civilian medical care to dependent spouse 
and children of servicemen on active 
duty. Mutual acts as fiscal agent for the 
Defense Department in 17 states for 
hospitals and in three state for physi- 
cians.. 

Recipient of the 500,000th claim was 
St. Elizabeth’s Hospital in Lincoln, Neb. 
The check for $497. was paid to the 
hospital for care for the three-month old 
infant of Air Force Staff Sergeant and 
Mrs. Carl Bailey. Little Vivan Bailey 
was hospitalized for 18 days with pneu- 
monia, pertussis and staph infection. 

The payment was presented to St. 
Elizabeth’s Assistant Administrator D. 
W. Duncan by John Van Bloom, Mutual 
of Omaha, who represented Executive 
Vice President Gale Davis, director of 
Mutual’s part in medicare. 

Just a little over three months ago, 
Mutual paid another claim for Vivan 
Bailey. This time it was a payment 
($103.85) for the birth of Vivan at St. 
Elizabeth's. Staff Sergeant Bailey is at- 
tached to the 818th Food Service Squad- 
ron at the Strategic Air Command’s 
Lincoln Air Force Base. 


Johnson & Higgins Study Com pares 
Profit Sharing and Pension Plans 


Employers who think that they must 
choose between a pension plan and a 
profit sharing plan may find that the 
actual solution to their problem is a com- 
bination of the two approaches, ac- 
cording to a Johnson & Higgins study 
released last week. 

The study points out that some com- 
panies are now combining pension and 
profit sharing plans to provide adequate 
retirement income for all employes, while 
keeping fixed charges to an absolute 
minimum. 

Johnson & Higgins, located in New 
York City, is one of the country’s lead- 
ing insurance brokerage organizations 
and consultants on employe benefits and 
pension plans. The study is the second 
in a series of three on the subject of 
profit-sharing plans. The J.&H. study 
suggested, as one example, this form of 
combination: 


An Example From J.&H. Study 


(1) A pension plan providing benefits 
only for service prior to the effective 
date of the plan, with more retirement 


income on annual pay over $4,800 than | 
under that amount; 

(2) A profit sharing plan for current 
service benefits with a formula providing 
a rate of company contribution on aq 
participant’s pay in excess of $4.80)! 
which is two or three times that on the @ 
first $4,800. 

In addition to suggesting the possibil. § 
ities of combining both profit sharing J 
and pension plans, the J.&H. study also 
detailed the various advantages and dis- 
advantages of each type of approach, 

The study noted that some firms haye } 
either one plan or the other simply be- 
cause they never explored a combination | 
program. Others have pure pension or 
pure profit sharing plans because one 
or another suited them better when the ff 
plan was first adopted. 

According to Johnson & Higgins, who | 
serve as employe benefit plan consultants © 
to over 500 corporations, there are so 
many possible solutions to a company’s 
retirement program, that it is only 
through a careful analysis of a firm's} 
particular situation with an experienced |) 
consultant that the most advantageous | 
program can be developed. ' 





‘FACE TO FACE WITH MR. XK’ 


J. J. Allen, Guest Speaker at California 
S. & A. Gen’! Agents, Mgrs. Meeting 
Oct. 28 to Talk on Khrushchev 

More than 150 members of the Associ- 
ation of Sickness and Accident General 
Agents and Managers of California, rep- 
resenting virutally every major insurance 
company in the state, are expected to at- 
tend the organizaion’s 30th annual con- 
vention and sales congress. The sessions 
will be he'd October 28 at the Elks Club 
in San Francisco. 

William M. Robinson, chairman of the 
board for the state association, believes 
the meeting promises to be the most 
important in the group’s long history. 
During the business meeting, open to 
members only, B. F. Swindell, Jr., super- 
vising insurance service officer of San 
Francisco, California Department of In- 
surance, will give an address on “Policy 
Service.” 

High advance interest is being shown 
in an “off the record” talk to be given 
at the luncheon session by a guest speak- 
er, Joseph J. Allen, executive secretary 
to Mayor George Christopher of San 
Francisco, who recently was host to 
Soviet Premier Nikita Khrushchev. Mr. 
Allen’s topic: “Face to Face with Mr. 
K.” Other guest speakers will include: 

George F. McDonne'l, executive in 
charge of individual lines, Continental 
Casualty, who will talk on “Health Care 
for the Aged—a Solution Looking for a 
Problem.” 

Harry A. Anderson, executive assistant 
and brokerage manager, Association 
Group Insurance Administrators, whose 
topic will be “Associations and Fran- 
chises—They’re the Most.” 

_Edward O. Scharetg, assistant manager 
of research-development-sales and man- 
ager of the advertising and public rela- 
tions department, Fireman’s Fund, whose 
topic will be: “Does It Pay To Adver- 
tise?” 

The day will be climaxed with a ban- 
quet and dancing in the Lochinvar Room 


at the Mark Hopkins Hotel. 





GIVEN OFFICER STATUS 

Two members of the actuarial staff of 
National Life and Accident have been 
elected assistant actuaries and given of- 
ficer status by the company’s board of 
directors. They are John A. Facey and 
Starr E, Babbitt, both associates in the 
Society of Actuaries. 


IAHU Board Meet 


(Continued from Page 40) 
plication for Standard Security Life of} 
New York City was accepted. Michael 
Levy is president of the new company |) 


that is entering the health insurance § 
field. 
It is anticipated that qualification 


levels for the Leading Production Round 
Table and the Health Insurance Per- 
sistency Award will remain the same 
during the coming year. Promotion for 
these two awards will begin in December 
and January. Next board meeting wa 
set for February 11-12 at the LaSalle™ 
hotel, Chicago. a 
Cline Named to Board 

Fay F. Cline, a 25-year veteran of The 
Travelers in Richmond, was appointed 
to the IAHU board. He will serve a one 
year term and be the IAHU link be 
tween the associations in Virginia in his} 
capacity as zone chairman. 

Mr. Cline has been active in associa- 
tion affairs, serving as president of the 
Richmond chapter and as an officer of 
the Leading Producers Round Table. 

His nomination was made upon the 
recommendation of the Virginia associa- 
tions. The vacancy was created when 
St. George Grinnan, Grinnan Agency, @ 
Richmond, left the board. Hs 

Mr. Cline, a graduate of William ani f 
Mary College, was with the telephone f 
company, commercial department before 
joining The Travelers in 1935. In the 
past 25 years, he has unfailingly been 
in the top 25 of The Travelers healt) 
insurance producing field forces. 

Insurance men should push for theif 
state to enact laws to take advantage 0! 
the recently passed Federal 'aw to pro- 
vide health care funds for the aged. E 
H. O’Connor, Insurance Economics S0- 
ciety, chairman of the IAHU Legislative 
committee, told the board. Unless the 
states pass legislation the hue and cr 
in early 1961 will again be for a Forani 
type bill, Mr. O’Connor said. Already.§ 
he pointed out, labor groups are asking 
for a “little-Forand” bill in California 
to tack on the compulsory cash sickness 
law. 

Last year, he told the health insurance 
men, 17 states were in session. Casi 
sickness bills came up in Arizona, Mas 
sachusetts and Michigan. They all failed 
enactment. Next year there will be 4# 
state legislatures in session. Addition® 
compulsory cash sickness legis!ation Ca! 
be expected. A 

Health insurance people should beg! 
to think about taking part in the soluti0 
of old age nursing home care problem 
This is an area government will ent 
increasingly if alternative solutions a 
not found, he concluded. 
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STRESS: HOW DOES IT 
AFFECT YOUR BODY? 


Stress—physical, mental or emotional 
—can be either good or bad for you. 

In fact, a normal amount of stress is 
actually a good thing. For example, if 
you get “keyed-up” over an interesting 
or challenging job, you may do your 
work more effectively. 

But prolonged or intense stress— 
caused by too much work or worry or 
anxiety—can threaten health. 


That’s because continued stress up- 
sets some of the body’s chemical proc- 
esses. In particular, severe or persistent 
stress causes overactivity of certain 
glands that produce hormones. 


If this glandular overactivity is con- 
tinually triggered by stress, it may up- 
set almost every system of the body. 
And this may lead to illness. 

All of us should recognize the threat 
of undue stress and tension. Its impor- 
tance is made plain by the fact that so 
many people who seek medical atten- 
tion today have ailments brought about 


or made worse by prolonged emo- 
tional stress. 


If you find that it’s difficult to relax 
or “take things easy” or get a good 
night’s sleep, chances are you're under 
too much stress. And it’s up to you to 
learn how to handle your tensions. 
Here are some ways to help you: 

When your work load seems over- 
whelming, remember that some things 
can almost always be set aside until 
later. Concentrate on one particular 
job. That way your work will go faster 
and you'll be under less strain. 


When tense and upset, try physical 
activity. It helps relieve tenseness so 
that you can come back and tackle irri- 
tating problems more calmly. 


Talk out your troubles—with your 
clergyman or family doctor or with an 
understanding friend or member of 
your family. Getting things “off your 
chest” prevents a lot of unnecessary 
emotional stewing. 


Have regular medical check-ups. If 
you keep physically fit, you'll have 
more zest for living and be able to take 
stress and handle tensions more easily. 


This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in publications with a total circulation 
in excess of 45,000,000 including Saturday Eve- 
ning Post, Ladies’ Home Journal, Good House- 
keeping, Redbook, Reader’s Digest, National 
Geographic, U.S. News, Look. 





























